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COLLYER offers you the complete line of 
wires and cables—all built to rigorous 
quality standards — all designed to give 
top service on the job. Why not call on 
Collyer the next time you need wires and 
cables. Write Collyer Insulated Wire Co., 
245 Roosevelt Avenue, Pawtucket, R. !. 
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ROYAL 
ELECTRIC 
WIRE 


has earned 
the confidence 
of users everywhere 


by uniform 


HONE ce, 
¥e - ft 


DEPENDABILITY emia CEES 





BUY IT 
for quality... 


SELL IT 
for profit / 


=) ROYAL 
={0! 





thru wholesalers 


ELECTRIC WIRES 

FUSES * WIRING DEVICES 

CORD SETS * TROUBLE-LITES 
CHRISTMAS LIGHTING 


- ROYAL ELECTRIC CO., Inc. » PAWTUCKET, R. I. 
Represented by FULWILER & CHAPMAN, ATLANTA - GREENSBORO = NEW ORLEANS 


ELECTRICAL SOUTH for DECEMBER, 1952 





D Wwornnr~y - 
‘s MAUMEE 


ype “D” SAFETY SWIT 


BOARDS - circuit BR 
6 INDUSTRIAL circuit BREAKERS ~ 


b-loks 


on 6 big counts!” 


THERE’S NOTHING ELSE 
{ING ELSE on earth like Federal Noark Stab-lok 


eTIC MULTI-SPEED STARIEKD * 8 
+ MAIN AND RANGE FULLOUT SWITCHES 
DISTRIBUTION PANELBOARDS 
circuit BREAKER TYPE 
REDUCED ie) 


rcHes - MAIN ANG 
ANELBOARDS - & W 


RVICE AND FUS§ 
PANELBOARD 
SUQRTERS * 
iGHs + MUL 
aTACTORS 

Aci INDUS 


MAIN service AN 
R STARTERS * 
acl INDUSTRIAL SWITCHES * T 


E DISTRIBUTION PANEL 


MAGNETIC CONTACTORS 
CHES - pouBLe 


pus DUCT °* MANUAL moTo 


. STAB-LOK CIRCUIT 


PANELBOARDS 


DS + nee 
soARDS + FUSIBL 


STARTERS - 


REGISTRATION APPLIED FOR 


WELBOAROS 
\ys - PUSH 
it TYPE ME 
jOTOR STAR 
\NELBOARDS 
NATION ® 
PE “D” SAI 
y PANELBO 
ype ABt ING 


Stab- is Vi 

» a vastly more than a circuit breaker... it’s today’ 
nodern and flexible circuit protection system. Cor | pare 
opment has made it the most complete tie ene sr 
Single pole and double pole simultaneous shar ss 
lok breakers come in a stan a ed 
50 amp. range of calibrated rat- 
ings. The double pole breaker 
is exactly twice the width of 
the single pole, and both are 


readily inter 
v interchangeable. 


Sree 


And now look at the ‘full 


' 
© 
& 


combination of six big advan 
NS « «< - 
tages that you get only with 


ets 
the Stab-lok system! For abso 


TARTERS * 
TCHES * 
OR START 
. switch 
+ circul 
ARTERS 

iON PA 


lute dependability, perfect 
adaptability and lowest instal- 
lation cost, join the stampede 


to Stab-lok—today. 


BIG, FULL-SIZE BREAKER. There's no skimp- TED. Stab-lok’s dependabil- 
s ke MILLIONS TESTE 
pe 


EAKER TYPE DISTRIB 
WEATHERPROOS 


REAKERS * NTPR 
AND STARTERS * com! 

“Dp” SAFETY switch 
DISTRIBUTION PAP 


ing in size. Stab-lo Y- 
b-lok i 
is a big, husk 
breaker. Independent tests show i es 
F it us 
metal where it counts, carrying current, 
ent; 


m PANELS 
LIGHTING 
ACTORS 
switcH 
LBOARDS 
speED ST 
- acil 
ps + Fust 
PUSH BU 
Rg SOCKE 
S$: comsbl 
STAB-LOK 


has f 
ewer and more rugged ports 


Low 
EST INSTALLED COST. Stab-lok is easiest, 


most econ i 
omical to install. Enclosures 


have am iri 

se 7 wiring space... backplate re 
e for wire pulling... all ; 

nents accessible. ee 


Stab-lok from your distributor 


TION PANEL 
NG PANELBOARO ‘50 Paris Street, Newark 5, N. J. 
¢ MULTI-SPEED STA 
w SAFETY SWITCHES 
DISTRIBUTION panmsoancs > evs DUET 
ATHERPR ruse BOXES + CO 
. UGHTING 
COMBINATIO 
ERVICE AND 


oor service AND 


NTPS PANELBOARDS PANELBOARDS 


N REVERSING START 


S$ AND STARTERS 


FEDERGL ELECTRIC PRODUCTS COMPANY 


NTROL CENTERS * SWITCHBOAR 


cirCUIT BRE 


LIGHTING PANELS * 


ity has been proved under every sort of 

service condition an nm n in 
‘ondition and o illions of 

stallation t's th nv r break , 
s. It's the one popular breake 


in which 
you con place full confidence 


4Way 

cer yous The stabs ore on exclusive 

pee noted provide safest, easies> 

er reaker insertion. 4-way stabs 

were, ve contact with special main 
and lock*into place instantly. 


Write for, full information...and ord 
ee ler 


il wre 
pb TROUGHS FOR SO 


COMBINATION 


STANDARDIZE 
TARTERS * 


FEDERAL 


NOARH § 


cKet TYPE METER 
MOTOR STARTERS ° 


comp 
> apt RANGE. Only Stab-lok syste: 
es a full range of 9 basic and s 
many 
asncer 3MBA, for example 
a multibreaker into a Stab-! k, 
° 


special enclosures 


easily, economically 
COMBINATION F La] FA | 
San ' LUSH-SURFACE ENCLOSURES 
Most Stab-lok enclosures are combine an 
$s ore com 
omb ti 
for flush or rface mount - ‘th 
ype fo ush or surfa ing is 


practically halves the stock of enc re 
icoll losures 
> for r r at “ 
needed for all requireme 

s 


AT WIRING TROU 


IT BREAKERS 


REVERSING CONTA 
Aci INDUSTRIAL 5‘ 


THROW SAFETY + 


hile! PANE 


PANELBOARG 


Ci INDUSTRIAL 
FUSIBLE DISTRI 
BUTTON STA! 
KET TYPE 
BINATION 
OK CIRCUIT 
PANELBOAR! 
SAFETY SWI 
. circuit 8! 
DUSTRIAL CIR 
ouGHS - ML 
ERSING CO 
sTRIAL SWIT! 
PANELBOAR 
ow SAFETY 
Mite PANE 
EATHER "ROC 
PANEL! OAF 
grers - CO! 
AFETY $Y ire 
gisuTion Pf 
p RANG! PT 
+ MANUAL 
oxes - 6? 
aos * ucHT 
STARTERS \* 
SareTY 5® 
yIT BREAKER 
aaa. SEP VI 
. MAGNET'C 
swiTCHBo Ak 
. circuit Ff 
EED STARTE 
ND RANGE F 
PANELBOA® 
PANELS « 5’ 
AGNETIC MO 
y SWITCHBOA 
poaros - 
AGE MAGNE 
MAIN SER 
+ MANUA 
s FOR SOCK 
MBINATION ! 
ITCHBOARDS 
STRIBUTION | 


— 


GHS + MULTIBREAK 
cTors AND STA 





You'll never have trouble 
ona T&B job 
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Where Underwriters’ test 
standards exist, all T&B 
fittings bear this seal— 
evidence that they meet recognizes their quality ...the 
the strictstandards im- sure. certain mechanically-perfect 
posed by the Under- results they produce. 

writers’ // Reexamination 
Service: 


T&B fittings for conductors and 
raceways are engineered right 
... built right. The electrical 


contractor that uses them 





T&B jobs mean fewer worries . 





fewer inspection problems — all at 
the lowest possible installed cost! 
And. vou can be sure of satisfaction, 
for wherever Underwriters’ 
Laboratories standards exist. T& B 
fittings bear the seal of approval. 

T&B fittings are carried in stock 
locally by leading elecirical 


wholesalers. 


il: 


THE THOMAS & BETTS CO. 


INCORPORATED 
Elizabeth 1, N. J. 


Thomas & Betts, Lid., Montreal, P.Q., Canada 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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in ATLANTA'S NEW 


HOWELL HOUSE (re nove s 
«| BRYANT 


WIRING DEVICES 


Electrical Contractor 
Knowles Electric Company, Atlanta, Ga 
Electrical Engineer 
Patchen & Zimmerman, Augusta, Ga 
Architect 
Wm. G. Lyles, Bissett, Carlisle & Wolff 
Columbia, S. C 
Associate Architect 
Robert French, Augusta, Ga 
General Contractor 
Long Construction Co., Charleston, S. C 
- and Atlanta, Ga 
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HOWELL HOUSE is the last word in apartment-house living. In keeping 

with up-to-the-minute living is the use of quality wiring devices throughout 
f | 

the building. AMS 


BRYANT QUALITY wiring devices were installed to assure dependabl ie. So ee 


service and operating economy through the years. The 3951 switches with 
ivory handles, the 4832 outlets in ivory and the ivory flush plates, add the 
finishing touch to the electrical installation and harmonize with decorative 
schemes 

A FULL LINE. Choose from a full line of Bryant devices for once-installed 


stay-installed electrical service. No matter what the application in home 


office and industry, there’s a quality-made Bryant device to fill the bill. 


No. 4832-1 outlet 











THE BRYANT ELECTRIC COMPANY 


Specify Bryant 


Bridgeport 2, Connecticut DME from your 
F Electrical Distributor 
Chicago « Los Angeles 


J-99881 


Listed by Underwriter’s Laboratories, Ine. 
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ADDITION 
to- 


/ 
“2 Home of RICHARDS ELECTRICAL PRODUCTS 


On our fifth anniversary, December 
1, 1952, the third addition to out 
plant was completed, providing 
over 130,000 square feet of floor 
space for the manufacture of 
Richards electrical products. 

Many of the leading electrical 
contractors and industrial plants 
throughout the country are now 
making this company their main 
source of supply for switch boxes, 
outlet boxes and covers, cable and 
conduit fittings and other elec- 
trical connection fixtures. 


The earnest desires and objec- 
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Fulwiler & Chapman 


by 


702 Whitehall St., S. W. 
Atlanta, Georgia 
With branch offices at 
NEW ORLEANS, LA 


JACKSONVILLE, FLA 
BIRMINGHAM, ALA 


GREENSBORO, W.< CARNEGIE, PENNSYLVANIA 
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tives of our entire personnel have 
been to produce the highest quality 
products, and to render at all 
times courteous, efficient service 
combined with a constant endeavor 
to really understand the everyday 
problems of the electrical whole- 
saler, whose cooperation has 
greatly contributed to the rapid 
expansion of our facilities. 

If you would like to know more 
about the Ric hards line of proved- 
in-service electrical products, write 


us for our catalog. 





J. R. RICHARDS COMPANY 


ELECTRICAL MANUFACTURERS 





One way to judge a company is to 
study the names of its friends—those who, through 
constant usage, know the company’s products. 
Triangle’s friends are legion and each one of these 
users of Triangle products has one thing in common 7 
—each is a leader. y 

















The 


TRIANGLE 
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Why is it that month after month, year after year, 
Triangle is specified on projects for America’s 
leading industrial firms? Industry takes to Triangle 
products because Triangle gives industry what it 
wants. Triangle’s highly engineered wire, cable and 
conduit is top quality. The Company’s service — 
through an efficient nation-wide network of rec- 





ognized electrical distributors, district offices and 





Trade Mark of TOP Quality 


A partial list of projects on which 
Triangle Wire, Cable or Conduit 
have recently been used. 


General Motors Corp. 
(Argonaut Realty Division) 
Ford Motor Company 
Chrysler Corporation 
Owens-Corning Fiberglas Corp. 
The Glenn L. Martin Co. 
Bendix Aviation Corp. 
Douglas Aircraft Co., Inc. 

The Dow Chemical Company 
Heyden Chemical Corp 
Hercules Powder Co., Inc. 
Monsanto Chemical Co. 
Wheeling Steel Corp. 
Lockheed Aircraft Corp. 
Fluor Corp., Ltd. 

E.1. DuPont de Nemours & Co., Inc. 
Radio Corporation of America 
Joseph Schlitz Brewing Co 
Anheuser-Busch, Inc. 

Pabst Sales Co. . The Budd Company 
Sun Oil Company . The Texas Company 
Phillips Petroleum Co 
Esso Standard Oil Company 
The Worthington Corp. 
Ingersoll Rand Company 
Reynolds Metals Co. 
Atomic Energy Commission 
Weirton Steel Co. . Kaiser Steel Co 
Packard Motor Car Co. (Tanks) 
New York Shipbuilding Corp. 
New Jersey Turnpike Authority 


warehouses, is fast, reliable and helpful. No matter 
who you are—contractor, maintenance man, super- 
intendent, vice-president, electrician, electrical 
engineer, contact the nearest Triangle Distributor. 





Your requirements will be given meticulous atten- 
tion. This, plus Triangle’s quality products, assures 
you of a smoother job schedule. 


CONGRATULATIONS! 


SOUTHEASTERN ELECTRICAL WHOLESALERS ASSOCIATION 
for your far-sighted efforts in behalf of 


INDUSTRY CO-OPERATION A TRULY GREAT CAUSE 
EE 0 DR el LS POE 


CONDUIT & CABLE CO., INC. sew ssvnswice, new sense 


“Glazon"’ Building Wire * “Glazon’’ Non-Metallic Sheathed Cable * Control Wire * Armored Cable * Service 
Entrance, Service Drop Cables * Varnished Cambric, Braided or Leaded * Trioprene Trench, Power & Parkway Cables 
* Bare Wire * Rigid Conduit, Hot-Dipped Galvanized & Black Enameled * Electric Metallic Thin Wall Conduit * 


Flexible Steel Conduit. 
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AIR COOLING Cuts Cleaning Costs 
-- Boosts Lamp Life... 


APPLETON _ 
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INDUSTRIAL LIGHTING 


Now APPLETON Industrial Lighting for high bay 
interiors is available with a new cooling feature 
that cuts deeply into your lighting costs. 

Air vents in the necks of these durable fixtures 
permit air to circulate freely through the full 
depth of the reflector and along the neck of the 
lamp. Dirt and dust keep on moving upward 
through the vents. Deposits on reflecting surfaces 
and lamps are minimized. Operating tempera- 
tures are held at lower levels. Result: Greater 
lighting efficiency, longer lamp life and lower 
cleaning costs. 

APPLETON Vented Industrial Lighting Fixtures 
are available with either porcelain enamel or 
Alzac Aluminum finish, single or twin mounting, 
and for use with either mercury vapor or incan- 
descent lamps. 

For lighting fixtures that meet every industrial 
requirement—including hazardous locations—spe- 
cify APPLETON, The Standard For Better Lighting. 





Sold Through Electrical Wholesalers 


nA APPLETON ELECTRIC COMPANY [i,t 2 oO 


SRopuss 
rE 1754 Wellington-Avenue ¢ Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 € L t Cc T R 7 Cc 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard,N. E. © BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. 
Pleasant St. © BOSTON, 10 High St. © DENVER, 1921 Blake Street * PHILADELPHIA, 231 South 20th 
CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 
BINGHAMTON ¢ DALLAS © INDIANAPOUS * KANSAS CITY * ORLANDO © MILWAUKEE 
NEW ORLEANS ¢ SEATTLE © PORTLAND, ORE. 
Export R ives: | ional Standard Electric Corp., 67 Broad St.. New York 4, N. Y. 
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Jenny doesn’t live here any more! 


Yes. in the modern coal mine there’s no 
room for Jenny. Today her job is done by power- 
ful electric locomotives capable of pulling 50 times 
the load Jenny used to haul to the mine surface. 

As a matter of fact, in the modern mine even 
the traditional pick and shovel are as out-of-place 
as Jenny herself! More than 90% of bituminous 
coal is now mechanically cut, and over 70% is 
mechanically loaded. Result: more economical 
coal to light the way, fuel the fires, power the 
progress of America. 


But, basically, what caused Jenny to dis- 
appear? What’s behind American industry’s ever- 
more efficient machines that turn out goods at 
thus making them available to 
more people? One word tells the 


COMPETITION. 


lower cost 


story es 


In the coal industry there are 5,000 privately 
managed coal ce ympanies competing with one an- 
other and all competing in the market with other 
fuels. When one coal company develops more ef- 
ficient mining methods, the rest can keep pace 


only by striving to improve even further. No won- 


der that with his modern machines, developed 
through competition, the American miner’s daily 
output is 4 to 24 times that of any miner in Europe 
or Asia—most of whom work in government- 


controlled coal industries. 


Just as competition spurs you on to trying 
harder—it’s competition that goads the individual 
company todeliver products that will outsell others. 
And it’s competition that keeps a whole industry 
on its toes, cutting distribution costs, opening up 
new outlets, and delivering better products. 
Competition not government control—has 
already made America the most productive na- 
tion on earth. ¢ ompetition not regimentation mad 


points the way to ever greater plenty for all of us. 
* * * 
This report on PROGRESS-FOR-PEOPLE is pub- 


lished by this magazine in cooperation with National 
Business Publications, Inc., as a public service. 
This material, including illustrations, may be 
used, with or without credit, in plant aty adver- 
tisements, employee publications, house organs, 


speeches, or in any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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PUNTING FURTHER 


FOR AN ALL-TIME COLLEGIATE 


FOOTBALL RECORD, 


ROBERT PARNHAM OF GEORGIA TECH, 
IN THEIR 1926 GAME WITH GEORGIA, 
BOOTED THE BALL II5 YARDS, WITH ROLL 


JENKINS 


GUARANTEED FOOTAGE 


You get full measure with 
every roll. — up tight 
and snug to the last inch. 


NO WASTE 


All Gold Seal Friction Tape 
tears evenly, does not ravel, 
molds to uneven surfaces. 


HIGH DIELECTRIC 


Less Gold Seal Tape needed 
per job. No pinholes; one 
tape thickness insulates. 


LASTING “TACK” 


Gold Seal sticks to the job 
under toughest conditions 
of cold and moisture. 


EASY HANDLING 


Gold Seal does not peel, 
dry out or smear the 
hands in hottest weather. 


SPEEDS THE JOB 


Linemen and electricians 
prefer Gold Seal Tape. It 
Saves time and trouble. 


IT’S YOUR BEST BUY FOR PLANT SUPPLY 
Specify Gold Seal Tape and save. 


FRICTION AND RUBBER: TAPES 


In either 10-roll cartons or single rolls. 
Every roll sealed in cellophane, stays 
fresh. Jenkins Bros., (Rubber Division), 
100 Park Ave., New York 17. 


Jenkins Bros. aiso make Diamond Seal Friction and 


jie 


Rubber Tapes which meet ASTM Specifications. 


A PRODUCT OF JENKINS BROS. «2. » MAKERS OF FAMOUS JENKINS VALVES 
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ELECTRICAL 


ATLANTA 





at your convenience 


A COMPLETE LINE 


Walker in association with BullDog 
offers you a complete line of Elec- 
trical Distribution Products from one 
source. District Offices in most of the 
major cities in the Southeast give you 
faster more efficient service. 











Safety Switches 








MAIN OFFICE—ATLANTA wane 
MOND @ NASHVI 
HARLOTTE ® RICH 
SIRMINGHAM @ JACKSON @ NEW page 
JACKSONVILLE e TAMPA e 


WALKER ELECTRICAL COMPANY, 


, GA. 
Pp. O. BOX 8, STATION D ATLANTA 
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Pick one 


AMERCLAD.. . for abusive service 


You can do just about anything to Amerclad Cables. They can 
be soaked in acid mine water, dragged over rock, reeled in and 
out, exposed to sunshine. 


Amerclad is made in sizes to fit any- 
thing from portable 


appliances to 45 cu. yd. power shovels. 


AMPYROL ... for replacement wiring 


You can practically double the capacity of existing race 
when you rewire with Ampyrol. Six #12 Ampyrol wire 
replace four #14 Type R wires. In addition, Ampyrol is e 
to pull because it has a smooth, lubricated surface 
identification, the brilliant 
insulation. 


. For easy 


colors run the 


clear through 


of these an 


AMERBESTOS .. for the hot spots 


When it’s too hot for anything else Amerbestos. Our 
special ‘‘felted’’ construction enables the fibres to stay put 
even when the conductor is sharply bent. 
range of sizes to fit electric 


, use 


There’s a full 


stoves or electric furnaces. 


PS SHIELDING . .. for safety 


PS Shielding is a conducting rubber tape or compound, 
the original development of American Steel & Wire. It’s 
available on all our high voltage cables to supplement or 
sometimes replace metallic Unlike metallic 
shielding, PS Shielding clings so tight that no gaps can 
form to caus It’s 
easy to spli 


shielding. 


corona discharge 
and is not bulky. 


within the jacket. 
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VARNISHED CAMBRIC PAPER ... for high voltages 


Paper insulated, oil impregnated and lead sheathed cables 
are rigorously checked with a high voltage time test, dielectric 
Varnished cambric cables have an unexcelled combination power loss test and power factor test. These cables are first 
of high dielectric strength, chemical stability (against oil choice for high voltage, trouble-free service. 

and ozone) and long life at high temperatures. Also avail 

able in the form of AVC for extra heat resistance. 


... for heavy loads 


Choose from hundreds of types and sizes of 
American Electrical Wire & Cable 


We'll be pleased to give you more information on any of these 

quality wires and cables. Or, if you have a special 

problem, we'll be glad to give you a complete engineering 

analysis and discuss the many types of special purpose 

wires and cables not mentioned here. Just get in touch with we oe tar 
your nearest American Steel & Wire office or write: American AMERICAN 
Steel & Wire Division, United States Steel Company, Rockefeller ELECTRICAL WIRE 
Building, Cleveland 13, Ohio. AND CABLE 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRISUTORS TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. SOUTHERN DISTRIBUTORS 
UN: TED STATES STEEL EXPORT COMPANY, NW YORK 


U-S-S AMERICAN ELECTRICAL WIRE & CABLE 
Ps UN Re Ee 
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BRAND — 


a complete line 
electrical ingulating 





“DB” WIRE 
CONNECTORS 
Four 
Standard Sizes 


V “DB” WIRE CONNECTORS 
V PLASTIC ELECTRICAL TAPE 
V RUBBER INSULATING TAPE 


V FRICTION TAPE 


These DUTCH BRAND products have been scientifically 

made to meet electrical insulating requirements. 

Whatever your needs, you'll find in the selection of 

“DB” Wire Connectors, Plastic Electrical Tape, Rubber 

Insulating Tape and Friction Tape that you have just 

the right product for dependable quality work. DUTCH BRAND 
; ; FRICTION TAPE 

DUTCH BRAND is a complete line that can be ordered Shop Package 

from one source of supply...a featured name in the and Displays 

electrical tape field for over forty years. 

It costs no more to be assured of the 

best—order your requirements by 

trade name... DUTCH BRAND. 


DUTCH BRAND 
RUBBER INSULATING TAPE 
Tool Kit Size Rolls Jr. Shop Shop Package 


Package and Display and Shelf Cartons 


DUTCH BRAND PLASTIC TAPE 


VAN CLEEF BROS. [NC. 


Manvtecturers of Rubber Products 
Shop Pechege eRe Displey DIVISION OF Johns-Manville 
Also .010” Plastic, Individual Rolls 7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS 


DUTCH BRAND PLASTIC TAPE 
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TO SERVE YOU 


BETTER 


W. J. Milner & Co. announces the opening of their 


new office and warehouse——20,500 ft. of efficient 





space with latest material handling equipment 
RR siding loading ramps—Adequate office personnel 


and facilities. 


Serving the South with complete factory stocks of: 
KNox PorceLaIn Co. QuapRANGLE Mec. Co. 
STANLEY Exec. Merc. Co. Tuepitr Mec. Co. 


In addition, offering sales representation for: 
THE PEerFecLItE Co. Piastic Wire & Case Co. 
Ho.trast Russer Co. AMERICAN Metat. Mo.pinc Co. 





W. J. MILNER and Cee 


148-150 WALKER ST., S.W., ATLANTA, GA. 


oe, 
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OUTSIDE TELEPHONE CABLES 


REA approved for Aerial or Duct Service, PWC 
Outside Telephone Cables offer many advan- 
tages over lead sheathed cables. The extruded 
low-loss polyethylene insulation has stable elec- 
trical properties even under moist conditions. 
Its transmission characteristics are excellent at 
both carrier and voice frequencies. Cross-talk 
is effectively minimized by varying lay in ad- 
jacent pairs. 





A specially compounded PWC Super Sheath 
serves as a tough armor against mechanical 
abuse, moisture and the weather. It results in 
the cable weighing only 50°, as much as the 
equivalent lead sheathed type of cable which 
greatly facilitates handling during installation. 


TRAFFIC SIGNAL & ALARM CABLES 


Dependable service in the vital 

municipal traffic signal, police and 

fire alarm systems is assured by 

cables conforming to the Specifi- 

cations of the International Mu- 
nicipal Signal Association. Either vinyl or poly- 
ethylene insulations are available. 


PLASTIC WIRE & CABLE CORPORATION 


JEWETT CITY, CONN, 
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PITT LINE means— 


QUALITY PLUS 


A Complete Line of Electrical Construction Materials Made from Select Materials plus Rigid Inspection and 
Attractive Packaging. 


— ee ae in Principal oo 


Atlanta, Ga.; Boston, Mass.; Dallas, Texas; Greensboro, WN. C.; San Francisco, Calif. 


THEPITT MANUFACTURING CO. 


Carnegie, Pennsylvania 
ELECTRICAL SOUTH for DECEMBER, 1952 





TYPICAL PERFECLITE INSTALLATION 


Physical Education Building at Women's College of the University of North Carolina, Greensboro, North Carolina 


Watson & Hart, 
Edward Loewenstein Electrical Engineers 
AIA, Architect 


Starr Electric Company, 
Electrical Contractor 


Attention: 
Architects—Engineers 
Perfeclite’s new 1952 catalog 


/ 
| 
: 





PERFECLITE SALES OFFICES 





R. G. Titherington & Co.| W. J. Milner & Co. 
705 Camp St. 148 Walker St., S.W. 


New Orleans, La. Atlanta, Ga. 


Walter J. Huemmer S. T. Schoolar & Co 
Dallas Transfer & 5 Shockoe Slip 
Terminal Warehouse Richmond, Va. 


Dallas, Tex. 


THE PERFECLITE CO. 1457 E. 40th St., CLEVELAND 3, OHIO 
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_ co. 
STANLEY CONGRATULATES W. -J- MILNER & CO 


OPENING OF THEIR SPACIOUS NEW WAREHOUSE 


DEDICATED 


TO BETTER SERVICING THE NEEDS OF SOUTHERN INDUSTRY. 


STANLEY Serves the Nation! ... 
STANLEY's three strategic points 
of distribution now blanket the country... 
They are your assurance of fast, 
efficient and economical delivery and service 
of the complete line of STANLEY 


fluorescent and slimline fixtures. 


ATLANTA, GA. 


W. J. Milner & Co. 
148 Walker, S.W. 


Walnut 9237 





DALLAS, TEXAS 


G. S. Milner & Co. 
3131 Oak Lane 
Harwood 4881 
















































































Le by Seika a Ler 


Stanley Electric Mfg. Co. 
3312 E. 27th St. 


Armour 8100 








Write 
for our 
ELECTRIC MANUFACTURING CO. — 
+ 
3700 S. 80th Street * Philadelphia 42, Pa. aia 
SAratoga 7-9810 
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your customers want 


Ih 
IN 


~ ) — x!) 
——— 


NO. 599 RANGE RECEPTACLE 
A typical KNO 
s this range 
with patented, 
type, polarized 





Wiring Devices are designed and manufactured 
to unusally high standard for dependability of 
performance and ease of wiring. 

Recommend Wiring Devices 

for superior performance, 


safety and QUALITY. 


Write for free illustrated catalog 











KNOX PORCELAIN CORP. 


KNOXVILLE 1, TENNESSEE 











Add these catalogs to your file. Write 
South, 806 Street, 
Atlanta Ga., or direct to the manufacturer. 


Electrical Peachtree 


1141—Champion Maintenance Manual. The “Champion 
Maintenance Manual”—24 pages of basic data on incan- 
descent and fluorescent lamps, also the “Champion Light- 
rule”’—an accurate pocket calculator for problems involv- 
ing various lighting fixtures with incandescent or fluores- 
cent lamps. Champion Lamp Works, Lynn, Mass. 


1145—Wires and Cables. Crescent Insulated Wire & 
Cable Co., Trenton, N. J., has issued a 118-page bradded, 


notebook-style catalog, No. 45, covering their complete 


line of wires and cables. A description of processes used 
in manufacture is followed by illustrations, specifications, 
and descriptions of the entire line. An alphabetical index 
and addendum complete the catalog. 


1147—FLUORESCENT LIGHTING FIXTURES. Com- 
plete catalog of fluorescent lighting fixtures for industrial, 
commercial and residential use. Address requests to Syl- 
vania Electric Products, Inc., 87 Union Street, Salem, 
Mass. 


1149—Insulators. Victor Insulators, Inc., Victor, N. ¥ 
as available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com- 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or use 
reply coupon below. 


} 


1151—Cireuit Breaker System. A concise and well-illus- 
trated 28-page catalog, No. C. B. 1000, on the new Stab 
Lok Circuit Breaker System has been announced by Fed- 
eral Electric Products Co., 50 Paris St., Newark 5, N. J. 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog 


1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 W 
Washington Blvd., Chicago 7, Ill., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelai 


1155—Wire and Cable. Two new illustrated catalogs 

Magnet Wire, No. 23, and Power and Control Cables, No. 
24—available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Control Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel] as 
a guide in selection of proper wire and cable types. 


1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail- 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neon 
transformers. 


1159—"“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized ‘“Concen- 
trol” motor contro] centers. This bulletin features helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production men. 


1161—Home Lighting Fixtures. An attractive 38-page 
catalog in full color presents the residential type lighting 
gg of the Globe Lighting Products, Inc., 16 East 40th 
New York 16, N. Y. A special feature of this attrac- 
ao book is its arrangement. Six “houses of the year” 
are presented, representing six styles of architecture. 
Lighting fixtures are classified according to their suit- 
ability for use in these various styles of homes. 


1163—Aluminum Covered Conductor. A folder on engi- 
neering specifications of Kaiser Aluminum covered con- 
ductor, both weatherproof and self-supporting triplex with 
both neoprene and polyethylene coverings for distribution 
ines, secondary cable and service drops is available from 
Kaiser Aluminum & Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, Calif. 
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12” (40W lamp) © 18° (60W lomp) 
STVGGsS ... 
Clip-on © Pin-up * Adjustable 


FINISHES... 


Polished Chromium * White * Bonk Bronze 


SLIM...SLEEK...SMART! 
“Wonder-Bar” is the most compact lumiline unit ever 
produced — Constructed of heavy-gauge metal in 
your choice .of three attractive finishes: Polished 
Chromium, White or Bank Bronze—be sure to specify 


finish when ordering. Wired with 6’ cord ond plug | 


ready to plug in, ae 
Approved and labelled by , 


ie Fate then eds 6° yd on F 
Mia? ‘ 


MANUFACTURING CO., INC. 


CASTOR AVENUE AND TULIP STREET 


t 








NEW COUNTER DISPLAY 


Compact 3-color TEK-WOOD display is 
equipped with 3 Wonder Bors covering the 
3 styles, 2 sizes ond 3 finishes — plus °o 
Generous supply of fyii color 





consumer 
x 23" high «x 
Gssembied ready to 


folders. Meosures 26" wide 
8 deep — completely 
Plug in outier 





for better sight, and far better light 
_.. LEVER HOUSE uses * 


SERIES 25 troffer 


Highly. efficient 2 and 3-amp fluorescent and slimline 
units are expertly engineered for fast installation and easy 


’ maintenance. Available with flat or curved Holophane 
/ % Controlens ‘, flat or curved Alba glass, metal or plastic 
jy ‘ey louvers, and Plexiglas shields as individual units 


or for continuous row installations. 



























) j ~~ Re : 
ie f SEND 
pt7 /’ FOR 
f COMPLETE 
j s : DATA 


il « 3,500 

, Fa (Ota, Philite fluores- 
all et! f- cent troffers, with . 

pill aif! Ly Holophane 9015 Contro- 
# i yf! ot! RRateaD, lenses, provide high levels 

wt! ot fof low-brightness illumination 
rail wit git! ORRGeeese, thruout the spectacular, new Lever 
yell yf oo Ee \ Bros. headquarters offices 


watt! i Holophane Co., Inc 


Jf 
jp "ay, 
ip Le 
f, 
if 





Raby Phil 


32-02 QUEENS BLVD., LONG ISLAND CITY 1, & 








“We found a quick, 


low-cost answer to our load problem!” 


“When we purchased our present plant, we had to find 
a quick, practical, economical way to step down the 
existing 440 voltage,” says the manager of an eastern 
By installing 24 Westinghouse 
Dry-Type Transformers on the high-voltage line 


* 4 


plastics factory. 
near our presses, we got the voltage transformation 
plus the good regulation we wanted. They've proved 
their reliability by sustaining frequent, heavy overloads 
for periods up to half an hour.” 

Whether your load problem involves additions to 
your production line, large-scale plant expansion, or 
complete plant conversion, like this manufacturer, 
Westinghouse Dry-Type Transformers carry these 


*Name on request 
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savings right down your line: Lower Installation Costs 

. their small size and light weight need only the 
simplest mounting. Lower Operating Costs... mounted 
close to the center of the load, they assure better 
power regulation. Lower Power Costs .. . they elimi- 
nate the losses resulting from long low-voltage runs 
Lower Maintenance Costs . . . they require practically 
no maintenance. Available with or without built-in 
circuit breakers. 

Get the complete story from your local 
Westinghouse representative. Or write to 
Westinghouse Electric Corporation, P. O. Box 868, 


Pittsburgh, Pennsylvania. )-70642 


DRY-TYPE 
TRANSFORMERS 








earney products are field-proved 
K under actual operating conditions. 
Atour substation laboratory, engineers 
subject production line samples to ex- 
haustive tests in order to guarantee 
you trouble-free performance out on 
the line. Rigorous standards must in 
every case be met or exceeded be- 
fore a new product receives approval. 


You benefit directly from our proving 
ground. You can be absolutely sure 
of our certified ratings. For example, 
when we tell you that a particular 
catalog number cutout has a certain 
interrupting capacity, you can count 
on that figure. It will not be the result 
of theoretical calculation or estima- 
tion... it will be an actual, proved 
performance rating with extensive test 
records to back it up. 


This certified rating is an added guar- 
antee of Kearney quality. In every 
case it will not be merely an adver- 
tising claim but a professional engine- 
ering statement of test results. It will 
deserve your confidence. For year-in, 
year-out trouble-free operation, spe- 
cify Kearney products. The certified 
rating is your warranty that they are 
designed and built to do the job. 


ST.LOUIS. MO 
GUELPH, ONT. 


The Mark of Quality Products 


26 


Fer use with the 
bare neutral, 
self-supporting type 
of service cable, this 
troublesaver laces 
the conductors tight- 
ly together prevent- 
ing separation at 
dead-ends. Quickly 
installed with the fin- 
gers, the soft alum- 
inum tie will not fray 
like tape nor dam- 
age insulation. 


|’ is impossible to make a goo 


NEW 


Foy to apply, Kearney Airseal 
protects connections. Elimi- 
nates high resistance corrosion by 
sealing out moisture and contam- 
inated atmospheres. An inert, pli- 
able material, it has extremely 
high dielectric strength (280 


volts / mil). 


i new Kearney clamp is designed to 
dead-end the bare neutral type of service 
and secondary cable at either the house or 
the pole. Of easy-to-handle one piece con- 
struction, a serrated wedge grips the neutral 
with a force proportional to the strain put 
upon it. Does not transmit tension to insu- 
lated conductors thus preventing insulation 
creep with its dangers of leakage and shorts. 


d connection on 


dirty or oxidized conductor. Use this new brush 


to scuff up and remove corrosion 


from all types of 


line wire before making a tap or splice. 


Sturdy steel bristles do the job 
short strokes. Cleans deep down 
strands without damage to con- 
ductor. Adjustable, replaceable 
brush elements accommodate 
any size wire. 


JAMES R: KEARN 


in a few 
between 


EY CORPORATION 
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KEARNEY PRODUCTS 
designed to help do a Better Job Faster 


rofit...or loss for a power company depends largely on 
three questions. (1) How fast can we do a particular job? 
(2) How long will it last? (3) How much maintenance will it need? 


Kearney engineers, because most of them have been operating 
engineers, know how important these questions are. They have 
designed the accessories shown on these pages to do a job fast 
...to make it last... without maintenance. 


Small items... inexpensive items, but all very important in to- 
day’s high-cost operation. Use them to reduce expenses; increase 
profit. Make a place for them on every line truck. 


a acting Kearney Rust Cutter 
saves time wasted in sawing 
off rusted ferrous nuts, bolts or 
other hardware. Simply spray 
chemical from self-contained, pom a major cause of radio and television interference. Prevents air 
pressurized can. Atomized mist gaps between ground wire and clip. Pressure between wire and clip 
dissolves hard-to-get-at corro- remains constant even if clip should loosen in wood. Inexpensive to buy, quick 


sion and loosens frozen part. and easy to install with a hammer as shown above. 


, a guy strand ends permanently with 
this new aluminum clip. Impossible to 
position incorrectly. Preformed tabs are 
easily interlocked with guy wire using the 
fingers. Faster and neater 

than using waste strand. 


ent for any type or combination of conductors, this new clamp is used 
for making permanent, high conductivity taps. The PRESSUR-TAP clamp 
consists of two parts. One half is compressed onto the energized line with a 
hot line tool resembling a bolt cutter; the other is compressed onto the tap wire. 
The two parts are then joined together with a clampstick. Conductor pitting is 
eliminated because arcing is between clamp halves, not between line and clamp. 


206 
4224-42 Clayton Ave., St. Louis, Mo. Canadian Plant: Guelph, Ontario 
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You Make a Friend When You Recommend 


f 


: 
- Electrical 


because 


they are designed to do BEST the johs for which 
they are intended as well as for ease of installation 


Easy-to-remove knockouts, properly placed nail holes, correctly de- 
signed clamps providing free access and positive clamping of wires, 
staked screws that can’t fall out in transit . . . all combined to save 
time in installing Steel City boxes, as do the accurately machined, 
smooth-running threads on Steel City connectors, couplings, bush- 
ings and other conduit fittings. And, careful inspection along pro- 
duction lines and before packing, insure against defective items. 


and 
Steel City-Kindorf Conduit Clamps and Hangers 


are designed to enable electricians to DO BETTER JOBS QUICKER, regardless of how complex the installa 

tions may be. Steel City-Kindorf Catalog B-3 lists, pictures and describes clamps and hangers for single runs 

and Catalog K-11 lists with application data and illustrations. the supports for multiple runs. Either or both 
will be mailed upon request—and at all times... 


THESE SOUTHERN REPRESENTATIVES ARE AT YOUR SERVICE 


WASHINGTON ATLANTA CHARLOTTE DALLAS 
Quick & Batchler, Inc. Edgar E. Dawes & Co. Paul Lumpkin 
133 Munsey Building 401-402 Rhodes Bldg. 226 Builders Building 
Phone: Sterling 4488 Phone: Main 7219 Phone: 3-6920 


STEEL CITY Q..37 ELECTRIC CO. 


OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION BOXES, CONDUIT FITTINGS AND KINDORF DEVICES 
PITTSBURGH 33, PA 
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ZG y FOR THE ELECTRICAL a 


* Trade Mark 


MADE IN 

THE SOUTH 

IN OUR OWN 
MODERN PLANT 


Smooth, seamless Neo- 
prene jacket contains no 
braid ... will not rot and 
festoon 


Withstands heat, cold, 
moisture and aging 


Neoprene is not thermo- 
plastic; heat won't cause 
it to flow on wire and 
create thin spots 


Neoprene resists smoke 
and chemical vapors, 
weather, sunlight and 
ozone 


Withstands oils, greases, 
abrasion, cutting and 
chipping 


Now SoutTHWiRE— makers of fine-quality alum- 
inum and copper wire and cable — is making 
genuine Neoprene-covered service wire for the 
Electrical South. 

Neoprene’s outstanding properties provide the 
kind of protection needed most for service wire— 
tough, seamless, weatherproof armour that’s little 
affected by conditions which cause most wire 
failures, that assures long, dependable service 
under varying weather conditions. 

Beneath this Neoprene armour are wires of 
cold-drawn aluminum or copper SOUTHWIRE, 
skillfully produced by experienced craftsmen to 
meet the most rigid requirements and standard 
specifications. 

Top this off with SOUTHWIRE service (delivery 
usually within 24 hours) and you have the reason 
why more and more users are turning to SOUTH- 
WIRE to meet their needs of wire for the electrical 
south! 


OTHER SOUTHWIRE PRODUCTS 


@ Bare Wire and Cable — Copper 

e Copperweld* Composite Conductor 

@ ACSR and All Aluminum Wire and Cable 
@ Cable Accessories 

. 


Steel Strand 


Write, Wire or Telephone 


Soult Y 
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CARROLLTON, GEORGIA 





FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS — CLAMP BACKS —NEST BACKS 


GEDNEY ALWAS! 


NATURALLY you want to cut installation finished, individually inspected to ensure 
time and costs. And you'll do it easily with top quality. What's more, Gedney Fittings 
Gedney Fittings, for these fittings are ac- are made of unbreakable malleable iron. 


curately machined and threaded, smooth For best profits, order Gedney always! 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-In Elbows in 42", 34” and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 





3-Piece Conduit Couplings in a large range of 


sizes from 42" to 6’. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 

‘ handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 








RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 





GEDNEY FITTINGS FIT | 
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by all 


BENJAMIN 





QUALITY standards. 


<= 
J la Systems Excel! 


that’s why Overall Lighting Costs are LOWER! 


Because Benjamin “Magna-Flo” Systems excel by 
every Quality Standard—lighting, electrical and con- 
structional—they can provide high illumination levels 
at low overall lighting cost. Such cost involves more 


maintenance and replacement. Add them all up and 
see why you re ahead with” Magna-Flo” Systems (in- 
dividual unit or continuous line)— because “Magna- 
Flo” excels by ALL QuALITY STANDARDS! 


than the original price of the units. Overall lighting 


cost also includes the costs of installation, operation, 


“MAGNA-FLO” CUTS 
INSTALLATION COST 


“MAGNA-FLO” CUTS 
MAINTENANCE COST 


“MAGNA-FLO” CUTS 
OPERATION COST 


This chart gives some of the important reasons why: 


“MAGNA-FLO” CUTS 
REPLACEMENT COST 





wide variety of knockouts facilitate 
wire entrances into unit. 


complete line of sliding hangers. 


single, rugged channel coupling for 
continuous mounting. 


FREE Bulletin 





AD-5705 


Porcelain Enamel reflecting surface 
is easy to keep clean with soap and 
water 
exclusive “Springlox”’ lampholders 
make possible “quick-in, quick-out” 
lamp maintenance, 


Speedy, exclusive “Lok-Latch” reflec- 
tor fasteners. 


brings you complete specifica 


tions om Benjamin ‘‘Magna-Flo” Lighting Systems 


famous for “Task-Matched 
Benjamin Electric Mfg. Co 


Lighting Installations 
Dept. Z-1, Des Plaines, Ili 





made for efficient utilization of high 
light output T12 Slimline lamps 


high power-factor ETI approved 
ballasts for continuously-cool, efh- 
cient operation 


high reflection factor remains con- 
stant because genuine Porcelain 
Enameled reflector does not discolor 
or become dull with age. 


Benjamin “Magna-Flo” 


famous Benjamin “‘built-like-a-battle 
ship’ construction of heavy gauge 
steel 


rigid channels and reflectors with 
stand toughest industrial vibration. 
96” reflectors 
tions, kept perfectly aligned by posi- 


ure made in two sec- 


tive alignment clips. 





Systems are Sold Exclusively through 


Electrical Distributors 


B-5925RuR 














specify 


available only 
through 
electrical 


distributors 





Conduit 
Systems 


Wired 
Systems 


Raceway 
Systems 


Busway 
Systems 


SHERARDUCT—Full weight, threaded, 
rigid steel conduit fortified against 
rust and corrosion by the “Sherardiz- 
ing" process of galvanizing, for life- 
time protection. (also Xduct Electro- 
Galvanized and Economy Black 
Enamel Finishes) 


A.B.C. ARMORED BUSHED 
CABLE—Complete, ready-to-use 
electrical system. Conductors and race- 
way installed at the same time. Fur- 
nished with “Dilec Safecote” insu- 
lated wires. 


XTENSIONDUCT—For extending 
circuits along walls and ceilings. 
Two-piece base and capping. No 
wire fishing necessary. Attach the 
base, lay-in the wires, snap on 
the capping. 


1.P.1. “PLUG-IN” BUSWAY—An enclosed 
busbar system for distributing electrical 
power, 225 amperes up to 1500 amperes, 
600 volts or less. 


“LO-LOSS” FEEDER BUSWAY — Designed 
for transmission of electric current up to 
4000 amperes at 600 volts or less. 








Ao EF 


XDUCT JUNIOR—Flectrical Metallic 
Tubing. Steel, electro-galvanized, then 
further protected inside by a smooth, 
lustrous coating of clear, durable 
enamel on Y2"’ and %”’ sizes (black 
on other sizes). 


FLEXSTEEL—Galvanized, flexible- 
steel conduit. Continuous runs from 
outlet to outlet reduce installation 
costs. Provides an economical “pull-in 
pull-out,” electrical system, 


NEPCODUCT—The steel! underfloor 
raceway system that provides con- 
venience outlets at the floor surface. 
For power, lighting, telephone and 
signal service in any type of floor 
construction. 





“PLUG-IN” STRIP—Muiti-outlet as- 
semblies for residential or commercial 
use. Outlets every 18’ or 6”. Type 
CF-2 for “constant energized service.” 
A modern, streamlined trim. Safe 
and strong. 


TYPE CF2-G—with system grounding 
facility, for portable equipment, tools, 
etc. Permits use of grounded or 
ungrounded devices from the same 
outlet. Outlets every 18°’ or 6"’. 


TYPE CF-3—provides wall-switch 
control for lamps, plus constant service 
for clocks, radios, appliances. Each 
receptacle—a choice of two services. 
Encourages “Light ahead” residential 
wiring. Outlets every 18". 





METAL MOLDING—For main 
lighting distribution and multiple 
branch circuits—also has the “lay- 
in” principle. Two-piece, base and 
capping with wire retainers. 


FLORDUCT—For across-the-floor 


SURFACEDUCT—A 2-piece, all- 


4x4 WIREWA—A hinged-lid 


service. Bump-proof, mop-proof, 
trip-proof—another NE raceway 
with the “lay-in" principle. Permits 
rigid mounting of base, positive 
capping action. 


purpose industrial “lay-in" race- 
way for every type of service up 
to 60 amp. Accommodates all 
manufacturers’ approved devices. 


steel wireway for feeders, branch 
circuits, control and signal wiring 
up to 600 volts. Speeds power 
rewiring. Eliminates exposed wir- 
ing hazards. Hanger type coupling 


permits flush mounting when 
necessary. 





For All Systems 


National Electric insulated build- 
ing wires and cables with every 
type of insulation and covering, 
connectors, boxes and accesso- 
ries to meet the requirements of 
any industrial, commercial or resi- 
dential wiring job. 


EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PITTSBURGH, PA. 





All products listed by Underwriters’ 
Laboratories, Inc. where applicable, 3 PLANTS e 7 WAREHOUSES om 33 SALES OFFICES 





164 STANDARD § 


PLUS low-cost custom 
to meet thousands of 





TYPICAL 


Entrances drilled — 
or drilled and 
tapped to 
specification 


Bosses for extra 
thickness to provide 
five threads — 
drilled and tapped 
if desired 





ae Oe eS eo oned Bae ai ien a ied, | Special gaskets 


Cast iron — hot dip galvanized « Rubber Gaskets « of Neoprene, 
Lengths from 4” to 48” « Widths from 2” to 36” « pure gum, 
Depths from 2” to 17” « Larger boxes have adequate Vellumoid or 


additional screws in order to insure weather-tightness graphite-free com- 
pressed asbestos 


Some of the other Major Types 
of Cast 


BOXES BY HOPE 


available with or 
without custom variations 18000 — Flat flanged boxes for sur- 3200 — Hinged boxes for surtace H7000 — Flanged recessed cover 
face mounting. 87 sizes from 4x4x3 i 128 5x5x3 to boxes, for flush mounting in concrete 
to 36x36x12. Also for Class 11 (Groups rx SOx 12 so ith term- or for surface mounting. 51! sizes 
E, F, and G) hazardous locations d in place available from 4x4x3 to 30x24212 


HOPE ELECTRICAL PRODUCTS CO., INC. 
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SIZES 


modifications 
special needs 


MODIFICATIONS 


te | Mounting lugs — 
{= } 


drilled for any 


ts \ desired 
pe oa! mee bolt size 


Interior 
mounting buttons 
— tapped blind 


THE FULL STORY 
on the Hope Line— 


WRITE 


_ on Company Letterhead 


CHECK THESE REASONS 
FOR BUYING 


CAST BOXES* BY HOPE 
EA 1. Hundreds of sizes carried in stock for 
prompt shipment. 
ra 2. Custom modifications factory-made 
promptly and at moderate cost. 


El 3. All boxes of strong, dense, durable cast 

iron. Excellent machining qualities permit 
easy hole cutting and sharp threading in shop 
or in the field. 


| y | 4. All boxes hot dip galvanized for lasting 
protection without need of recoating. 

5. Weatherproof construction—tightly gas- 

keted closure between box and cover will not 


permit entry of rain, snow, sleet or dust under 
normal conditions. 


6. Convenient to order — your local distrib- 
utor will handle your requests for standard 


or special BOXES BY HOPE. 


*OUTLET BOXES and FITTINGS « 
JUNCTION and PULL BOXES- 
HINGED CABINETS « TERMINAL 
BOXES « EXPLOSION HOUSINGS 





for Catalog 


5800 — Checkered cover sidewalk 


EXPLOSION HOUSINGS 


In addition to its line of boxes for general-service conditions, Hope 
manufactures a complete line of explosion housings which have been 


for flush mounti 53 sizes + ° ° 
pene feo Hat, meeting, SS om extensively used in Class 1, Groups C and D hazardous locations, 


cover cross-ribbed for extra strength 


Typical applications include chemical, petroleum and powder plants, 


338 WILSON AVENUE, pump rooms and grain elevators. 


NEWARK 5, N. J. 
Mitchell 2-4426 
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Four Steps That Mean 
Easier, Quicker, Safer Installation of 


CRESCENT 


ABC ARMORED CABLE 


4 : , . bs | 
FILE OR SAW 2 BREAK ARMOR 3 PULL OUT PAPER 4 INSERT INSULATING 
GUIDED BY CUTMARK BUSHING 


* NOTE CUTMARK on the fourth turn from right on armor of cable above. This cutmark (at 1/2” 
intervals) shows the location of a prefabricated breaking line inside the armor. Only a few strokes of a 
file or saw guided by the cutmark are required to cut through one outer ridge, and a bend by hand severs 
the armor. This results in a clean separation with no sharp edge—a safer, easier and faster job. The 
prefabricated breaking lines are so designed that there is no reduction in tensile strength, bending 
quality, crushing resistance and electrical conductivity of armor. 


* NOTE BOND WIRE UNDER ARMOR which is in contact with the under side of each convolution. 
This provides permanently low armor resistance. It is furnished in sizes No. 14 and 12 AWG Cable. 


* GENUINE A B C CONSTRUCTION provides for easy insertion of the insulating bushing because 
the paper under the armor readily unwraps from under both ends providing space to insert the bushing. 


* ALL GLASS BRAIDS protect the rubber insulated conductors, and are flame, moisture and rot 
proof. The use of ALL GLASS braid results in a cable with smaller diameter and lighter weight, being 


CRESCENT 
WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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WHICH? 


SECONDS 
FOR THIS 


SECONDS | 
1000 For THIS 4 


Hot Galvanized 


SERVISLEEVS 


Make the Difference! 





The cost of servicing a guy wire by wire wrapping is 
many times the cost of a ServiSleev . . . and the result 
is an awkward, bungling, unsightly job, dangerous to 
the lineman while installing, and forever afterwards. 

ServiSleevs are applied in less time than it will take 
you to read the next sentence. Slip the ServiSleev over 
FOR THESE SAMPLES... the guy wire, belled end toward the clamp; tap it with 
or, look in your next shipment 
of Hubbard Guy Clamps for 
an envelope containing sev- wn : : 
eral ServiSleev samples. Try Millions of ServiSleevs are in use throughout the 
them . . . see how perfectly world. They have made the wrapping of loose guy wire 


simple and simply perfect ends as obsolete as surreys and high button shoes. 
they are. 


a wrench or pliers, and you have a neat, safe, and 
permanent installation. 











HUBBARD ay» COMPANY 


PITTSBURGH © CHICAGO + OAKLAND, CALIFORNIA 


(larg the load on fpiibbard Hardware! 
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SAFE, DEPENDABLE 
Power and Light Control 


SHUTLBRAK SWITCH 


~~ 


at 48 ee pet 


LNTP PANELBOARD 
KLAMPSWITCHFUZ 


SWITCHBOARD 


s 
BS 
Pt 
Jos 
A 


THERMAG COLUMN 
TYPE PANELBOARD 





PULFUZSWITCH 
POWER PANELBOARD 


MIDGET POWER PLUGIN BUSDUCT 
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For the Factory of Today and Tomorrow! 





That’s what @ offers—safe, dependable and efficient 
electrical products for the distribution and control of 
light and power. 





For years, @ has specialized in the manufacture of 
switchboards, panelboards, busduct and other similar 
equipment for industrial, commercial and institutional 
use—products that are modern in design, rugged in 
construction, easy to install, provide long-lasting, 
trouble-free service and require less maintenance. 


If you are contemplating a new plant, or if you are 
planning to expand, modernize or otherwise improve an 
existing plant—regardless of size—have your architect 
or engineer contact your nearest @ representative 
(listed in Sweets) for helpful information... 

or write for bulletins. 


Srank eCdam Electric Ca. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 


Makers of BUSDUCT + PANELBOARDS + SWITCHBOARDS « SERVICE 
EQUIPMENT + SAFETY SWITCHES + LOAD CENTERS + QUIKHETER 
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IF IT’S PARANITE 
IT’S, RIGHT Wie w/ (/L, 


PARAFLEX Non-Metallic Sheathed 


Cable lays flat. Won’t squirm or twist. 
Clean to handle. Plainly marked. 


PARASYN Type TW Thermoplas- 


tic Wire stands exposure too severe for 
rubber insulated wires. Smaller diameter. 


PARA-USE Type “RR” Cable pro- 
vides permanent underground installa- 
tion from power line to meter, and for 
connecting several buildings. Meets re- 
quirements of CAA Specifications L-824 
as Type A (on all applicable sizes). 


HYDRO-THERM Building Wire 
combines in a single wire the heat-resis- 
tant qualities of Type RH and the mois- 
ture resistant qualities of Type RW. 


URC Weatherproof Wire and Cable 
can be relied upon to meet severe cli- 
matic conditions. Both actual line and 
Weather-Ometer tests prove unusual 
ageing characteristics. 


SERVICE ENTRANCE CABLE, 


Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
duttor, Type SD. 


Flexible, durable, 
repairs and reply 








ss ee NAAN ANNA RAR GOAN A reining e006 Se ee 


PARANITE 


DREADNAUGHT 


ins PARANITE irs ricar: 


osmuro =~ PARANITE WIRE AND CABLE bined 


THROUGH 


AND CABLES 


WHOLESALERS Division of ESSEX WIRE CORPORATION SINCE 1890 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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SERIES “‘GEC"* 
3%" x 2” 





5g" x 3%" 


TYPE *‘GRJ"* 
8” x 10" x 5% 


THE EVE MT KILLARK 


explosion-proof 


.». constantly growing to keep 


pace with modern improvements 


From the small ‘‘GRR" to the large ““GRJ", 
the steady growth in the Killark family of 
TYPE “GR explosion-proof junction boxes makes it possi- 


43/16" x 43/16" 
ble for you to find the sizes and styles best 


TYPE "GRD" suited to your specific requirements. 
S%" x SA" eA" 
S Each newcomer is visible testimony to Killark’s 
endless pioneering in a field that requires constant 


touch with the latest in metallurgical research and 


functional designing. 


And, of course, every Killark offspring bears a 
strong family resemblance: the gleaming-bright smooth 
cast surface, the clear-through Alumalloy construction 
that's light in weight, strong in service, safe and non- 


sparking, always rust and corrosion-proof. 


ELECTRIC MANUFACTURING COMPANY 
Vandeventer and Easton Aves. St. Louis 13, Missouri 


SALES OFFICES AND ATLANTA 69 Mills Street, N. W. 
WAREHOUSE STOCKS 80STON 166 Sardines Shiead BUFFALO 269 Ock Street PHILADELPHIA 2014 Chancellor Street 


BALTIMORE 11 W. 25th Street DENVER 814 Twelfth Street NEW YORK 30 Irving Place 
CHICAGO 564 West Adams Street DETROIT 8319 Mack Avenue PITTSBURGH 50 26th Street 
SALES OFFICES CINCINNATI 49 Central Aveaue KANSAS CITY, MO. 616 W. 26th Street SAN FRANCISCO 140 Spear Street 
COLUMBUS. 2700 East Main Street LOS ANGELES 412 Seaton Street SEATTLE 4130 First Avenue Seuth 

DALLAS . 1901 Griffin Street MINNEAPOLIS 924 Andrus Bidg. 





TIREX's* FAMILY 











To a great many people the name “TIREX” means a small, flexible, 
long-wearing portable cord. Actually, TIREX is the name of a family of port- 
able cords and cables. The family ranges in size from a single conductor +18 
cord, all the way up to a 3-conductor Type SH-D cable for voltages in excess 
of 10,000 V.W.P. 


TIREX cords are made in sizes from 18 to 10, from single to eight con- 
ductors in Type SO, and from two to four conductors in Type SJO. There are 
TIREX Mine Cords, as well as heavy duty shielded cords. 


In the cable field there are single and multi-conductor cables, shielded or 
unshielded, Types W or G, SH-A, SH-B, SH-C and SH-D. 


Your local distributor has many of the TIREX cords and some of the 
TIREX cables in stock. He can get most of the other stock type TIREX cords 
and cables for you in a comparatively short time. Be sure to see your local dis- 
tributor whenever you need portable cords and cables. 





SIMPLEX-TIREX IS A PRODUCT OF SIMPLEX RESEARCH 


SIMPLEX-TIREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS 
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NOW. 2csh matic protection for homes! 


Install profitable, new, low-price 
BullDog XD Electri-Centers 


(Successor to the Fuse Box) 


Here’s truly modern, safe circuit protection for the 
house, packed with advantages for home owners and 
electrical contractors alike. 

BullDog’s new XD Electri-Centers, featuring famous 
Pushmatic® circuit breakers, provide for every electri- 
cal requirement — lighting, appliances, service items*. 
Just one inexpensive, easy-to-install panelboard does 
away with a welter of fuse boxes, separate switches 
and unnecessary, wasteful wiring. 

The housewife especially likes the safe, simple way 
Pushmatic works. When lights go out, she merely looks 
for the individual Pushmatic that says “OFF,” and 
pushes it “ON.” Presto! The Pushmatic resets instantly 
and lights go on again (unless short or overload still 
exists). 

BullDog Pushmatic Electri-Centers offer the con- 
tractor many advantages. Using simplified interiors, 
boxes and fronts, plus completely interchangeable 
Pushmatic circuit breakers, they are exceptionally easy 
to stock and install. 

Get the full story today on these great new BullDog 
XD Electri-Centers. Contact your nearby distributor 

Attractive BullDog XD Electri-Center is conveni- of BullDog products. 

ent, safe. Handles all lighting circuits, plus 110V- *Code (Art. 230) permits 6 subdivisions of main services. 

240V range, dryer, attic fan and other service 
appliances, present and future. Baked gray 
finish; can be painted to match walls. 





SAFER, AUTOMATIC JUST PUSH 
PROTECTION A BUTTON 


ONE CENTRAL CONTROL 
FOR EVERY CIRCUIT 


Internal split bus bar separates 
panel into two groups of circuits. 
Pushmatics in upper section (1) 
provide individual protection 
and disconnect for 1- or 2-pole 
appliances. Tie handle (2) joins 
two 50-amp. Pushmatics that 
serve as convenient Main Dis- 
connect for all branch lighting ; : . Here's safe, modern circuit No resetting. Just one PUSH 
circuits in lower section. Space kod ’ protection, unmatched any- restores service, unless 
for 8 to 10 lighting circuits (3), . | Ls where. Individual, inter- trouble still exists. Never 
depending on XD model. Un- ss changeable Pushmatic cir- any fuses to buy, no incon- 
used circuits (4) can be plugged : : cuit breakers ruptu! e venience Rugs - } ush- 
with filler plates, used when circuits instantly whenever matics bolt to bus bars in a 


one short or overload occurs jiffy never shake loose, 
needed. -Two models: this one Foolproof. Trip-free. Give need no servicing. Available 


with 12 circuits plus Main Dis- ‘ a safe, automatic protection in 15-, 20-, 30-, 40- and 50- 
connect for lighting: one with always. Guaranteed. Listed amp. ratings to meet all 
18 circuits plus Main Disconnect. by Underwriters present and future loads 


, _ BULLDOG ELECTRIC PRODUCTS COMPANY 
a | DETROIT 32, MICHIGAN ¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
/ > U L L oO G IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTC 
© \r y PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


1902-1952 ... SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 


CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES 








Walker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mfg. Co. 
70 Bennett St., NW. - P.O. Box 8. Section 0 2930 Commerce Street 101 £. Maple Street 2440 South Urbana Street 
Atlanta, Georgia Houston, Texas San Antonio, Texas Tulsa, Oklahoma 
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GUARANTEE 


ELECTRICAL 


ACCURATE 
FRICTION TAPES 


eRACTIO’ 
TAPE 


Quality made of highes? 
grade rubber and finest cotton 
base. Affords maximum me- 
chanical protection. Available 
in Standard and A.S.T.M.- 
A.A.R. Specification grades. 


BLUEPRINT FOR KNOW-HOW! 


ACCURATE 
RUBBER TAPES 





ACCURATE 


TAPE TIPS: PLASTIC TAPE 
FOR ELECTRICIANS 


Use rubber tape that coheres without heat 
or extra pressure. That’s Accurate Tape! 
Easier to apply and actually improves with 
age. Remember — it’s Accurate Rubber for 
greater electrical strength, Accurate Friction 
for positive mechanical protection! 


om 17 Se 


MORE THAN A QUARTER CENTURY OF TAPERS BEC tat a TtON 
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BIG REASONS WHY 


Vicor. PURIFIED PORCELAIN 


SWITCH and BUS INSULATORS 


ARE BETTER! 


7. Improved thermal resistance. Purified 
VICTOR NO. 742 (NEMA TR-No. 7). 


Porcelain, pure porcelain all the way 
For complete engineering data on all 


xpan n t 
Victor Switch and Bus Insulators, send through, — ds and contracts more 
for Bulletin No. 5. uniformly during sudden temperature 


changes. 


Unmatched porcelain hardness and den- 
sity, resulting in rock-like strength. 


Higher average puncture values. 


Better tension, torsion, cantilever and im- 
pact values. 


Smoother, harder glaze with unequalled 
self-cleaning characteristics. 


Finest insulator porcelain ever made— 
uniformity of quality never before 
achieved! 


VICTOR INSULATORS, INC., victor, n.y¥. 
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MANUFACTURERS 
ARCHITECTS 


ENGINEERS 


WHOLESALERS 


\ 


CONTRACTORS 


CERTIFIED 


Less than one and 
one half tenths of 


one percent rejects. Made to maintain the 
lowest noise level of any 


fluorescent ballast on 
the market. 


1 
ale 64 allaet, wy CABLE ADDRES 
1122, W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 
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General Purpose Motors. % thru 
5 HP. Split phase, Capacitor start 
and Polyphase. Dripproof con- 
struction. Cool running. Reliable 
starting switch. Neat appearance. 


Totally Enclosed Motors. 4 thru 
5 HP. Capacitor start and Poly- 
phase. Heavy duty ball bearing». 
Dual voltage. Rated continuous 
duty. Reversible rotation. 


Coupled Pump Motors. “% thru 
% HP. Capacitor start. Under- 
writers’ approved thermal pro- 
tector. Cast bronze bearings. High 
torque. Dripproof construction 


Jet Pump Motors. 4 thru! HP. 
Capacitor start. Locked bearing. 
Dripproof construction. Heavy 
duty ball bearings. Standard or 
threaded shoft. 


Sump Pump Motors. '/3 HP. Split 
phase. Dripproof construction 
Automatic thermal protector. 
Built-in float switch. Rigid coup- 
ling and 8’ cord and plug. 


A WORKING GIANT 


_ ina small package 


do a big job in a small amount of working 
space, Hoover has it. 

In the type you want, too—general 
purpose or special purpose, split phase, 
capacitor start or polyphase—totally en- 
closed or open construction—rigid or 
resilient mountings. 


High precision is woven into every 


Oil Burner Motors. Ye and Y% HP. 
Split phase. Underwriters’ ap- 
proved. Manual thermal protec- start. 
tor. Neat streamlined oppear- 


Furnace Blower Motors. “% thru 
% HP. Split phase and Capacitor 
Resilient mounting. Cast 


Hoover, Electric Motors 


If you’re looking for a motor that will 


mile of wiring, fitted into every working 
part. No lag or drag. Hoover Motors 
stay cool, quiet, reliable—pay dividends 
in longer life. 

And service? where it’s needed, when 
it’s needed. Hoover service facilities are 
world-wide—always available on any 
Hoover Motor you buy. 


Write for full information. 


Represented by: 


HOPPER & 
McCOY 


Visit us at our Biltmore 
Hotel Suite during the 
Southeastern Electrical 
Wholesaler's Association 
Meeting, Jan. 15 and 16 


bronze bearings. Underwriters’ 


ance, cpproved thermal protector. 
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TOMIC SALES « ENGINEERING CO. 


4864 Woodward Ave. . Detroit 1, Michigan 


Do the Job 
BETTER, EASIER, FASTER with 


« TOMIC FITTINGS 


TOMIC THINWALL CONNECTORS 


No. 10—Y%2” + No. 11—%” + No. 12—1 





No crimp, no screw, no wrench... 
Just tap or push it on 


Interior stainless steel washer holds tubing securely— 
makes uniform, safe, permanent vibration-proof 6-point 
ground around entire tube. OK in concrete slabs. Smooth 


raceway. Perfect for cramped or corner locations. 


TOMIC 
TOMIC I CABLE CONNECTORS 
THINWALL COUPLINGS 7 } Kt 900) thine: Conemante 
No. 310—"/" Fe ae 
y,” ” No. 200 Service Entrance 
No. 311—%" ° No. 312—1 -. ’ and Range Cable Connector 
for %" K.O 


Screws in on straightaway jobs . . . snaps in on Patent Nos. 2097695 Installed from the outside of 
corner jobs. No tools needed. Cannot shake loose. ond 2419426 the box with ne teckidls 
Versatile . . . change from heavy pipe to Thinwall to lose or fumble with. Fits in quickly and easily 
and vice versa. Can be used to go from Thinwall Handles new and old type non-metallic sheathed cable. 
to Greenfield. Easy to install. Easy to inspect. Makes the job easier, safer, better 


sient ©) TOMIC 2 in! 


Ng poet gece HOPPER & McCOY 


. 
For concrete work—prevents 454 Marietta Street, N.W. 
lost boxes, eliminates shift- G ° 
ing, keeps box clean... all but centering clamp re- Atlanta, eorgia 
claimable, hangers can be used again and again. 


Used as a fixture hanger, it's quickly and easily installed VISIT US IN OUR 
on deck—has ample thread allowance for all conditions. 


Provides fixture mounting studs away from outlet boxes. BILTMORE HOTEL SUITE 


Tomic Products Represented by 


Catalog No. 90 








IMMEDIATE DELIVERY —WRITE FOR SAMPLES 
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ALL-STEEL EQUIPMENT Inc.—so0 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED** 


ELECTRICAL SOUTH for DECEMBER, 1952 





/n Atlanta for the Southeastern Electrical Wholesalers’ Convention? 
VISIT US IN OUR HOSPITALITY ROOMS 
HOPPER & McCOY 


FOR A COMPLETE LINE OF PARAGON DEPENDABLE TIME SWITCHES 


No. 300 Series Indoor Type Straight "ON and OFF" 
© 3000 Watt capacity . . . single or double pole 
© Industrial Type, self-starting motor 
© New shock-proof terminal block 
Accurate and dependable for controlling signs, where two or four operations per day are re 


commercial lights, show window lights, stokers, quired. List from $10.50 . . Lowest priced, 
burners, valves, motors and other equipment highest quality time switch available. 





FOR THE PARAGON de-frost-it .. . AUTOMATIC REFRIGERATOR DEFROSTER 


America’s fastest selling home appliance 

© Saves Food... keeps food fresh longer 
é ® Saves Time ... no more chopping at thick frost 
re ® Saves Electricity . . . refrigerators run less, last longer 


Wetrost-it “de-frost-it'’ converts any home electric refrig- Defrosting periods completely adjustable. Will 
erator to fully automatic in seconds. Keeps freezer not thaw frozen foods kept in evaporator. Skip- 
“ frost-free and at top efficiency always. Helps defrost for storing ice-cream and frozen desserts 
maintain refrigerator humidity. Keeps food fresh over night. Only $9.95, list. Complete with sofe re- 
longer and saves electricity. frigerator cord and plug . .. no extras to handle. 


Distributed by ® Hopper & McCoy, 454 Marietta Street, N.W., Atlanta 3, Georgia 
@ George E. Anderson Company, 190! Griffin Street, Dallas 2, Texas 


Mfgrd. by PARAGON ELECTRIC CO., Two Rivers, Wis. mantcreriete "St time controts 














COMING TO THE SEWA MEETING? 


We'll be with 


HOPPER : M.COY 


SOUTHEASTERN REPRESENTATIVES 


at the ATLANTA BILTMORE 


HELP US CELEBRATE OUR 3Oth BIRTHDAY 


SUPERIOR INSULATING TAPE COMPANY 


ST. LOUIS 15, MO. 
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No. 2035 

If you want a small, com- 
pact switch that really 
stands up, get this all 
bakelite, Flush Toggle 
Switch with box screws 
mounted in ears. Single 
pole, brown or ivory. 
Easy to install. Wide ears 
are scored. 5A-250V— 
10A-125V.(|T 


@ 
ese 


No. 9101 
Perfect if you want 
a Flush Toggle 
Switch for extra 
tugged use. All 
bakelite — totally 
enclosed —top 
wired — has posi- 
tive kick off. Brown 
or ivory. Also in 
three way. 5A 
250V—10A-125V 
Ti. 


No. 109 
Ideal if you wanta 
flush duplex, T-slot 
receptacle with 
plaster ears that is 
quickly installed. 
Box screws 
mounted in ears. 
All bakelite body 
in brown or ivory. 
10A-250V — 15A- 
125V. 


Write for our new Catalog 
No. 18 


CIRCLE F MFG. CO. 


TRENTON 4, NEW JERSEY 


Represented in Atianta by 
OPPER & McCOY 
Visit us in our suite at the 
BILTMORE HOTEL 
S.E.W.A. 1953 Convention 
January 15-16 


You con trust it... 


ese Circle F wiring devices meet 
all federal specifications, and all 
requirements of the REA and CSA. 
They have earned approval of the 
Underwriters Laboratories. 


can soll if... 


Circle F means wiring devices manu- 
factured from the best grade of 
materials—by skilled labor—and 
thoroughly tested and inspected. You 
know you're selling the best when 
you sell Circle F. 


No. 136 
You'll find this Duplex 
Flush Receptacle easier 
to install because box 
screws are mounted in 
ears—binding screws 
are backed out. Wide 
ears are scored. All 
bakelite—brown or ivory 
—double contacts. 10A- 
250V—15A-125V. 





q \ lorry lNestahilian 


And au 


4, appy New vu ear 


MANUFACTURERS OF HIGHEST QUALITY 
ELECTRICAL METALLIC TUBING 


NIKOH TUBE COMPANY > 


5000 SOUTH WHIPPLE STREET, CHICAGO 32, ILLINOIS, GRovehill 6-6500 
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GLEE, 


Because you are in charge of Hatfield’s 


production of building wire and power cable. 


Hatfield’s huge plant is geared to give you 


countless types and sizes of insulated wire 

and cable in small and medium quantities 

as you need them. That’s why you get 

your building wire and power cable faster when you 
specify Hatfield. And Hatfield gives you 

the most complete line of the highest quality 
building wire, power cable, cords and cord 

sets that you'll find from one manufacturer 
anywhere! So whether you sell it 


or install it — next time, specify Hatfield. 


HATFIELD pant Ml 


Hillside Avenue, Hillside, New Jersey 


DIVISION OF CONTINENTAL COPPER & STEEL INDUSTRIES, INC. 
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HOW 


CURRENT EVENTS WILL 


AFFECT BUSINESS TRENDS 





@ ONE OF THE MOST important in- 
dicators of the rate of economic 
progress of an area is found in the 
dollar value of its road building 
program. Without good highway 
facilities (at least in the planning 
or construction stages) a state or 
a region cannot hope to interest 
new plants, professions, or persons 
in locating their establishments 
within the area. 

Unfortunately, this is not always 
considered by state legislatures in 
planning their budget needs or in 
considering the available supply otf 
revenue. 


South's highway program 

For many years the South as a 
region has lagged behind other sec- 
tions of the nation in the construc 
tion of new roads and arterial high- 
ways. In addition, too little has 
been done in the past in the way 
of good highway planning for the 
future, and so many of the major 
highways crawl through frequent 
bottlenecks of congestion. This 
tends to slow down the economic 
progress of the region. 

Recent figures issued by the Bu- 
reau of Public Roads, United States 
Department of Commerce, show 
that a total of $334,178,000 is 
being spent on southeastern high- 
ways either in the planning or the 
construction stage as of Septembe1 
30. This welcome news should pro- 
vide a further impetus to industrial 
location in the Southeast and to 
the rapidly increasing volume of 
tourist trade. Either way it is an 
investment that points toward a 
wise policy of area economic ex 
pansion. 

Of the total sum being expended 
about 50 per cent is from state 
allotments and the remainder from 
federal highway grants. The plans 
call for the development of over 
6,400 miles of roads in the seven 
states with 


major southeastern 


Dr. Bunting, well-known southern 
economist, is executive vice-president 
of Oglethorpe University. 
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Alabama and Georgia spending the 
yvreatest amount of funds. 


Pablic atility expansion 

Further emphasis upon the up- 
and-coming nature of the southern 
economy lies in the strong efforts 
of private southern public utility 
companies to improve their operat- 
ing positions while at the same 
time creating better service. This 
is not a trend that can be shown 
to be a one-company effort, for the 
southern utilities as a whole are 
contributing to real progress. How- 
ever, the Southern Company (a par- 
ent of several outstanding operat- 
ing companies) believes in an ade- 
quate operation that will promote 
regional development. 

As a part of this program, ex- 
ecutives of various Southern sub- 
sidiaries toured the installations 
of Southern properties and were 
impressed with the forward steps 
being achieved. Of even greater 
importance was the fact that these 
tours not only showed the develop- 
ment of utility property but also 
regional development as well. 

It was not too many years ago 
that many private utility compa- 
nies suffered public censure for 
their failure to assume their proper 
place in community betterment and 
development. In many cases, the 
profit motive was the sole operat 
ing force. Now it can be shown 
by leading utility executives that 
profits come largely from a con- 
tinuously developing economy. With 
that in mind the Southern Com- 
pany tour has done much to in- 
crease the close relationship  be- 
tween the operating executives and 
Further 
emphasis on this point may come 


the needs of industry. 
from civic improvement assistance 
now being fostered as a part of 
Much of 
economic improvement 
may be directly traced to the new 
public spirit of public utility com- 
panies. 


utility operating policy. 
southern 
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Business conditions 

There is no reason to anticipate 
any change in economic activity for 
the immediate foreseeable future. 
rhis statement appears to be the 
general opinion of leading econo- 
mists, both government and _ pri- 
vate, as well as of major govern- 
mental departments. 

Many 
that the Administra 
tion in January would pare down 


individuals have believed 
Republican 


the rate of federal expenditures 
immediately and thus create a re 
cession by removing the bulwarks 
of heavy governmental spending 
from the economic system. Care- 
ful thought shows immediately that 
this is not true. 

First, the next budget has been 
prepared by the Democratic Admin- 
istration and will undoubtedly set 
the pace for the next fiscal year 
There may be some economies but 
the weight of most retrenchment 
in federal spending must await the 
end of the unsettled world political 
situation. The end of this is not 
in sight at the present time. 

The Republican leaders also know 
that in order to remain in power 
they must do nothing that will cur- 
tail the good economic conditions 
It is very foolish 
to think that government spending 
will be pared to the bone thus en- 
dangering present conditions. Thus 
the federal budget shall probably 
stay at about $80 billion, thus con 
tributing about $10 billlion to the 
national deficit. 

Two other 


now prevailing. 


factors appear of 
great importance, however. 
that the nation once before went 
into a psychological hysterical tail- 
spin along with the rest of the 
world in 1929. The biggest con- 
tributing force then was fear 
Many responsible citizens today are 
again preaching the doctrine of 
fear and they themselves can undo 
all of the national economic success 
to date. Fear, if instilled in the 
minds of people can make a de- 
This talk must 


One is 


pression possible. 


(Please turn to page 114) 











While the city sleeps... 


LIGHTING 
FOR INDUSTRY 


NEW Diffuser Unit—Designed to modify the 
contrast between lighted work areas and up- 
per dark areas indirect lighting com- 
ponent. All-steel construction or 2 or 3 
40-watt lamps, in open 


‘ sed end models 
Porcelain reflector if desired 


40 


Other Leader industrial units are available in 
open and closed end styles, for 2 or 3 40-watt, 
2 85-watt, for 2, 3 of 4 slimline lamps 
Rugged construction, many convenient fea- 
tures, choice of mounting. Write for complete 
information. No obligation 


e... industry hums, with the production of vital defense 
materiél, the manufacture of more and better products to meet 
America’s expanding needs. Lighting plays an indispensable 
part in maintaining production at continuously high levels... 
and Leader plays an importat role in providing proper lighting 
for industrial production. The Leader line includes fixtures 

for all general and many specialized industrial requirements. . . 
and all units afford top performance, ease and flexibility of 


installation, economy in first cost and maintenance. 


Sold and installed by the better 


electrical wholesalers and contractors 


YUMA Nel Lighting Egusoment Manufacture 


LEADER ELECTRIC COMPANY ~ 3500 North Kedzie Avenue, Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, \td.—Brantford, Ontario, Canada 








on B&C! 


When in Atlanta for the big 
SEWA Convention we invite you 
to make our Biltmore rooms 
your convention headquarters. 

Also, plan now for a quick 
tour of our newly expanded 
plant. Let us show you some of 
the interesting new things we’re 
developing for the electrical 
industry. 


See the modern production 





line facilities that enable us to 
give you the fast, dependable 
service you know you can bank 


on from B & C. 


This is a battery of modern press equipment in the 
B & C plant in Atlanta 


sg 
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590 Means St., N.W., Atlanta, Ga. 
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The official spokesman for 
America’s businessmen asks 


How Much Government — 


By LAURENCE F. LEE 





President, Chamber of Commerce of the United States 


@ IN PRESIDENTIAL YEARS, our thinking frequently 
becomes entangied in the briar patch of emotion. Ou: 
thoughts are lured down rabbit trails by our likes o: 
dislikes for competing candidates. Personalities domi- 
nate the political landscape. 

Secondary issues assume a stature out of all pro- 
portion to their base significance. Primary issues are 
sometimes swept beneath the rug by the broom of 
generalities. Our hearts tend to monitor our heads. 

But the election is over. We should be in the clear 
now to appraise the future with candor and dispassion. 
We have chosen a new President and a new Congress. 
gut we did not settle the fundamental issue of our 
times. 

The issue remains. 

Broadly put, the issue is: Socialism or competitive 
capitalism? 

The election in November could not resolve this 
issue. No one election could resolve this issue. No 
change in faces in Washington will frighten it away. 

For good, in some cases, or for bad, in certain 
others, the federal government today is deeply en 
meshed, if not permanently entrenched, in our econ- 
omy. There are more civilians on the federal payroll 
today than the total population of the original 13 
colonies in 1776 


Government as an agent 

It is often good to employ government as an agen! 
for all the people in performance of chores beyond 
our individual or group capacity. This practice is not 
new. It has a long record of success. Under the Home- 
stead Acts of the 19th century, government, as an 
agent, served us all and served us well. This con 
tributed to the vitality of our competitive capitalism 
which must expand to live. 

It is always bad to hand government the power of 
decision that should rest with the free market. Pri 
controls are a latter-day example. The bureaucra 
in charge has substantially ignored profits as an in 
centive to produce, but approved wage and tax in- 
creases. It has contrived to force the manufacturer. 
supplier, distributor and retailer to absorb these costs 
It by-passed the simple economic truth that competi- 
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tion in the market place inspires production, attracts 
the consumer and keeps prices at levels that are fair 
to all. Price controls are among the favorite usages 
ot socia.ism. 

Most business men, by the very nature of their 
work, recognize the difference between government 
in the role of agent and government as a decision- 
maker. Give government too free a hand in the role 
of agent, and the traditional relationship of the people 
as master and government as servant can easily be 
reversed. 

There is a definite peril point. This is not under- 
stood by millions of our people, and the apostles of 
socialism in America encourage this confusion in 
every way they can. 

In the course of 20 years, we as a people, have be- 
come vulnerable to the blandishments of socialism. 


Change in attitude needed 

Nothing but a change in the attitude of many mil- 
lions of Americans can insure us against a slow disin- 
tegration of our competitive capitalism as socialism 
inches its way into our economy, propelled by tireless 
missionaries. 

Two generations have known nothing else but pater- 
nalistic government—the generation that came of age 
in the nineteen thirties and the generation that came 
of age this year. One generation remembers the bleak 
days of the depression and—with many and notable 
exceptions, of course—has been taught to believe that 
“Washington” pulled us back to prosperity. The other 
veneration accepts “big government” as a natural ele- 
ment in our society. 

Regardless of how they may have voted in Novem- 
ber or what prompted them to make their choice of 
candidates or party, both generations—again allow- 
ing for innumerable exceptions — are conditioned to 
accent a maior role for government in the national 
economic drama 

Both political parties have been infiltrated by men 
who do not call themselves socialists, but who believe 
in socialism. They are aware that we will never buy 
socialism under that name at the ballot box, so thev 
avoid the tag. They profess aversion to government 
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Shall We Hire? 


No. 1 of a series on problems 
of business and government 


ownership of industry. But they avidly crusade to 
make private ownership eventually impossible. 

They hope to have a field day if we experience a post- 
mobilization readjustment period in our economy, as 
presently seems likely. All the old socialistic sleepers 
will be trotted from the stables. There will be a loud, 
new hue and cry for federalized housing, federalized 
education, federalized medicine. The socializers wiil 
clamor for a new WPA, ten times the size of the 1933 
model. 

Old untruths about the usages of government will 
be repeated, and we will hear a host of new ones—ail 
calculated to instill the idea that our economy cannot 
provide for its people without government at the steer- 
ing wheel. If the people buy these falsehoods, no 
president and no congress can save free enterprise. 


Counter untruths with facts 

It: behooves the business community to anticipate 
the socializers. The socializers have an Achilles heel. 
Facts can hamstring them. But not unless these facts 
are diffused at the community level—and not unless 
the facts are couched in crystal clear language, easily 
grasped. 

The business man must constitute himself an in- 
individual center of initiative to knock down the un- 
truths of socialism with the unadorned facts, but that 
is merely half this obligation. The other half consists 
of translating the facts into the language of his own 
Main Street. This kind of leadership is not simple, but 
it is a plain case of “lead or be led to liquidation.” 

Let us consider a few of the socializers’ favorite 
untrue and misleading statements and balance the 
untrue with the fact: 

1. Untrue. Federal government devices “cured” the 
depression of the nineteen thirties. Federal govern- 
ment “solved” the unemployment problem. Therefore, 
more government is a good thing. 

Fact. In 1933, unemployment was estimated in ex- 
cess of 11 million. Seven vears and billions of tax 
dollars later, there were still about 8 million unem- 
ployed. Meanwhile, one government device after an- 
other had thwarted the efforts of private industry to 
develop new markets, expand the industrial plant and 
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Mr. Lee is president of the Peninsular Life Insur- 

ance Co., Jacksonville, Fia., and of the Occiden- 

tal Life Insurance Co., Raleigh, N. C. For years 

a leading figure in the Chamber of C ce of 

the United States, he was elected president 
last May. 





create new jobs. The benzedrine of war and remobili- 
zation stimulated our seemingly prosperous times. 

2. Untrue. The Federal Housing Administration has 
benefited many people, so we ought to have a full-scale, 
all-out federal-aid-to-housing setup 

Fact. An FHA mortgage involves no government 
money. Business men should not assume that ever) 
one knows this fact. A surprising number of peopl 
do not know that FHA is essentially a self-supporting 
mutual insurance fund covering private loans ope1 


The 


ated by the federal government only as agent 


income from the insurance charges paid as part of the 


regular payments is more than sufficient to meet a! 


costs of administration as well as losses. FHA has 
helped to make the home mortgage a nationally nego 
tiable instrument. This has faciiltated the flow of 
home financing credit from areas of surplus to areas 
of need. Moreover, FHA accounts for only a third of 
the mortgage market. Most mortgages are of the con- 
ventional type. This is as it should be 

On balance, the FHA falls into the category of gov 
ernment hired as an agent. 

3. Untrue. “Look what the federal gover 
done for the farmers! It just goes to show 
government is a good thing.’ 

Fact. Business organizations, by and large 
the principle of helping the farmer strike a balance 
between the cost of things he buys and the commodi- 
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This is the first article in a series b 
Americans written especially for 
South and other publications of the W. R. C. 
Smith Publishing Co. The next article by U. S. 
Senator Harry F. Byrd, will appear in our 
January issue. It will deal with the problem 
of government spending. 


Among the authors of other articles to fol- 
low are: John W. Hanes, chairman of the Tax 
Foundation; A. L. M. Wiggins, chairman of the 
Atlantic Coast Line Railroad; C. H. Greene- 


leading 
lectrical 








ties he has for sale. A prosperous agriculture is a 


nationally sound objective, and the farmer's opera- 
tions are at the mercy of nature in all her fickle moods 
This somewhat sets him apart from the rest of us. 

The further fact is that a high level of demand from 
consumers here and abroad has made the farmer pros- 
perous. His produce has seldom gone begging since 
the early stages of World War II. In recent years, 
many of the more important farm commodities have 
been above parity levels. 

4. Untrue. “Look at the great success of TVA. This 
proves that government should build more hydro-elec- 
tric dams and go into the power business more and 
more.” 

Fact. In the next several years, TVA will be gen- 
erating more electric power by stream generators than 
by water power. It has charged off (to the taxpayers 
of the whole country) about one hundred fifty million 
dollars of the cost of its hydro-electric dams in the 
name of navigation. TVA pays no interest on the gov- 
ernment funds it uses; it pays no federal taxes. It 
costs the government more to keep the Tennessee 
River open to navigation than it would to pay the 
freight bills for every one who uses barge transport 
on the Tennessee and—ship the goods by rail. 

TVA has charged off (to the taxpayers of the whole 
country) another one hundred fifty million dollars in 
the name of flood control. But the government’s own 
General Accounting Office states that TVA “has not 
conclusively substantiated the flood control benefits.” 

It is self-evident that the uses of a dam for both 
flood control and hydro-electric power are incom- 
patible. If the dam is full of water stored for power 
use, it will have no room for storage when the flood 
comes. If space is left behind the dam for flood control 
storage, the water is not there during the dry summer 
months when the power storage is needed. 

The private utilities of this country are anxious t« 
build hydro-electric dams (at no cost to the tax- 
payers) wherever the costs compared with the poten- 
tial income would make the venture pay off. The rates 
which private companies charge are fixed, of course, 
by state utility commissions. So it follows that public 
dams fall into one of two categories: either the dams 
would have been built by private enterprise, or they 
are uneconomic investments. Private utilities pay 
taxes, including taxes for local elementary and sec- 
ondary schools. Government utilities eat tax dollars. 
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walt, president of E. |. du Pont de Nemours & 
Co.; Senator George A. Smathers; Frank 
Wilkes, president of the Southwestern Gas & 
Electric Co.; and E. V. Rickenbacker, president 
of Eastern Air Lines. 


Reprints of each article will be available. 
Five copies will be furnished without charge; 
larger quantities will be supplied at cost. Re- 
quests should be addressed to W. R. C. Smith 
Publishing Co., 806 Peachtree St., NE, Atlanta 
5, G 





These are merely samples of free-wheeling untruths 
as countered with the tacts. We can all think of many 
point to the federal 
Deposit insurance Corporation as a splendid exampie 
of government-in-business. The fact, of course, is 
quite different. Through the FDIC, we employ gov- 
ernment as an agent to insure bank deposits up to 
$10,000. The taxpayers are not stuck for the premium 
costs. 

Within the intent of the law, at least, our social 
security program is another example of employing 
government as an agent. 

Properly administered, these devices are useful to 
competitive capitalism. The socializers constantly en- 
deavor to use the “agency authority” of government as 
a cover for less defensible and indefensible aids and 
subsidies. To put it in down-to-earth American lan- 
guage: That is their gimmick. 

The great fact, against which the untruths of social 
ism blunt themselves, is best framed as a question: 

“If a big government is vital to the well-being of 
our people, why has socialism failed so miserably 
wherever it has been tried?” 

The American success story is the miracle of mod- 
ern times. Competitive capitalism works. It works so 
well we seem to think we can siphon off billions of our 
substance to shore up the economies of socialistic 


others. ‘Lhe socializers wiil 


nations which have not succeeded and give but scant 
promise of success. American counterparts of Euro- 
pean socialists would exchange proved success for cer- 
tain failure. In their economic concepts, they reincar- 
nate the thinking of the feudal ages. They may call 
themselves “liberals” but they are, in truth, “reac- 
tionaries” of the blackest stamp 

The great untruth they peddle is this: That freedom 
is divisible 

Freedom is not divisible. Freedom involves the right 
of free speech, free worship and the free press. But it 
also involves our economic liberties. 
human rights. 

The right of property is a human right. The right 
to invest is a freedom, and so is the right to invest 
without unfair competition from government. The 
right to quit a job or take a job is an economic right, 
but it is also a human right. 

The right of free decision entails more than a free 
choice of church and reading matter. It entails the 

(Please turn to page 111) 
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After years of struggling with unskilled 
labor, Jacksonville, Florida, employers 
can now get expert help from a school 
supported jointly by contractors and 


the local union. 


Committee provides trained workers 


@ BECAUSE Jacksonville, Fla., em- 
ployers had long weary 
with hiring so-called “skilled” 
labor, and later finding this labor 
totally untrained and unskilled, 
the Jacksonville General Appren- 
tice Committee was organized 
seven years ago. 

The plan sponsored by the North 
‘lorida Chapter of the National 
Electrical Contractors Association 
has built up a procedure and in- 
struction schedule that is being 
emulated in other communities of 
the country. 

In addition to electrical con- 
tractors, the General Apprentice 
Committee embraces automobile 
dealers, carpenters, machinists, 
masons, plasterers, sheet metal 
workers, pressmen, and _photo- 
engravers. 

The General Apprentice Com- 
mittee is headed by W. S. Binckley, 
president. He is also manager of 
the North Florida Chapter of 
NECA and a former instructor of 
apprentices for Local 177 of the 
International Brotherhood of Elec- 
trical Workers, with which the 
contractors’ group has a close 
working agreement. Mr. Binckley 
is also a member of the Appren- 
ticeship Council of the Florida 
Industrial Commission, along with 
representatives of thirteen other 
trades, all of whom are appointed 
by the Governor. 

In recognition of their work in 
building up a workable program 
of apprentice training, directors 
of the electrical branch have been 
awarded certificates of merit by 
the Jacksonville General Appren- 


grown 


tice Committee. These went to Mr. 
Binckley; H. G. Miller, Miller Elec- 
tric Co.; T. E. Satchwell Jr., Satch- 
well & Joseph Electric Co.; J. R. 
Huddleston, Livingston-Yonge Co.; 
J. W. Galbreath, Modern Electric 
Contracting Co.; John Goubeaud, 
T. F. Davis, John McGahy and 
James Rogers of local 177, IBEW. 

“Until recently,” said Mr. Binck- 
ley, “the employer did not interest 
himself in apprentice training, but 
considered this a function of the 
local union; therefore he is much 
to blame for the training in cer- 
tain locations. Also the unions 
have been reluctant to give up any 
control they might have on the 
number of trainees and also as to 
the manner in which training is 
conducted. The practice in the 
past, when an extra hand was 
needed, was for the business agent 
to pick someone off the street, give 
him a permit, and, lo, a new elec- 
trician was born.” 

This was pretty much the situa- 
tion when the Jacksonville Gen- 
eral Apprentice Committee came 
into existence in 1945. Prior to 
that time the local union offered 
instruction, but it was not compul- 
sory; hence many embryo journey- 
men had been working for years 
without ever having obtained a 
journeyman’s certificate. 


Unions co-operative 


Organization of the joint con- 
tractor-union plan changed all 
that. The agreement drawn up be- 
tween the union and the Jackson- 
ville Apprentice Committee pro- 
vides that the latter shall have 
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complete control over wages, train- 
ing, and acceptance of appren- 
tices. 

When the classes were started, 
all of those who had been getting 
practical experience but had not 
yet passed an examination for 
a journeyman’s certificate were 
obliged to attend the classes. Some 
of these, long on experience but 
short on theoretical knowledge, 
passed their grades in less than 
the four-year 
scribed so that the graduates in 
1948 numbered 42. The next year 
there were 29, then 27, then 11 and 
this year 12. The declining num- 
ber is due to the fact that the com- 
pulsory training, which did not 
exist under the union program, 
brought into the classes al] those 
who had worked for years without 
having attained journeyman rank. 
The present class numbers 90. 

Success of the electrical train- 
ing program is attested by the fact 
that about a third of the gradu- 
ates now hold foremen’s positions. 
In one of the important Jackson- 
ville electrical contracting organ- 
izations all foremen are graduates 
of the school. 

Admission requirements for the 
course are a high school education, 
general aptitude, and an age limit 
of 18 to 25 years, except in the 
case of veterans who are admitted 
at any age. Every apprentice can- 
didate is carefully screened. 


course now pre- 


(Please turn to page 120) 





by D. G. Hallmark 


Lighting Engineer 
Alabama Power Company 
Birmingham, Alabama 


a ae Lighting 


@ ONE OF THE SOUTH’S outstand- 
ing church lighting installations 
has been completed for the Gov- 
ernment Street Presbyterian 
Church, in Mobile, Alabama. The 
job included exterior floodlighting 
as well as relighting of the sanctu- 
ary and other principal rooms of 
the church building. 

This church edifice has been de- 
ignated by the Department of the 
Interior as one of America’s his- 

It was selected by 
y committee of the His- 
American Building Survey as 


ng exceptional historic and 


preserva- 


iture gen- 


the historic tone 
iilding, lighting had 
» selected with great care, and 
this task was assigned to J. G 
Pride, lighting engineer, of the 

Alabama Power Company. 

Soft lighting for the rear of the sanctuary is provided by these ceiling fixtures The archictet and lighting plan- 
and indirect wall lamps. For a small congregation, these are omitted. ners selected a design that blended 
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a historic church 


with the unique construction of the 
ceiling of the sanctuary and at the 
same time provided flexibility of 
operation. 

In the sanctuary of the church 
the main source of light comes from 
top-service Gotham fixtures #574 
recessed into the coffers in the ceil- 
ing. There are twenty-one of these 
fixed over the main pew area; 18 
adjustable fixtures located over the 
side and rear balcony, and 18 bot- 
tom service, adjustable fixtures re- 
cessed under the balcony. Fixtures 
recessed into the coffers use 150- 
watt, Par-38 projector floods; fix- 
tures under the balcony use 75-watt 

R-30 reflector floods. 

In order to soften this light and 
also to illuminate the ceiling, there 
are six indirect ornamental fix- 
tures, Rambusch C-49118-1. These 
fixtures are approximately 36 
inches in diameter mounted eight 
feet from the ceiling and are or- 
namented with romanesque fittings 
and finished in satin bronze. In- 
corporated in each fixture are eight 


150-watt PS-25 inside frosted 


lamps. 


For indirect lighting under 
the balcony, we used fourteen Ram- 
busch wall urns, painted the same 
color as the wall, using 150-watt 
retlector flood lamps. 

For highlighting the chancel area 
we have four Gotham fixtures re- 
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Shown on this page are two views of 
the sanctuary of the church after new 
lighting treatment was applied. All avail- 
able lighting was utilized at the time of 
the photographs. At the top, lighted 
columns form a dramatic background 
for the chancel area. Hanging fixtures 
shown below were chosen to compliment 
the unique ceiling construction. 


cessed in the cof » celling, 
ising 150-watt 


floods, and to create 


ector 
atten 
tion on the chancel area and silhou 
ette the Grecian columns near the 
wall behind the chancel area, we 
have installed Kurtzon 

(Please turn to page 


slimline 
114) 
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by Paul West 


President, Doubleday-Hill Electric Co. 
Washington, D. C. 


@ SLOW-MOVING merchandise has 
been reduced 70% since we in- 
stalled our present inventory con- 
trol system ten months ago. There 
is no excuse now for piling up 
items that have not shown move- 
ment for months. 

A color system keeps us alert to 
what is happening on every item. 
We can tell at a glance without 
even turning a card the precise 
stock situation on every one of 
our 6,700 items. In other words, 
we have an accurate, dependable 
inventory control system that has 
put us ahead in dollars and cents. 
Not an item is bought without 
reference to the record card. It 
is our buying guide without which 
we could not operate. 

As distributors of electrical ap- 
paratus, supplies, and appliances 
to contractors and retail dealers, 
we have always had a perpetual 
inventory system. 

But it was not until we got our 
present system that complete and 
up-to-date information was so 
quickly available without compu- 
tation, without a periodic study of 
all the cards, and without a con- 
tinual check-up with the stock- 
room. 

Our old card system recorded 
the quantity ordered and small 
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Inventory Clerk, Hornick, posts disbursements from sales tickets before 
they are sent to the shipping department at Doubleday-Hill Company. 


Turnover increased by 


amounts disbursed daily.’ There 
Was no day by day balance. If 
we wanted to learn how many tog- 


gle switches were sold last month, 


or how many Christmas tree lights 
were sold last December, we 
would have to start adding up and 


arriving at the likely number 


By consulting this card, the In-Out and Balance Record, Doubleday-Hill 
clerks can easily determine the supply on hand of any item kept in stock. 
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William L. Howard, of the inventory control department, orders merchan- 
dise. with the inventory control tray in front of him. 


new inventory system 


“likely” because there was always orders were handled by the receiv- 
ing department. When a supply 


of items was bought and shipment 


some doubt about its accuracy. 
The old 


space for back orders since back 


system provided no 


was due any day, we had no idea 


Shown above are three of the other forms employed by the company’s in- 
ventory system which they claim has decreased their supply of slow-moving 
merchandise by 70 per cent since new methods were applied ten months ago. 
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from our item card whether the 
entire shipment would be ab- 
sorbed immediately by back 
orders. It took clerical work and 
computing in the receiving de- 


partment to gather the facts 


Old system's shortcomings 

There were other shortcomings. 
We used to have two or three dif- 
identical items 
different sup- 
If we happened to be out 


ferent cards for 
that 
pliers. 


of a Bulldog three-phase switch, 


came from 


it meant reference to another sup- 
plier’s catalog for the number of 
the item, then a search for the 
item card to determine whether 
we had any in stock. 

Because we did not pre-post on 
shipments and had no current bal- 
ance, some doubt always arose as 
to the accuracy of the 
card. It was not unusual to have 
to check with the stockroom about 
quantities on hand, a practice that 
inestimable loss in 


control 


involved an 
man-hours. 

Sometimes it even meant a lost 
sale. A card might have ac- 
counted for a stock of 50 single 
pole switches. In the meantime 
50 might have disbursed 
from the old card but not yet 
posted. Notifying the customer 
that we had a supply of 50 on 
hand when actually we were out 
of them caused inconvenience and 
delay to the customer. It impaired 
customer relations 

There was many a time when a 
bill would show that merchandise 


been 


had come in recently but our item 
card showed no record of it and 
a trip to the stockroom was the 
only way to really find out. 

No such waste exists today. For 
with our present system installed 
by Remington Rand, Inc., we in- 
troduced recording procedures 
that preclude oversights, delayed 
postings, and discrepancies 

As a matter of fact, our over-all 
turnover has increased three per 
cent to five per cent and on some 
items six per cent to eight per- 
cent, as a result of the efficiency 
of our inventory control system 
We can answer customers’ ques- 
tions faster and more accurately 
Because we can now time factory 
shipments by the item record, our 
promised dates of delivery are de- 

(Please turn to page 118) 
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How to expedite handling of 


@ THE RAPID EXPANSION of elec- 
trical loads on the home front, a 
well as in commercial and industrial 
centers since the end of World Wa 
II, has kept all hands busy in ele 
tric utility companies 

Where loads have been added by 
individual customers in larg 
enough increments to require in- 
dividual transformers, or where a 
new customer is involved, the util 
ity is aware of the situation and 
able to handle the matter by 
strengthening the service installa 
tion by addition of sufficient trans- 
former capacity and/or conductors 

This is usually done before the 
load materializes on the line. There 
may be delays because of material 
shortages or late deliveries, but in 

This article is adapted from infor- 
mation presented before a recent meet- 
ing of the Engineering and Operation 
Section, Southeastern Electric Ex- 
change, in Atlanta, Ga. 


Figure 1—Voltage complaint truck with view of graphic 
weatherproof voltmeters cushioned in place. 
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by Frank E. Johnson, Jr. 
Chief Operating Engineer 
Electric Distribution Division 
New Orleans Public Service. Inc. 


any case the utility and the 
ustomer know where they stand. 

However, when loads are added 
in smaller increments by individ- 
uals without the knowledge of the 
itility, their cumulative effect on 
certain secondaries may well catct 
the utility by surprise. The cus 
tomer has purchased the new room 
air conditioner or television § set 
with hardly a passing thought as 
to the “adequacy” of his electri 
service or his own wiring installa 
tion. Hasn’t he always been able to 
plug in his various appliances with- 
out consulting the utility? 

The salesman for the dealer sel- 
ling the air conditioning unit is 
anxious to “close the sale” and he 
may not, in some instances, advise 


it it would be ¢ 


separate new 


in the prem- 
be sufficient to 
operation of the 
equipment, or the combination of 
this condition and a lower voltage 
level prevailing on the secondaries 
may be the cause 
The voltage complaint may take 
one of several routes in the utility 
before it reaches the proper party 
for disposition. Any delays, or 
shunting around from person to 
person, before the customer is able 
to get the proper attention, will cer- 


Figure 2—Field man climbing pole at customer's service 
install graphic voltmeter. 
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voltage complaints 


tainly add to his discomfort and 
aggravation, and make him less re 
ceptive to further delays which may 
be necessary before the trouble car 


be corrected. 


New Orleans method 
The following avenues of ap 
proach have been worked out by 
New Orleans Public Service, Inc., 
and are no doubt typical of other 
urban utilities: 

A)—Direct telephone call 
through main switchboard to Elec- 
tric Service Desk. The switchboard 
operators are trained to recognize 
the type of complaint and to im- 
mediately connect the customer to 
the Service Desk, where the service 
dispatchers talk to the customer 
and record the necessary informa- 
tion. If the condition warrants, a 
preliminary check of the voltage 
situation at the customer’s main 
switch and equipment will be mad 


& 


oe 


” 


time 
a nis ime by 


man, and correct 
possible. 

The information is forwarded 
Distri- 


bution Division office where a desig- 


immediately to the Electri: 


nated engineer will handle the 
ter. If the call is received 
hours, a written memorandum \ 
the necessary information is 
warded the’ next ‘egular working 
day to this office 

(B A commercial or Industria 
customer sometimes calls the In- 
dustrial Engineering and Utiliza- 
tion Department Sales 
ment) 


Depart- 
“contact” representativ: 
whom he knows, and this represent 
ative will get the story and relay it 
along to the electric distribution 
engineer. If there is reason to be- 
lieve that the trouble is wholly in 
the customer’s wiring, or involves 
overloaded equipment, or improper 
application, the complaint is given 


erp 8 
WME 


Figure 3—Graphic voltmeter installed on pole and being 
accurately calibrated with indicating voltmeter. 
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Figure 5 (Upper)—Installation of 
maximeters on 25 kva 7.6 kv unit. 
Figure 6 (Lower)—Three-element 
graphic voltmeter installation at 
load center of 1 kv feeder. 


Figure 4—Installation of graphic voltmeter and = maxi- 
meters on 37% kva 2400 volt transformers. 
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to a special team in the generai 
Engineering Department who work 
wholly within the customer’s prem- 
1ses. 

(C)—Call in person by custome: 
to main office. In this instance the 
information about the complaint is 
taken on the first floor of the build- 
ing at the application counter by a 
member of the Credit and Collec- 
tion Division, and immediately for- 
warded to the Electric Distribution 
Division as in (A) above. 

(D)—Calls may be reecived from 
the customer’s appliance service- 
man or from the dealer, rather 
than from the customer. These 
calls are handled as in (A) above. 

(E)—-A preliminary check by 
the general Engineering Depart- 
ment in (B) above may disclose 
voltage trouble from factors “‘out- 
side” the customer’s premises, in 
which case the request is made to 
the Electric Distribution Division 
to investigate the matter. 


Recording the information 


Information about the complaint 
is secured from the customer at the 
time of his call including: name, 
address, telephone number, nature 
of complaint, and any other perti- 
nent information. This is written 
down on a small form prepared for 
this purpose. 

An orderly procedure for hand- 
ling voltage complaints after re- 
ceipt is, of course, essential to pre- 
vent undue delays and mixups. A 
record of each complaint is, there- 
fore, made in a log by the assigned 
engineer in Electric Distribution. 

Information listed in this log in- 
cludes the name and address of the 
person complaining, dates the com- 
plaint was received and completed, 
the number of charts taken, tele- 
phone number of the complaintant, 
and the nature of the complaint. 

In the log, each complaint is num- 
bered serially from the first of the 
vear. Numbers of all complaints 
from customers on the “Overhead” 
system are preceded by the letter 
“O.” The prefix ‘“U” is used with 
complaints from customers served 
from the Underground system. 

This numbering information is 
useful for comparison purposes with 
preceding years to note trends in 
number of complaints up to a given 
period in the current year, and also 
serves for reference purposes. 

An individual file is made up in 
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simple form for each complaint, and 
consists of a letter-size manila 
folder in which is inserted the form 
mentioned containing the 
complaint information and _ also 
voltage charts after checks are 
made in the field, as well as mem- 
oranda of conversations with cus- 
tomer or dealer, or others con- 
cerned. This keeps all information 
about each complaint at hand for 
ready reference during telephone 
calls or for study to determine cor- 
rections necessary. 

As voltage charts are received, 
check marks are made in the log 
in a column headed “No. of Charts” 
and this is a quick reference for 
determining progress of investiga- 
tion. A “Date Completed” column 
is used to show that the complaint 
has been closed out. 


above 


Assignment to field men 

The complaint location is given 
to one of three (1-man crews) field 
voltage complaint men (four men 
during a few peak weeks this sum- 
mer). One of these men is normal- 
ly busy getting voltage charts on a 
regular schedule from load centers 
on the 4 kv and 13.2 kv distribution 
feeders for the purpose of checking 
regulation, but is also pressed into 
service for voltage complaint work, 
if required. 

The assignment of the complaint 
is by radio call if the urgency of 
the situation demands this action, 
in which case the investigation is 
started immediately, with priority 
over other complaints not deemed 
as urgent. Otherwise, the assign- 
ments are made when the field men 
report to the Electric Distribution 
Office each afternoon with the volt- 
age charts collected that day. 

Figure 1 shows one of the '%-ton 
service type trucks used for voltage 
complaint work by field man. Two- 
element and three-element weather- 
proof graphic voltmeters are used 
for the voltage checks and maxi- 
meters for transformer and larg 
service loading tests. 


Procedure for field check 

New Orleans Public Service, Inc., 
utilizes both the older 2.3/4 kv and 
the newer 7.6/13.2 kv circuits for 
distribution. Since all the 4 kv cir- 
cuits are equipped with individual 
voltage regulators while only a few 
of the 13.2 kv circuits are regulated, 
the procedure when determining 


the source of trouble from voltage 
complaints varies in some respects 
depending upon the type of circuit 
from which the customer receives 
his service. 

(a) Low voltage complaint on 
2.3/4 kv system. 

Field man proceeds to customer's 
service pole and installs recording 
voltmeter on pole, and then moves 
to transformer pole and installs re- 
cording voltmeter and also maxi- 
meters to determine transformer 
loading. At both locations an ex- 
amination is made of wire connec- 
tions to make certain that joints 
are tight and not corroded. 

Figure 2 shows voltage complaint 
man preparing to install graphic 
voltmeter at customer’s service pole. 
He makes one climb only, carrying 
his indicating voltmeter up on his 
belt. Graphic voltmeter is hauled 
up pole after reaching position, and 
is then supported in place with tem- 
porary nailing and a light rope tied 
around pole as shown in Figure 38. 

The installation of a graphic 
voltmeter and two maximeters (one 
for each phase leg) on the 2,400 
volt transformer is shown in Figure 
4. An overnight check on the trans- 
former loading combined with the 
voltage chart will usually give suf- 
ficient information concerning 
whether transformer size is ade- 
quate and primary regulation satis- 
factory. 

Should transformer voltage be 
found low, an indicating test is 
then made at load-center of primary 
circuit to which transformer is con- 
nected (each field man has 4 kv 
circuit area map for reference). 
This information is called back by 
radio to office, where it is immedi- 
ately determined if the regulation 
is normal, by further check with 
the power division operators, if 
necessary. 

(b) High 


2.3/4 kv system. 


voltage complaint on 


Recording voltmeter is installed 
at customer’s service pole, and if 
voltage is high at time of test, a 
test is also made at the trans- 
former, and at load-center of prim- 
ary circuit as in (a) above. A re- 
cording voltmeter and maximeters 
are not normally installed at the 
transformer in this instance. 

(c) Low voltage 
7.6/13.2 kv system. 

Field man installs recording volt- 

(Please turn to page 104) 
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SEASONS 
greet n qs 


Symbolized by the open door, 
Leviton expresses its gratitude to 


customers, friends, and suppliers— 
all of whom have helped make 
possible the ceaseless improvement of 
Leviton wiring devices and the 
steady growth of Leviton’s facilities 
and services. 

It is always good to greet a friend 
— and at this season of reflection 
and good will we wish the best to all 
our friends for all the coming year. 
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SEWA Industry Day =Dedicated to In 


dustry Co-operation 


This panel of experts representing electrical manufacturers, 
wholesalers, and contractors served at last year’s forum. 


Industry co-operation 


theme of SEWA meeting 


@ THE ANNUAL “Industry Day” 
Meeting of the Southeastern Elec- 
Wholesalers’ 
will bring together the branches 


trical Association 
of the electrical industry in the 
Southeast to discuss their mutual 
problems. Scheduled for January 
15-16, 1953, the meeting will be 
held at the Atlanta Biltmore 
Hotel, Atlanta, Ga. 

Recognizing the unusual inter- 
est and participation in the open 
forum features of previous “In- 
dustry Day” meetings, the officers 
of SEWA have arranged the 1953 
program to include a full day of 
panel discussions. These sessions 
will provide an opportunity for 
electrical manufac- 
turers, and wholesalers to discuss 
a wide range of problems affect- 
ing the entire industry. 

In order to facilitate discus- 
sions relating to specific electrical 
supplies and devices, the open 
forum discussion period has been 
divided into six each 


contractors, 


sessions, 
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dealing with a special category 
of electrical equipment. 

The six divisions, in the ordet 
in which they will be taken up at 
the Thursday meeting are: (1 
wiring de 
After 


sessions 


wire and cable; (2 
vices; and (3) and conduit 
lunch, the 


will cover (4 


discussions 

industrial and com 
mercial lighting; 5 switche 
panelboards, and motor controls; 


and (6) boxes, and fittings. 


Each discussion category will 
be presided over by a separate 
chairman, drawn from the mem- 
bership of the wholesalers’ asso- 
ciation. However, seated with the 
chairman at the speaker’s table 
will be two or three electrical 
manufacturers representing the 
type of equipment under discus- 
sion. 

In announcing this portion of 
the program, M. L. Tice,. execu- 
tive ice-president of SEWA, 
points out that any other elec- 
trical manufacturers, as well as 


electrical wholesalers, and _ elec- 
trical contractors, are cordially 
invited to partic ipate In the open 
forum discussions. 

The program for Friday morn- 
ng, January 16, will include sev- 
speakers drawn 


from leaders of the electrical in- 


eral featured 


try. 
The Southeastern Electrical 
Wholesalers’ Association was or- 
‘ in January, 1950, after 
much serious thought and consid- 
eration, by independent whole- 
salers from the states of Alabama, 
Florida, Georgia, North and South 
Carolina, and Tennessee. Today, 
although only three years old, its 
principal 
distributing 
southeastern 


membership includes 


electrical wholesale 
firms in these six 
states. 

With its membership limited to 
the Southeast, SEWA is able to 
special attention to the 
problems and requirements of this 


devote 


region. 
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CONTEMPORARY 
LIGHTING 


~ Pre-wired Unit 

OS Pat. No. 2561986 
US Pat. No. 2593513 
Other patents pending 


Dremovable access 
plates make wiring 


‘ @asy under al! 
INSTALLATION 5 Conditions 
> : @Pry-out knock-outs 
No. CFT-45-3 No. 1313—6630 (300W 960° wired unit 


Bexciusive 
Swing-way hinge 


No. AL-1 (25W Aisle Light) 


No. R-50 (2-25W) 
bigs AST 


{ : nd Illustrated are but a few 

of the many Prescolite 

, am contemporary fixtures— 

iF IT'S -o available in your choice 
hemi / of three metal finishes 

and eight decorator colors 

Write now for complete 

catalogs 


, oe) 
o> “- = A-1 Arch tectura\_ 
No. BK-11 Cay egg 


$-2 Swivel 


No. 60 (60W 


PREECE eat Tt 
2229 FOURTH STREET 
BERKELEY 2, CALIFORNIA 


AVAILABLE NATIONALLY 
Warehouse stocks at 
Philadelphia, Los Angeles 
and Berkeley 


Engineered Packaging 
permits stocking and 
re-shipping without 
opening and provides 
complete parts protection 
from factory-to-job 


SALES REPRESENTATIVES: ATLANTA, GA.—Charles L. Woodyard, 1181 Stewart Ave. S.W. - BALTIMORE, MD.—T. H. Bailey, Jr., 609 Garrett Bldg 
BOSTON 10, MASS.—John W. Fay, 176 Federal St. - CEDAR GROVE, NW. J.—P. M. Sales Co., 118 Sunrise Terrace - CHICAGO, ILLINOIS—Rudolph H. Soukop, 1585 
Merchandise Mart - CLEVELAND, OHIO—Cam Norton Company, 2725 Derbyshire Rd. - DALLAS, TEXAS—The John Hancock Company, 2921 Fairmount - DAYTON, 
OHIO0—Gary Roof, 221 Stockton - DENVER, COLO. "oe oe. Schumann, 814 Twelfth St. - DES MOINES, 1OWA—J.H. Hull, 1300-47th St. . DETROIT, MICH L.H 
Beck, Electric Sales Co., 141 W. Parkhurst Pi. - ERIE, —D. $. Pollock Co., 622 W. 9th St. ~ KANSAS CITY, MO.—Carl W. Thorsell, 1195 E. 77th St. 
KNOXVILLE, TENN.—Pitner’s Mfg. Rep., P. 0. Box 693 . tos ANGELES, CALIF.—De Ramus, Barney & Assoc., 125 S. SantaFe ~- MILWAUKEE, WISC.—Willis H. Murphy, 
4520 N. Woodruff St - NEW ORLEANS, LA.—E. J. Hagan, 3820 Louisiana Avenue - OKLAHOMA CITY, OKLA.—The Tom Fielder Company, 313 N. W. 4th St. 
OMAHA, NEBR.—Geo. C. Mittnauer & Assoc., 1112%2 Farnam St. - PHILADELPHIA, PA.—Bond & Kyack, 1817 Callowhill St. - RICHMOND, VA.—W. H. Lassiter, Jr., 
Crenshaw Bidg., 300 E. Main - SAN DIEGO, CALIF.—Calif.-Ariz. Sales Agency, 301 West 'G"' St. - SALT LAKE CITY, UTAH—). R Christenson, 247 E. 5th South 
SEATTLE, WASH.—Gleasons, 901 E. 45th S + —_$T. LOUIS, MO.—J. A. Noser, 3204 Bailey St + $T. PAUL, MINN.—Charies L. Schwab, 345 N. Wheeler St 


ST. PETERSBURG, FLA.—Frank McPherson, a17- 7th Ave., North . SYRACUSE, N. Y.—Fay-Sullivan, Inc., 1117 Cumberland Avenue . VANCOUVER, B. C.— 
J. S. Edwards, 1206 Hamilton St. 
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SEWA Industry 


Among its several aims and ob- 
jectives are the sincere desire to 
create closer industry relations 
between electrical wholesalers, 
electrical contractors, electrical 
manufacturers, the electric utili- 
ties, architects, and engineers; 
the promotion of ethical business 
procedure; the general improve- 
ment of methods of operation of 
the electrical wholesaling busi- 
ness; and the pledge on the part 
of each individual member to con- 
duct his business on the highest 
plane possible to the end that 
SEWA, as an association, will be 
held in high esteem by all. 

Attendance at SEWA “Industry 
Day” meetings has grown consid- 
erably and the 1953 meeting is 
expected to attract between 200 
and 250 members and guests. 
Many electrical manufacturers 
have stated that they consider at- 
tendance at these SEWA “Indus- 
try Day” meetings most impor- 
tant. They welcome the oppor- 
tunity to further the high aims 
and objectives of SEWA, by at- 
tending and participating in the 
programs. 

The Southeastern Electrical 
Wholesalers Association is headed 


M. L. (Tiny) Tice 
Mr. Tice has been identified with 
the electrical industry of the South- 
east for a period of many years. He 
has served as the executive secre- 
tary of the Southeastern Electrical 
Wholesalers’ Association since its 
organization. Recently his official 
title was changed from managing 
director to executive vice-president. 
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Day= 


Dedicated to Ind ustry Co-operation 


Program—SEWA Industry Day Meeting 


Atlanta Biltmore Hotel—January 15, 1953 


Address of Welcome 


J. B. Carson, President, SEWA 


Industry Panel Discussion 
Wire and Cable 


B. F. Buchan (Presiding) 
Southern States Supply Co., 
Charlotte, N. C. 

Fred Marks 
Sales Manager, Rome Cable 
Corp., Rome, N. Y. 

Car] S. Menger 
Vice-President, Triangle 
Conduit and Cable Co., New 
Brunswick, N. J. 


Wiring Devices 

y (Presiding) 
Ramsey Electric Supply Co., 
Chattanooga, Tenn. 

Harold Hey 
Sales Manager, Bryant Elec 
tric Co., Bridgeport, Conn 

C. L. Nicholson II 


Paul Ramsey 


Sales Manager, Pass and Sey- 


mour Co., Inc., Syracuse, N. Y 


Conduit 

nS. Weil (Presiding) 
Mayer Electric Supply Co., 
Inc., Birmingham, Ala. 

. C. Bennett, Jr. 
Vice-President, National 
Electric Priducts Corp., 
Pittsburgh, Pa 
R. Coward 
Sales Manager, Electrical 
Division, Republic Steel 
Corp., Cleveland, Ohio 


Industrial-Commercial Lighting 
J. J. Perry, Sr. (Presiding) 
The Electric Supply Co., 
Atlanta, Georgia 
J. Horton Fall III 
Vice-President, Benjamin Ele 
tric and 
Chicago, Ill. 


this year by President J. B. Car- 
son, Kingsport Electric Co., Kings- 
port, Tenn. Other officers include 
vice-president, Paul Ramsey, 


Ramsey Electric Supply Co., Chat- 


tanooga, Tenn.; treasurer, Fred 
H. Dendy, Sr., Electrical Whole- 
Inc., Atlanta, Ga.; and 
executive vice-president, M. L. 


salers, 


Manufacturing Co., 


James F. Whitehead, Jr. 
Sales Manager, Day-Brite Light 
ing Inc., St. Louis, Mo. 


Panelboards, Switches and 


Motor Controls 


James A. Meier (Presiding) 
Florida Electric Supply, Inc., 
Tampa, Fla. 

A. G. Bosanko 
President, Walker 
Co., Atlanta, Georgia. 
A. Rauch 
Division Manager, Distributor 
Sales, Cutler-Hammer Inc., 
Milwaukee, Wis. 


Electrical 


. H. McClure 
Sales Manager, The Clark Con- 
troller Co., Cleveland, Ohio 


Boxes and Fittings 


R. S. McDonald (Presideng) 
McDonald Electric Co., Inc., 
Miami, Fla. 

Frank W Wehrheim 
Sales Manager, Appleton Elec 
tric Co., Chicago, Ill 

Edward C. Hewitt 
General Sales Manager, Thomas 
and Betts, Inc., Elizabeth, N. J 


Atlanta Biltmore Hotel 
January 16, 1953 
The Friday 
ing will feature addresses by sey 
eral leaders in t 
dustry, including 
F. H. Roby 
Vice-President 
Detroit, Mich 


session of the meet 


electrical in 


Square D Co., 


George B. Roscoe 
Editor, Qualified Cont 
Washington, D. ¢ 

Arthur W. Hopper 
Editor, Electrical Wholesalin: 
New York, New York 


Tice, at SEWA’s headquarters in 
Atlanta. 

Serving on the Board of Gov- 
ernors are Cecil J. Matthews, Mat- 
thews Electric Supply Co., Bir- 
mingham, Ala.; Milton O. Hollis, 
Raybro Electric Supplies, Inc., 
Tampa, Fla.; B. L. McGowan, Mc- 
Gowan Electric Supply Co., Talla- 
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A LIGHTING FIXTURE /or 


Every Commercial and Industrial Use 











LITHONIA 














JOHN DEERE 
HARVESTER 
WORKS 


Typical Lithonia in- 
stallation of over 
3,000 Industrial 2-85 
watt R.L.M. Type 
series. 








LITHONIA 














Typical COMMERCIAL 
INSTALLATION by LITHONIA 


Equipped with Lithonia 
Aristocrat de luxe series. 
Over 3,000 units installed 
in this building. 


ij A s 











= LITHONIA 























Top Quality—acceptable to the largest and 
most critical users in America. . . 


“SOLD THROUGH BETTER DISTRIBUTORS 


Our Complete New 1953 Catalog is ready—Write for your copy 








Lithonia Lighting Products Co., Lithonia, Georgia 
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SEWA Industry 


hassee, Fla.; J. E. Thompson, 
Thompson-Wilson Co., Atlanta; B. 
F. Buchan, Southern States Sup- 
ply Co., Charlotte, N. C.; John W. 
Shealy, Shealy Electrical Whole- 
salers, Greenville, S. C.; and H. 
D. Roden, Roden Electric Supply 
Co., Knoxville, Tenn. 

Following are brief biographi- 
cal sketches of the principal offi- 
cers and members of the Board 
of Governors. 


J. B. Carson 


President 


Mr. Carson has been connected 
with the electric industry since 
1914, when at the age of 17, he 
became an electrician’s helper in 
Knoxville, Tenn. 

He served in the U. S. Navy in 
World War I, receiving his dis- 
charge with a Chief Petty Officer’s 
rating. After the war, he spent 
some time in California and Mex- 
ico with Standard Oil Company. 
Later he Knoxville, 
and worked in the electrical con- 


returned to 


tracting and wholesaling fields. 

In 1927, Mr. Carson moved to 
Kingsport, Tenn. He became as- 
sociated with the Kingsport Elec- 
tric Co., Inc., wholesale electrical 
suppliers, and now serves as presi- 
dent. 
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Paul Ramsey 


Vice-President 


Mr. Ramsey first entered the 
1911, with 
Western Electric Co., in Atlanta 
Ga. In 1918, he joined the South 
ern Electrical Supply Co., also in 


electrical business in 


Atlanta. He became associated with 
the Arrow Electric Co., of Hart- 
ford, in 1923, and later was made 
southern manager for that com- 
pany. From 1930 to 1940, Mr. 
Ramsey was with H. H. Electric 
Company. 

In 1940, Mr. Ramsey and Arthur 
Stokes founded Stokes, Ramsey 
Electric Co., in Chattanooga, Tenn 
Two years later, Mr. Ramsey pur- 
chased Mr. Stokes’ interest in the 
business and changed the name to 
Ramsey Electric Supply Company. 


F. H. Dendy 


Treasurer 
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Mr. Dendy began his electrical 
career with Carter Electric Co., of 
Atlanta, in 1917. 
World War - he 


company as credit 


After serving in 

returned to the 
manager, and 

later became secretary-treasurer. 

When the General Electric Sup- 
ply Corporation purchased Carter 
Electric, in 1927, Mr. Dendy re- 
mained with the company as divi- 
sion auditor until 1931. He re- 
entered the electrical trade in 1933 
in Atlanta, with the Economy Elec- 
tric Supply Company, and later was 
made vice-president. 

In February, 1937, he resigned 
from the Economy company to or- 
ganize Electrical Wholesalers, Inc., 
of Atlanta, of which he is now 
president. 

Mr. Denby attended W. R. Smith 
Business 


University in Lexing- 


ton, Ky 


Milton O. (Holly) Hollis 


Board of Governors 


Mr. Hollis has 
with 


been associated 
Electric Supplies, 
Inc., of Tampa, since 1931, when he 


Raybro 


joined the company as an office 
clerk. He progressed rapidly, ad- 
vancing to the position of secre- 
tary-treasurer in 1941, the position 
he now holds. 

He was born and reared in At- 
lanta, Ga., attended Tech High 
School and the Georgia Institute of 
Technology. After leaving Georgia 
Tech, he was employed by the 
South East Joslyn Company until 
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zade? 


Shipwrecked on a strange island, the unfortu- 
nate sailor came upon a weak old man. Moved 
by compassion, Sinbad took the feeble fellow on 
his back, carried him over the brook, gathered 
fruit and fed him. But when Sinbad asked him 
to get down, the old man refused, wrapping his 
legs about his neck, almost strangling him. 


The sailor fainted and fell down, yet the old 
man clung ever closer. He rained blows on Sin- 
bad, driving him about without rest, to pick fruit 
and do his pleasure. This went on and on, until 
the desperate sailor made wine from wild grapes 
to appease his own plight. One day noting Sin- 
bad’s pleasure, the old man snatched a gourd of 


eS 
P = VV . 
= ——y 


Sailor Beware! The Old Man of The Sea! 


HO has not read of Sinbad, as told in the 
Arabian Nights by glamorous Schehera- 


wine and gulped it down. Completely drunk, he 
loosened his grip and Sinbad threw him off. 
Saved by a passing ship, his rescuers said, ‘““You 
are the first ever to escape strangling by the Old 
Man of the Sea”’. 


Dating back hundreds of years, the Old Man 
is an allusion familiar to everyone. He is a warn- 
ing figure today. Our nation, surviving the storms 
of two world wars, wanders down strange ways. 
With kindly intent and glorying in its own 
strength, America is tempted to shoulder the Old 
World and its age-worn problems. But weak and 
feeble as the Old World appears to be, let us be- 
ware! How easy to assume a burden which would 
quickly exhaust our strength, strangle us as a 
nation, and in the end leave the world as weak 
and exhausted as it was before our foolish under- 
taking! 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 


Export Offices--500 Fifth Avenue, New York 
MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS - SHEETS - PLATES, 
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he moved to Tampa in 1931 to join 
Raybro. 

Mr. Hollis is active in Tampa 
civic affairs, engineering societies, 
and trade groups. He has served 
on the Board of Governors and the 
Executive Board of the National 
Association of Electrical Distribu- 
tors. 


J. E. (Jimmy) Thompson 
Board of Governors 
Following his attendance at the 
University of Missouri, Mr. Thomp- 
son served in various capacities 


with the Georgia Power Company, 
in Atlanta, until 1939. At that 
time, he became associated with 
Graybar Electric Company, _re- 
maining there until 1945. 

In 1945 Mr. Thompson and H. L. 
Wilson, Jr., organized the electri- 
cal wholesale firm, Thompson-Wil- 
son Co., located in Atlanta. 


J. W. Shealy 


Board of Governors 


Mr. Shealy founded Shealy Elec- 
trical Wholesalers, Inc., of Green- 
ville, S. C., in 1945, after many 
years experience in the electrical 
industry. 

After he was graduated from the 
University of Alabama, he went to 
work for Russell Manufacturing 
Co., manufacturers of textile prod- 
ucts. Later he became associated 
with the Economy Fuse Co., of 
Chicago, and traveled the Carolinas 
with headquarters in Charlotte, 
N. C. From 1936 to 1939 he rep- 
resented the old Hygrade-Sylvania 
Corp., and sold light bulbs for them 
in North and South Carolina, Ten- 
nessee, Alabama, Mississippi, and 
parts of Florida and Louisiana 
He joined Graves Electric Supply 
Co., of Greenville, in 1939 and con- 
tinued with that firm until 1945, 
when he opened his own electrical 
wholesale business in Greenville. 


H. D. Roden 

Board of Governors 
Mr. Roden began his career in 
the electrical industry with the 
Supply Department of the Western 
Electric Co., of Richmond, Va., in 
1919, after graduating from Vir- 
ginia Polytechnic Institute. Sub- 
sequently, he has held positions 
with Southern Electric Co., in Bal- 
timore, Gilham Electric Co., of At- 
lanta, Westinghouse Electric Sup- 
ply Corp., and was for four years 
manager of the Electrical Depart- 
ment of the Columbus Iron Works, 

in Columbus, Ga. 

Mr. Roden has been president of 


the Roden Electric Supply Co., of 
Knoxville, Tenn., since it was es- 
tablished in 1936. 


B. F. Buchan 
Board of Governors 

After receiving his degree in 
electrical engineering from the 
University of Illinois, Mr. Buchan 
was employed by the Standard Oil 
Co., as a survey man with REA, 
and by Sinclair Refining Co., be- 
fore actively joining the electrical 
industry in 1935. At that time, he 
joined the Square D Co., of Detroit, 
Mich. He opened that company’s 
first office in Charlotte, N. C., in 
1936, where he remained until 1945. 

From 1945 until he formed the 
southern States Supply Co., in 
1950, Mr. Buchan 
served as district manager for the 
states of Va., North and South 
Carolina, Ga., Ala., and Tenn., for 
Triangle Conduit and Cable Co. 

His company, Southern States 
Supply, purchased the stock of the 
former Electric Supply and Fixture 
Company, in Charlotte, and had its 
formal opening on January 8, 1951. 


Charlotte in 


Cecil J. Matthews 

Board of Governors 
A native of Mount Pleasant, 
Tenn., Mr. Matthews has been a 
resident of Birmingham, Ala., since 
he was six years of age. He at- 
tended Birmingham public schools 
and Howard College. He recalls 
that his first work after leaving 
school was for his father and an 
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GET EXTRA PROFITS 





From the Complete Line of 
Sylvania Lighting Products 


Handy 4-PACK...a 
colorful sales booster that 
really means extra busi- 
ness. Sells 4 Sylvania 
bulbs instead of only one. 








Standard Fluorescent Lamps 
for every need. The lamps that 
last far longer, give far more 
light than ever before! 














Sylvania Birdseye Reflector 
Lamps for store window dis- 
plays and industrial lighting. 
Built-in reflectors never get 


dull! 














Colored Incandescent Lamps 
for a wide variety of decorative 
applications including theatres, 
other display purposes. 




















Incandescent Bulbs of the 
highest quality for every re- 
quirement. For home, store, 
office and plant lighting! 


Instant Start Slimline Fluo- 
rescent Lamps that combine a 
maximum maintained light 
output throughout life with a 
minimum of surface brightness. 


Fluorescent Starters, the fin- 
est made, for wherever fluo- 
rescent fixtures are used. 


Infra-Red Heat Lamps for re- 
sale in drug stores for hair and 
nail-polish drying, muscular 
aches and pains. Useful for 
quick drying of lingerie, paint! 


Sylvania Industrial and Commercial Fluores- 
cent Fixtures are available in a wide variety of 
types, sizes, finishes and special features. Built 
around an improved basic design for efficiency, 





SYLVANIA* 


Sylvania Electric Products Inc. 


greatest economy and highest quality. 








Atlanta, Ga., Office 
660 Murphy Ave., S.W. 


es 
Alexandria, Va., Office 
2520 Oakville Street 








FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST EQUIPMENT: PHOTOLAMPS; TELEVISION SETS 
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Cecil D. Matthews 


uncle and that “it was dirty work 
capacity.” How 
ever, he switched to the electrical 
business which he found a little 
cleaner and considerably harder and 
has remained in the industry for 


the past 24 years. 


in some awful 


Today, he is 
Matthews Electrix 
of Birmingham. 


president of 
Supply Co., 


B. L. McGowan 


Board of Governors 

While attending high school in 
Jacksonville, Florida, Mr. McGowan 
began his career in the electrical 
business. At that time, and for the 
following 12 years he was employed 
by the old Florida Electric Supply 
Co., and their successor, the Gen- 
eral Electric Supply Corp., in Jack- 
sonville, Tampa, and Miami. 

Later Mr. McGowan spent two 


years in an electric motor repair 
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shop, but returned to the whole- 
sale end of the business in 1935. 
For the next seven years he was 
with the Electric Supply Co., of 
Tampa. Then, until 1945, he was 
employed by Butt’s Electrical Sup- 
ply Co., in Charleston, S. C. 

Upon leaving Butt’s, Mr. McGowan 


became the principal stockholder 
and president of the McGowan 
Electric Supply Co., in Tallahas- 
see, Fla., incorporated in January, 
1946. In 1951, he acquired the in- 
terests of other stockholders, and 
dissolved the corporation. He con- 
tinues to operate this firm. 





Electrical Wholesaling 


in the 


® THE WHOLESALERS’ place in the 
electrical industry’s scheme of dis- 
tribution is well established, but 
periodically the question is raised 
as to whether or not the electrical 
wholesaler is a really essential link 
in the chain of distribution of elec 
trical supplies and appliances from 
the manufacturer to the ultimate 
user. 

Sometimes the question is raised 
by amateur economists; sometimes 
by government agency purchasing 
departments; and occasionally a 
manufacturer may think it feasible 
to assume the wholesale function 
along with that of the manufac- 
turer’s in order to obtain a larger 
share of the ultimate user’s dollar 
Generally, the economic laws of 
supply and demand, made effective 
by the competition that develops in 
our “free economy,” have provided 
the answer. 


Malti-billion business 

The definiteness of the answer is 
to be found in the size of the 
wholesale business. Not in the 
electrical industry alone but in 
nearly all lines the wholesale method 
of distribution has proved to be an 
efficient system: it has accom- 
plished the necessary distribution 
at the lowest practical cost The 
wholesale method has met success- 
fully the test of aggressive com- 
petition of chain stores and mail 


order houses. The total volume of 


Nouth 


wholesale business in 1948, accord- 
ing to the U. S. Census of Business, 
was 190.5 billion dollars, as com- 
pared to 55 billion dollars in 1939, 
and 43 billion dollars in 1935. The 
Census indicates that the 1948 vol- 
ime of 
244,000 


employing 2,463,000 employees hav- 


business was handled by 
wholesale establishments, 
ing an annual payroll of $8,310,- 
000,000, and having a year-end in- 
ventory of $10,329,000,000. 


Merchant wholesalers 
An important segment of the 
wholesale business is carried on by 
what the Census of Business labels 
as “merchant” wholesalers. The 
figures above for the total whole- 
sale volume include the sales made 
by agents and brokers, assemblers, 
petroleum bulk stations, and manu- 
branches, all of 
which perform wholesale functions. 


facturers’ sales 
The sales volume of the “‘merchant” 
wholesalers alone in 1948 amounted 
to 80 billion dollars, while the total 
of all retail sales amounted to ap- 
proximately 130 billion dollars. De- 
ducting from the retail sales the 28 
billion dollars of 
chain and mail order stores, we find 


sales made by 


that the relationship of the re- 
maining 102 billion dollars of re- 
tail sales to the 80 billion dollars 
of wholesalers’ sales is such as 
would indicate that the largest part 
of the merchandise sold by inde- 
pendent retailers was obtained from 
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SERVICE TAP 


hotter from every angle 





The O.Z. Service Tap is cast of high strength 
copper alloy particularly suited for 
heavy-duty service connections. Two standard 


ys 


hex head cap screws exert high clamping pressure for 
low resistance connections. O.Z. bonus features guarantee 
service and satisfaction. And remember— 

O.Z. costs no more! 

Available in sizes from #2 to 1000Mcm (Main) 

+10 to 1000Mcm (Tap). Can be furnished 

with spacer if desired for separating individual 


conductors. Will take two maximum size cables 
Buy 0. Zz. and you'll see or one maximum and one smaller size. 
° Excellent for dead-ending wires. 
why Engineers say, 
"They're OK if they're 0.2." 


CONDUIT FITTINGS 
ELECTRICAL casie TERMINATORS 


CAST IRON BOXES 
ee ACT ORIG coi DERLESs CONNECTORS 


COMPANY,.INC. POWER CONNECTORS 
GROUNDING DEVICES 


262 BOND STREET - BROOKLYN 2,N Y 
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wholesalers—or at least at prices 
which included the customary cost 
of the wholesaler’s function. 

Among the merchant wholesalers 
are those specializing in electrical 
goods. The Census of Business 
classifies these into three groups: 
electrical merchandise (general 
line) wholesalers; electrical wiring 
supplies and equipment distribu- 
tors; and the electrical appliances 
and specialties wholesalers. 

The 1948 sales volume of these 
three classes of wholesalers totaled 
$4,424,566,000. The number of in- 
dividual establishments handling 
this total volume was 5,443. These 
sales represented a tremendous in- 
crease over the sales volume indi- 
cated by the 1939 Census of Busi- 
ness, when 3,072 electrical goods 
wholesalers had sales totaling 
$788,024,000. 

Not only do wholesalers appear 
to be well established as an es- 
sential link in the chain of distribu- 
tion, but the electrical goods whole- 
salers have established themselves 
as the proper source of such items 
as wiring supplies and electrical 
construction materials. Of the 
total volume of such supplies pass- 
ing through wholesalers, approxi- 
mately 90 per cent was sold by 
electrical goods wholesalers. The 
largest other single factor in the 
trade is the hardware wholesale 
business which accounted for from 
3 to 4 per cent of the total volume 
of wiring supplies and construction 
materials handled by wholesalers. 


The wholesalers® story 

Even though the electrical goods 
wholesalers are well established as 
an essential link in the chain of 
distribution, their story needs to 
be told from time to time both to 
the customers of the wholesalers 
and the manufacturer suppliers 
Even wholesalers can benefit by re- 
viewing the essential services in- 
cluded in the wholesale function. 

Perhaps the most important func- 
tion of the wholesaler is his or- 
ganization to buy standard prod- 
ucts in large quantities and to sell 
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them in small quantities as needed 
by individual contractor customers. 
The nature of mass production is 
such that manufacturers can pro- 
duce most economically when they 
can produce and make shipment in 
relatively large volume. Yet the 
average electrical contractor cus- 
tomer requires most supplies in 
small volume. In addition, the con- 
tractor customer generally needs 
his supplies on short notice, mak- 
ing it essential that the wholesaler 
carry adequate stocks of standard 
products. 

The wholesaler serves to reduce 
tremendously the number of trans- 
actions that would otherwsie be re- 
quired if contractors were to order 
all of their electrical supplies di- 
rect from the manufacturers. As- 
sume that 500 electrical contrac- 
tors each needed supplies from 100 
different manufacturers. If a 
wholesaler handles the purchases 
in volume and resells to the indi- 
vidual contractors, only 600 trans- 
actions are involved—100 purchases 
and 500 sales. On the other hand, 
if the contractors were to buy di- 
rect the number of transactions 
would be increased to 50,000! 

Summarizing this phase of the 
wholesalers’ function: he keeps in 
touch with the many manufac- 
turers of electrical supplies, near 
and far; he orders in standard 
quantities, paying 
charges; he 
storage 


transportation 
provides 
arranged for economical 
handling; he fills orders of his cus- 
tomers, assembling small quantities 
of various items desired in a single 
shipment to meet the customers cur- 
rent needs; he extends credit to his 
customers as needed—some times 
as long as 90 days; he maintains 
the clerical force required to han- 
dle all of the necessary records, 
billings, and collections; and of 
course, inevitably, he maintains an 
adjustment department that settles 
claims, accepts returned goods, etc. 

Aside from the routine described 
above, the wholesaler has another 
most important function—impor- 
tant to customer and supplier alike 


necessary 


selling! To properly fulfill this 
function, he maintains a crew of 
trained salesmen who help the 
manufacturer by moving his prod- 
ucts, selling over competitors, but 
the customer is served also by these 
salesmen who know the products 
used in the electrical trade and how 
to apply them. His sales helps in- 
clude catalogs and sheets, 
and other forms of advertising such 


price 


as circulars, direct mail, and local 
advertising. 


Plus-value services 


Many electrical goods whole- 
salers are rendering a service to 
the electrical trade over and above 
that which would be sufficient to 
justify their place in the industry. 
In a recent survey of southern 
and southwestern electrical whole- 
salers, a large number _ reported 
such plus-value services as co-op- 
erative creative selling by employ- 
ing lighting engineers, industrial 
engineers, and other such special- 
ists to work with electrical contrac- 
tors; maintenance of attractive 
lighting fixture rooms to 
which contractors can bring their 
customers for fixture selection; 
rendering of assistance to electri- 
cal contractors in preparing mate- 
rial lists and estimates. 


show 


For appliance dealer customers, 
electrical wholesalers are assisting 
them in the training of retail sales- 
men, furnishing home economists 
and special promotion assistance, 
handling appliance and TV service 
for dealers, helping dealers train 
servicemen and raise the service 
standards of the trade, and helping 
dealers meet chain store competi- 
tion with a practical trade-in policy. 

As in other types of business, 
the success of a few substantial 
electrical goods wholesalers’ will 
tend to attract others into the field 
who seek quick profits ,without 
rendering complete service. If the 
legitimate wholesalers tell their 
story to the trade, the economic 
laws of our competitive economy 
will deal properly with these fly-by- 
night firms. 
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school-lighting 
dollars 
buy more with 


the new alle 
LEXINGTON 


EASY, QUICK ECONOMICAL EXTREMELY 
INSTALLATION MAINTENANCE LOW BRIGHTNESS 





























You get CLASSROOM LIGHTING of extremely low brightness, 
with high efficiency — improved lighting performance — at L. O. C.* 


You get EASY, QUICK INSTALLATION: completely-wired 8’ chan- 
nel — fewer parts to handle — fewer supports from ceiling — sliding clamp 
hanger grips flanged top, to simplify mounting 

You get ECONOMICAL MAINTENANCE: the LEXINGTON can 
be relamped 3 ways from one ladder position — (top, sides and bottom 
on most models) 

You get LONG, USEFUL LIFE: extremely strong, rigid shielding 
assembly with cross baffles and side rails made from one piece of steel — 
steel rust-protected by 5-stage Bonderite process — hot sprayed, high 
baked white enamel long-life finish. 


You get MORE VALUE FOR YOUR LIGHTING DOLLARS. 


Write for Miller LEXINGTON and L. O. C. folder. Miller field engineers 
and distributors are conveniently located for nation-wide service. 


THE » * COMPANY wceiorn. conn 


* 
Low Overall Cost SINCE 1844 


Field Sales Engineers: 41. Connell, 132 Heatherdown Rd., Decatur, Ga. © C. H. Phillips, 212 West Newlyn St., Greensboro, H.C. © J. W. Fowler, 2709 Live Oak Drive, 
Nashville, Tenn. © C. Maddox, 2700 Connecticut Ave., W.W., Washington, D. C. 
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The contractor point of view... 





The green pasture complex 


@ WuHy will a cow, mule, or horse, 
stand close to a barbed wire fence, 
in knee deep grass, clover or other 
food, and stick its head through the 
fence, reaching to the furthest 
point for a mouthful of grass or 
grain and stand a good chance of 
getting it’s throat cut? 

I have wondered many times, for 
I have seen this take place so often, 
that it seems to have become a pat- 
tern of life with them. In my more 
mature years and in business life, 
I have been noticing that this trait 
is not confined to the four legged 
animals. I see it taking place year 
in and year out in business life. One 
type of business will attempt to 
break into another field with no ex- 
perience, and usually very little ex- 
cuse for making the attempt. Is it 
greed, ambition, unusual energy, 
or plain cussedness? 

Let’s consider the electrical in- 
First, what is it? I think 
it is the most important industry 


dustry. 


in the greatest industrial country 
in the world. It is expanding more 
rapidly, and has prospects for 
greater expansion, than any other 
industry that I know of, among the 
larger industries. 

Its generating capacity at the 
end of 1951 was around 90 million 
kilowatts with programs set up for 
140 million by 1956 according to re- 
cent reports. At the 
placement cost, our 


present re- 
present gen- 
worth 
eighteen billion dollars—whatever 
that is. Plans are to double the 
present capacity every ten years, 
which would bring into being an- 
other eighteen billion by 1961 


erating capacity is about 


utilities spending nearly two bil- 
lion per year. 
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the electrical industry. 








D. B. Clayton, Sr., president of the National Elec- 
trical Contractors’ Association, reviews the elec- 
trical contractor-wholesaler relationship, and the 


classic problems involving these two branches of 








What happens to this generating 
capacity after it is installed? Con- 
sumers buy its energy as fast as it 
is available. 

This past year of 1952 will set a 
record for electrical construction, 
beyond the property of the utilities. 
Electrical contractors, of whom we 
have a record of some eleven thou- 
sand in this country, handled some 
two billion dollars worth of elec- 
trical construction, and industrial 
and commercial owners handled a 
rather substantial amount, just how 
much we have no record of. 


The contractor's function 


The energy generated by the 
utilities cannot be used until it is 
applied at the motor or other cur- 
rent consuming device of the owner 
Who gets it to that 
machine? The electrical contractor 
He takes the plans 


or consumer. 


in most cases. 
and specifications, usually, that are 
prepared by the architect or elec- 
trical engineer as the case may be; 
he designs his distribution system 
from them; he purchases materials 
from the jobbers or distributors, 
who assemble the products of vari- 
ous manufacturers, of the correct 
type, the proper amount, for de- 


livery at the correct place and time; 
he secures the proper type of work- 
men, in the proper number at the 
proper time, to assemble and in- 
stall the materials in the best and 
most economical manner; and he, 
as a result of his experience, and 
properly maintained organization 
gives the owner, his client, the best 
distribution system obtainable un- 
der the circumstances, and guaran- 
tees it, something no one else in the 
industry can do. 

But I am afraid we got going too 
fast there, and describing 
Utopia. Unfortunately it does not 
always happen just that way. Too 
many members of the industry get 
complex, 


were 


the “greener pastures” 
thinking perhaps to gain a selfish 
advantage for They 


yet the idea that they are a little 


themselves. 


smarter than the other boys—one 
of the worst ideas anyone can come 
up with—and proceed to “Stick 
their neck out” and through the 
“barbed wire fence,” and they can’t 
understand why they get “their 
throats cut.” 

The manufacturer, for example 
decides that on a particularly nice 
job, there is no reason to cut the 
jobber in and by cutting him out, 
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In recent months the tens of thousands of miles of Bell 
System intercity private line services for power, pipe 
line and railroad companies were on the job 99.79 
per cent of the time. 

This high degree of reliability is made possible by 
a large force of trained specialists in the field. These 
men are on the job 24 hours a day, 365 days a year. 
When there is an interruption in service, they move in 


rapidly to restore it. 
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PRIVATE-LINE TELEPHONE TELETYPEWRITER 


MOBILE TELEPHONE 


Dependable 


Communications 


—by the 
System 


In most cases, they can quickly set up alternate 
routings in emergencies because of the Bell System's 
nationwide network of wire, cable and microwave. 


For good. dependable communications get in touch with 
your nearest Bell Telephone Company representative. H: 
will be glad to study your communications problems and 
requirements without charge and recommend service that 


will meet all of your needs. 


A) 
eB 
BELL TELEPHONE 


METERING CHANNELS SYSTEM 








they will have a better price which, 
coupled with their “superior sales- 
manship’”—meaning “sharp pencil” 
will enable them to get a 
big order, and maybe a pat on the 
back from the sales manager. 
This is a mistake, the 
manufacturer fails to realize that 
it takes a few of the nice orders for 


to you 


because 


the jobber to be able to continually 
and thoroughly cover the territory, 
where often he may come up with 
an insufficient number of locknuts 
and bushings to pay for the gas he 
used that day in calling on the cus- 
tomers. The manufacturer will say 
that the jobber did no selling, but 
simply contacted the factory for all 
the information and then sent the 
order to be shipped. Well, what's 
wrong with that? The manufac- 
turers’ salesmen will do just that 
same thing, and by letting the job- 
ber in on the deal he is simply 
multiplying his force, 
giving better service to the 
tomers 


sales and 
cus- 
something they are going 
to have to do again one of these 
days soon. 


Contractors not all blameless 

Manufacturers are not 
this selfishness. Contractors at 
times get the that they will 
bypass the jobber, and for the same 


alone in 
idea 


reasons advanced by the manufac- 
turers. They think it nice to place 
their large orders direct, with some 
manufacturer, who perhaps has no 
jobbing outlet, and therefore feels 
justified in giving the contracto 
the jobbers’ price. Such contractors 
still expect the jobbers to be over- 
joyed to take care of the many 
small items that they need, espe- 
cially if it is something out of the 
ordinary. 

The fails to realize 
that a real service is rendered by 
the jobbers who assemble a multi- 
tude of items from different manu- 
facturers, in order that the 
tractor can get his entire needs, 
perhaps, from one jobber, though 
the products of a number of manu- 
facturers may be involved. If he 
had to go to the manufacturers, it 
would probably mean that he would 
never get the prices to figure a job 


contractor 


con- 
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and, after getting it, would have 
to place orders with several dozen 
concerns. The jobber has his good 
points, though he sometimes allows 
them to get a little dull, and then 
of course his troubles are of his 
own making. 
The jobbers at times 

often—try to the 


practices described above, 


much too 
follow unsound 
and of 
course get themselves into trouble. 
Contractors themselves have enough 
trouble training estimaters, yet a 
jobber’s salesman will proceed to 
take off a bill of materials at times 
on work that he knows nothing 
about installing. or even how it is 
installed, and then, the 
practice that he bemoans in the 
manufacturer, will proceed to try 


following 


to sell direct to the owner, and all 
too often succeeds; with neither he 
the knowing 
the materials are correct until the 
finished the job, or 
until the owners maintenance crew 
nearly completes it, which is about 
as far as they ever get with it. 
The jobber, 


nor owner whether 


contractor 


of course, has 
eral theories when he sells around 
the contractor. If he can get the 
order from the owner, he figures 
his He no 
in the work, and 
about which con- 
He is afraid that 
if he lets it go its normal course, 


sev- 


worries are over. has 
further interest 
cares nothing 


tractor gets it. 


and the contractor buys, that he 
may not be able to sell the con- 
tractor either because his credit is 
ne good, or because he is normally 
a customer of some other jobber. 


Then, too, the owner may be a 


friend of the jobber salesman or 
his company, and it appears nice to 
assist him by giving him a better 
price than that to which he is en- 
titled. The jobbers know what the 
reasons and also know that 
most of them are unsound from the 
standpoint of the industry and its 
Each member of the 
industry has his definite place in 
it, and that place should be respect- 
and protected by the other 
branches. Each has a very sound 
part to take for the benefit of the 
one that no other 


are, 


customers. 


ed 


customers, and 
branch can fill. 


SEWA Industry Day=Dedicated to Industry Co-operation 


The electrical contractors are fast 
coming to realize that business de- 
velopment is a very important part 
of their business programs, if they 
expect to develop into high type 
business organizations, capable of 
taking their respective place in a 
vitally important industry which is 
growing continually. 


National ad campaign 
A program has been developed 
by the National Electrical Contrac- 
tors Association, which was 
thusiastically the 
cent anual convention, and calls for 
a national 


en- 
accepted at re- 
advertising program, 
and the tie in of the local chapters 
to show the industry that we pro- 
pose to take our proper place in 
business development; and to take 
all available steps in training our 
members so that no branch of the 
electrical construction of this coun- 
try will lack competent contractors 
to take care of it. 

We 


who 


electrical 
trained 


want contractors 


have organizations, 
and we have provided the training 
that these organizations will need. 
Their acceptance of these training 
far, 


desire to set 


indicated 
their 
in order as quickly as possible, and 
it certainly that 
members of industry 


courses, so has an 


earnest houses 
other 
should 


appears 
the 
to help bring about a 
that will the 
electrical construction industry and 
all of its 
no producer of an 
easy conscience, nor does it aid the 


bank account much in the long run. 


try condi- 


tion benefit entire 


consequently, branches. 


Selfishness is 


It makes enemies, and one enemy 
do ten 
friends can undo. 


can you more harm than 

It seems sound to say that job- 
bers among others should con- 
their activities to their 
pasture, and not try to reach the 
other fellow’s oats by the sticking 
out of necks, especially where they 
hurt another and probably will 
place themselves in position to have 
a few cuts inflicted. 

The jobbers have a most impor- 
tant part to play in the industry, 
and could well devote all of their 


(Please 109) 
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T ccmrort FOR INDUSTRY. Dic-em- 2 COOLER, CLEANER OPERATION. 
bossed apertures in reflectors provide 
10% uplighting for improved visual 
comfort and freedom from irritation and 
nervous fatigue due to eyestrain. 


A gentle flow of air passes through aper 
tures reducing dirt and dust deposits. This 
“breathing” action keeps fixture cooler, 
cleaner and more efficient 


wy wy 
3 TURRET* SOCKETS. Sturdy, vibration- a ALL-WHITE PORCELAIN REFLECTORS. 5 WIPED REFLECTOR EDGES. Excess 
proof Turret sockets are standard equip- Outside as well as inside, every inch of re 
ment on all CFI Day-Lines — providing flector surface is finished in snow-white por- 
positive lamp seating and simple lamp celain enamel—providing maximum high 
installation or removal. reflection surface for greater etliciency. 


"OG. E.G 











porcelain enamel is carefully wiped away 
from reflector edges—an extra operation 
that eliminates chipping and crazing of 
the finish at a most vulnerable spot. 


6 bonus advantages you get 
with CFI Day-Line Industrial fixtures 


6 New tow cost. CFI DayLine yp 
prices are substantially lower because of ¥P 

improved construction methods. Get : 
the full CFI Day-Line story. Write today eétincary. serves _ Day-Brite 

for Bulletin OD-568—the story of Bi: Lighting, Inc., 


COMFORT FOR INDUSTRY at new DAY-BRITE | $435 Bulwer 


1 os! > ‘i Ave., St. Louis 
per Lighting DOM MG Be oe Mo. In Canada 


Amalgamated 


291 


sh oe ra A Electric Corp 
ie hy tom : Lid., Toronto 6, 


Ontario. 





YOU'LL FIND THE DAY-BRITE REPRESENTATIVE IN YOUR AREA HELPFUL AND COOPERATIVE: 


ATLANTA 1, GEORGIA BALTIMORE 17, MARYLAND MEMPHIS 3, TENNESSEE NEW ORLEANS, LOUISIANA 
Cecil Cannon & Oren Ruff, Jr. Sam Masland Munding Elec. Sales Agency Paul Hogan, Jr 

P. O. Box 1304 625 West North Avenue 166 Monroe Ave. 
HOUSTON, TEXAS MANDARIN, FLORIDA MIAMI, FLORIDA 
N. O. Reed Joseph N. Crevasse James Foerster 
1602 West Main P. O. Drawer 7 


342 International Trade Mort 
RICHMOND 24, VIRGINIA 


Earl Dagenhardt 
1010 Chamber of Commerce Bidg. 4000 Maury St 
CHARLOTTE 2, N. CAROLINA DALLAS, TEXAS LUBBOCK, TEXAS 

Gordon Wells H. A. Auchter Stewart Norris 

212 Builders Bidg. 102 Thomas Bidg. P. O. Box 818 
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The dealer point of view... 





SEWA Industry Day =Dedicated to Industry Co-opera 


Our debts to each other 


@® WE HAVE ALL been shaken up 
pretty badly recently. There have 
been big shifts in population as 
well as big population growth. In- 
dustrial demands on power have in- 
creased as factories discovered what 
desirable locations the Southeast 
offered. Materials for expansion 
haven't been available always when 
they were most needed. Electricai 
appliance sales weren’t able to re- 
main in proper focus throughout 
these conditions, and now we have 
to move decisively and fast to cor- 
rect the lag in growth that hap 
pened during recent years. 

In the appliance and radio-tele- 
vision retailing and distributing 
business, we've had quite a few 
jolts, too. There’ve been both real 
and _ falsely-predicted periods of 
shortage and oversupply which have 
caused our industry to lose much of 
its equilibrium and made manufac- 
turers, distributors, and dealers do 
things to each other, their competi- 
tors, and themselves which would 
have been unthinkable in times of 
normalcy and stability. 

People who should 
teammates, dealers, distributors, 
and utilities found themselves 
thinking of each other as opposition 
for awhile. Fortunately, this think- 
ing is undergoing very rapid cor- 
rection today. We’re all coming to 
our senses, and just in time. 

Let’s look over the member of 
this triumvorate I know best: the 
dealer. How is he thinking today? 
What should he be thinking? 

He’s kicking himself. He made 
a flock of mistakes that cost him 
a great deal of money. He went soft 
and got a little lazy, but now he’s 
firmer-jawed, harder-muscled, and 
more purposeful. He’s wary, per- 


have been 
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Al Robertson, colorful appliance dealer of Okla- 
homa City and member of the Board of Directors 
of the National Appliance and Radio-TV Dealers 
Association, examines the relationship that should 


exist between the dealer, distributor and utility. 














haps a little too much so as witness 
his air conditioning buying for last 
summer or his television buying to- 
day, but he’s a more valuable and 
constructive teammate now than he 
has been in years. 


Dealer views changing 

What does the dealer today think 
of himself? That he’s not quite as 
smart as he was in the immediate 
post-war period, that he’s got to 
watch expenses and buy merchan- 
dise that gives him both good mark- 
up and good turnover, that his sel- 
ling must be more intense, more 
diversified, and more intelligent so 
that he gets his price and holds his 
customer, and—here’s the most im- 
portant change of all—that he can 
use and needs help. That’s been a 
big factor in the growth of Na- 
tional. Appliance and _  Radio-TV 
Dealers Association, in the cam- 
paign for Fair Trade, in the better 
attendance at manufacturer and 
distributor sales training meetings, 
and in the co-operative advertising 
program participation of utility and 
manufacturer origin. 

His views about his distributor 
are changing, too. There have been 
many evil practices by certain dis- 
tributors in various parts of the 


country. Some have sold merchan- 
dise at retail in competition with 
the dealer and at prices far below 
list. Many, often goaded by manu- 
facturers, have sold to builders in 
small quantities at prices equal to 
or below those paid by the dealer. 
Some have favored certain dealers 
buying in comparable quantities 
over other dealers both with more 
co-operative advertising and with 
lower prices. Then, too, extra fran- 
chises have been granted, often in 
excess of the market potential, in 
some areas where the original fran- 
chise holders had been doing a good 
job of promoting and selling their 
brands. 


Frank explanation helps 

In regions where distributors 
have given full and open explana- 
tions to the dealers that such prac- 
tices brought about by the 
same overproduction and overbuy- 
ing that trapped many a retailer 
recently, some unguent has been ap- 
plied to the wounds. Some correc- 
tion has been and is being made. 
Occasionally dealers have dropped 
franchises. Sometimes dealers and 
distributors together have observed 
the inroads made on their markets 
by heavily-promoted factory-con- 


were 
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Superior Plant Wiring for'Hot Spots’... 


* = 


ome Synthinol 90 


THERMOPLASTIC INSULATED WIRES AND CABLES 


Whenever your electrically operated equipment is 
subjected to extreme heat, moisture or corrosive con- 
ditions, it will pay you to “wire up” with Rome Syn- 
thinol 901 wires and cables. They have proved far 
superior for equipment wiring as well as for feeders 
and branch circuits in steel mills, chemical plants, 
oil refineries and other “hot spots.” 

A resin plasticized polyvinyl! chloride type of insu- 
lation, Rome Synthinol 901 provides longer service 
life under high operating temperatures. It also offers 
exceptional resistance to moisture, oils, greases and 
chemicals. Underwriters’ approved as Type TW for 
600 volts at 60° C. Being resin-plasticized, Rome 


ATTEND 


S. E.W. A!s 


(Southeastern Electrical Wholesalers Association 


INDUSTRY DAY MEETING 
JANUARY 15-16 
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TORRANCE 


Synthinol 901 provides you with a far greater 
safety factor at elevated temperatures than 
does regular Type TW. 


OTHER ROME SYNTHINOL APPLICATIONS: 


Rome Synthinol, Type TW—This small diameter building 
wire is approved by the Underwriters’ Laboratories, Inc 
for use in wet locations under the rules of the National 
Electrical Code. 

Rome Synthinol Machine Tool and Control Wire—Adopted 
as standard wiring by machine tool manufacturers for ex 
treme durability and excellent resistance to oils, acids 
alkalies, common cutting solvents and flame. Under 
writers’ Laboratories approved as Type TW, with end 
use approval for 80° C. operation in air; 60° C. where 
exposed to oil and in wet locations. Conforms with Na 
tional Machine Tool Builders’ Association Standards 


It Costs Less to Buy the Best 


ROME CABLE VEC 
Coperaim Harty 


ROME 


NEW YORK 
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SEWA Industry 


trolled outlets and by the major 
mail order firms and recognized 
that if they didn’t get rid of their 
differences, their differences would 
get rid of them. So today, back- 
door selling is on the decline be- 
cause a searchlight is on it; dis- 
criminatory pricing is a rarity; 
franchises are taking on greater 
meaning, and distributors and deal- 
ers are in harness together again 
and pulling in the same direction. 

But now what is the dealer think- 
ing about the utility? Not nearly 
enough. He never makes a sale, nor 
could he be expected to, thinking 
“I’m building load for my utility.” 
He doesn’t concern himself nearly 
as much as he should with Adequate 
Wiring, the essential groundwork 
to the sale of his product. 

If it costs much money to wire 
a home for that electric range or 
water heater and that creates extra 
sales resistance because the cus- 
tomer gets the idea he’s paying a 
premium charge for that one appli- 
ance instead of many appliances, 
better lighting, and the other bless- 
ings electricity brings him—he 
solves the problem neatly. He sells 
a gas range! 

He often thinks the utility is 
polite to the point of weakness, 
especially when it comes to oppos- 
ing municipal wiring codes that call 
for rigid conduit and BX cable. The 
dealer wants the option of using 
service entrance cable and Romex 
if it’ll help him get electrical ap- 
pliances into a home. 

He’s fondest of those utilities 
that have intelligent, hardworking 
dealer-contact men. He’s learned to 
live with the merchandising utility, 
recognizing that this, generally is 
the cleanest competition he finds. 
An exception, I must make here is 
the REA utilities that offer $75 
trade-in allowances on old wood- 
burning stoves and indulge in other 
practices private industry 
afford. 

But the dealer needs to be 
awakened further to the value of 
his utility to him. It can be done 
with incentives such as pigtails on 
electric ranges, co-operative adver- 
tising, or prizes for selling elec- 
trical appliances. It can be done 


can’t 
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with social pressures such as a 
strong local organization under 
utility auspices with meetings 
planned to excite the retailer’s en- 
thusiasm for the job he’s doing. Or 
it can be done with personal con- 
tact, a visit to a store, a suggestion 
about a window, or an ad, or a 
sales approach, or using the utility’s 
home economists more to demon- 
strate merchandise in the home. 
Great headway is being made to 
bridge any gaps that existed be- 
tween utility and dealer thinking. 


Sobber-dealer relations 

Now let’s look at this next fellow, 
the distributor. What does he think 
of the dealer? He’s had the uncom- 
fortable experience of watching 
these outlets he’s built up and 
granted credit, in many instances, 
experimenting with competitive 
merchandise, wishing there would 
be a little harder and more diversi- 
fied selling on the dealer’s part, 
hearing many petty complaints and 
some that were well justified, watch- 
ing the dealer in many instances 
give his profits away to his cus- 
tomer and then come yelling for 
larger discounts. And sometimes he 
fails to be favorably impressed un- 
der these circumstances. 

But now he’s sensing the pulling 
in of the horns, shortening lines, 
stronger credit position, and harder 
selling. He sees the dealer selling 
at least one low saturation item, 
freezers, dryers, dishwashers, or 
garbage disposers. He’s coming 
around to the belief that at least 
a good part of these troublesome 
characters aren’t really bad guys 
and they’re working together—dis- 
tributor and the dealer 
smoothly than in years. 

I can only make an 
guess about the relationship be- 
tween distributors and _ utilities. 
Generally, the distributor recog- 
nizes the role the utility plays in 
his business better than does the 
dealer. He supports co-operative 
merchandising campaigns within 
reason, usually joins the local elec- 
trical leagues and other utility- 
teamed associations, and takes part 
in the many examples of good citi- 
zenship in their industry. 


more 


educated 


Day — Dedicated to Industry Co-operation 


There is a danger to some utili- 
ties in this very co-operation the 
distributor offers, although it is 
often non-existent, often minor. 
That is the tendency to think of the 
distributor whose co-operation is 
easily won as the contact man in 
the industry rather than the dealer 
whose support is not as prevalent 
nor as strong. 

Utilities should not leave it up to 
the distributor to do all their dealer 
contact work. I know I’d prefer to 
be contacted directly by someone 
rather than through a third party 

especially one to whom I owed 
some money. Direct contact makes 
me feel more important. Besides, as 
a typical dealer, I like to gripe oc- 
casionally about my distributors. I 
don’t want them present then. They 
may tell the folks I’m complaining 
to, about some of my faults. 

Hold occasional dealer-only meet- 
ings. It’s good, air-clearing organi- 
zational thinking. Have these at 
least four times a year. 


Dealer self portrait 

This next thing in the line-up of 
our little discussion today is inter- 
esting. I’m supposed to tell you 
what I think of us dealers. And, 
when I try your boots on mentally, 
I come up with some ideas that 
aren’t always too flattering to my 
gang, and what 
often you’re right! 


makes it worse, 


“This dealer here isn’t doing a 
good enough selling job. He pushes 
easy sales against the ones that 
help us more. Doesn’t do nearly as 
good a job as he should in promot- 
ing electric water heaters, for ex- 
ample, or space heaters, or ranges. 
When we call him out to a meeting, 
he doesn’t show up, even if we pay 
for the meal, give him a door prize, 
and devote the whole meeting to 
teaching him how to make more 
money. He doesn’t take advantage 
of the good, constructive things we 
offer him, and he complains about 
it if we, seeing that he doesn’t sell 
hard enough and build load fast 
enough, go out and make those sales 
ourselves.” 

Isn’t that pretty much along the 
line of what many utilities think 

(Please turn to page 110) 
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INDUSTRIAL FIXTURE LINE 














] ADVANTAGES 


QUALITY DISTRIBUTION — Approximately 28° of 
total fixture distribution is UPWARD, and 72° is DOWN- 
WARD, thus providing greater seeing comfort, better 
brightness ratios, and higher quality illumination. 


BETTER SHIELDING -— 35° crosswise shielding of both 


lamps reduces direct glare to a minimum. 


LAMPHOLDERS — For Single-Pin Slimline Fixtures, 
lampholders are depressible type for push-pull lamp in- 
sertion. For Bi-Pin Pre-heat Fixtures, lampholders are ro- 
tary lock type with FS-4 starters and receptacles mounted 
in top of wiring channel. 


AIR-ACTION CLEANING — Unique design permits 
a constant flow of air to circulate through fixture thereby 
reducing dust accumulation. 


EASILY JOINED — By  * bolting End Plates to- 
gether Continuous Rows of fixtures are quickly as- 
sembled. No couplings necessary. 


REMOVABLE REFLECTORS — All reflecting surfaces 
can be quickly detached without the aid of tools. 


2 MATERIALS AND FINISH 


ONE-PIECE TOP CHANNELS — Constructed 

of 20-gauge steel, provided with adequate K.O.'s 
for mounting and finished in baked synthetic LustRwhite" 
enamel. 


FOR SEVERE SERVICE CONDITIONS — Fixtures are 
obtainable with 20-gauge Top Channels, finished in 
fused vitreous porcelain enamel. Suitable plated and 
gasketed mounting flanges will be factory mounted 
to such porcelain enameled channels when ordered 
and specified. 


REFLECTORS — Are constructed of 20-gauge steel 
and completely covered by fused white vitreous porce- 
lain enamel. Reflection factor of reflecting surface not 
less than 82%. 


Baked Synthetic Enameled Reflectors are also available 


and are finished inside and outside ''LustRwhite". 
at 


SINGLE LENGTH UNITS — For Two 40-Watt B 
Pin Lamps and Two 48" or 96" T-12 Single Pin Lamp 
Operating at 430 MA. All for 110-125 Volt Circuit 
DOUBLE LENGTH UNITS — For Four 40-Watt B 
Pin Lamps and Four 48" T-12 Single Pin Lamps. 





3 EASILY MOUNTED AND MAINTAINED 


TOP CHANNELS — Specially grooved and pro- 

vided with means for all conventional methods of 
mounting: — conduit stem — chain — stem hangers — 
or sliding clamp hanger. 


REFLECTORS — are quickly and easily demountable. 


4 SIMPLE TO ORDER AND INSTALL 


All ''Day-Flo Upliter"’ fixtures are complete and 
ready for either Individual or Continuous 
Mounting. 


Continuous rows are made to any desired multiple 
of available fixture lengths. 


All types of mounting and mounting accessories avail- 
able. Channels have adequate K.O.'s for conduit stem 
suspension. Channel End Plates provide for Chain Hang- 
ing. Grooved top channel permits installation of Slide 
Hangers — minimum number of hangers per row always 
ONE MORE than actual number of fixture epahenale, 


LABELS 
5 Fixtures bear the Underwriters’ Laboratories, Inc., 
and A. F. of L., |.B.E.W. labels. 


Distributed Exclusively Through Electrical Wholesalers 
WHEELER REFLECTOR COMPANY 
275 Congress Street Boston 10, Massachusetts 
REPRESENTATIVES IN PRINCIPAL CITIES 
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The utility point of view... 





The sales job ah 


@ By THE END of 1955, just one 
decade since the close of World 
War II, the electric utility industry 
will have more than doubled its 
generating capacity, from 50 mil- 
lion kilowatts to about 115 million. 
And, during that ten-year span, the 
electric utility companies, install- 
ing by far the greater part of the 
new capacity, will have spent about 
$20 billion on new construction- 
$5 billion more than their entire 
investment in plant and equipment 
at the end of 1945. 

That is growth of the most 
prodigious and awe-inspiring kind 

growth which, incidentally, could 
not have come about without the 
marvels of equipment production 
performed by the nation’s electrical 
manufacturers, who have grown 
mightily themselves. 

The basic consideration behind 
this tremendous development is 
that the resulting outpouring of 
electricity and appliances will be 
sold. If ever an industry develop- 
ment guaranteed the need for con- 
tinuous management attention to 
sales policies, organizations and 
programs, this enormous expansion 
is it. 

That expansion has been planned 
carefully to meet any foreseeable 
requirements of peace or war. It is 
equally important that our selling 
activities be planned—in advance 

to allow for a wide variety of 
economic possibilities. The larger 
a company plant becomes, the more 
important becomes the sales or- 
ganization, which must be able to 
guarantee the profitable utilization 
of the plant’s capacity, no matter 
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ead of Us 


B. L. England, president, Edison Electric Insti- 


tute, sees the need for greater industry coordi- 


nation of national promotions, and continuous 


attention to sales policies, in order to keep pace 


with the prodigious electrical expansion. 


what the conditions are. This calls 
for a high degree of alertness, flexi- 
bility, and skill on the part of our 
sales forces. 

Electric company managements 
believe that the money invested in 
sales promotion, advertising, sales 
training and specific selling drives 
are as fundamental to successful 
utility operation as the cost of fuel. 
It could even be argued that money 
invested in selling is more impor- 
tant than almost any other opera- 
tional expense. This was certainly 
true in the formative days of our 
industry. You could not begin to 
operate an electric company, unless 
you were reasonably sure you were 
going to sell the output. 

It has been the cumulative effect 
of decades of selling and advertis- 
ing by electrical manufacturers, 
wholesalers, retailers, and utility 
companies which has made electri- 
cal living paramount in the minds 
of the American people and which 
has made them receptive to the 
new applications of electricity con- 
stantly being developed. 

But these past efforts provide no 
justification for coasting. On the 
contrary, electric company manage- 


ments find that the sales organiza- 
tions in the industry now have new 
and greater responsibilities, in 
keeping with the magnitude of the 
job they have already done and the 
tremendous future which lies 
ahead. 

In fact, while our sales achieve- 
ment during the past 10 year 
period has been remarkable, the in- 
dustry certainly can’t become com- 
placent. True, any market is limit- 
less but it won’t sell itself. We are 
in fact losing ground in our share 
of the customer’s dollar. A decade 
ago the annual residential bill for 
electricity averaged $36.78 (for 
986 kilowatthours) this was about 
2.39° of the average industrial 
wage. Last year the electric bill 
was $56.31 (for 2,004 kilowatt- 
hours—twice as many kilowatt- 
hours) but this was only 1.67% of 
the average wage. We can be justly 
proud that the electric industry has 
been able to sell its service so much 
cheaper in spite of increased costs. 
We must strive to continue obtain- 
ing our fair share of the customer’s 
dollar. 

We have carried our conviction 
across our country and even to 
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other lands, that electricity is a 
boon to mankind the like of which 
has never been seen before. It has 
already performed miracles in rais- 
ing productive efficiency in fac- 
tories, lightening chores on the 
farm, and relieving drudgery and 
tedium in the home. But what has 
been done is nothing to what is to 
come. 

The whole electric industry, par- 
ticularly, the salesman of electrical 
living thus has a very real educa- 
tional obligation to the American 
people. As fast as new develop- 

“ments come into practical applica- 
tion, he must bring to the attention 
of his industrial, farm and home 
customers, what these advances 
‘can mean to them. In particular in- 
stances, especially among industrial 
establishments, his message may be 
practically an economic life-and- 
death matter, making the difference 
between a prosperous, efficient busi- 
ness enterprise, and a failing con- 
cern. 

This touches on the economic re- 
sponsibility of the salesman of 
electrical living. Ours is an elec- 
trical age, and our economy has 
electric power as its basic energy. 
Our sales efforts not only affect 
employment and business condi- 
tions in the utility and appliance 
manufacturing industries, but, by 
increasing efficiency in other busi- 
nesses and promoting new devel- 
opments, they foster economic 
strength in a myriad of enter- 
prises and help in the creation of 
new businesses. Our contribution 
along this line is particularly im- 
portant now, as we look ahead to 
the time when our civilian economy 
must fill in the gaps which may be 
left by a declining defense economy. 

Generating capacity installations 
are being delayed several months 
on account of material shortages 
It is reported that this condition 
will continue in 1953 and into 1954. 
Particularly in certain areas, it 
will hinder selling efforts until the 
companies see more clearly that 
their scheduled installations are 
getting out of the woods. 


Time for sales plans 


Regardless of this condition com- 
prehensive sales plans and training 
programs are important now be- 
cause of the time lag between the 
decision to put pressure on sales, 


and the date such decisions can re- 
sult in adding substantial load on 
the line. This time lag is gener- 
ally thought to be about two years, 
and it is safe to assume that every 
company in the country will be 
definitely feeling the need for load 
building on a larger scale within 
the next two years. 

It is not surprising, then, that 
electric company managements are 
scrutinizing their sales organiza- 
tions with as much care and refer- 
ence to the future as they have 
been considering their plant expan- 
sion programs. They are well 
aware that the time may soon be 
at hand when the sales force must 
“get going” with its full capabil- 
ity. This cannot be achieved if the 
selling organization like a new gen- 
erator, is only in the blueprint 
stage or partly installed 
needed. 

In emphasizing in this fashion 
the recognized need for building up 
sales staffs now, I do not mean to 
give the impression that sales are 
primarily a future consideration 
that little or no actual selling is 
being done or needs to be done now. 


when 


Selling needed now 


Selling that is done now also has 
a most important bearing on the 
future. If our sales efforts today 
convince a customer that she 
should buy an electric range rather 
than some other kind, the electric 
utility company’s revenues will 
show the good effect of that pur- 
chase for years to come. If selling 
now speeds the proper modernizing 
of stores, farms and factories, the 
results will be found in the electric 
company income account for a 
considerable period. There is this 
consideration, too — modernizing 
through proper electrification may 
be easier to sell now than it might 
be in the future, with changed eco- 
nomic conditions. 

There is another factor which 
has influenced the maintenance and 
build-up of sales programs. Sales- 
men, after all, are among our pri- 
mary contacts with the public and 
have a most effective role in making 
friends for our industry. Their 
contacts with the different phases 
of community life, their continu- 
ally demonstrated friendly interest 
in offering electrical methods to 
help in earning a better living or 


enjoying a pleasanter home are 
most valuable in humanizing the 
electric company for the people it 
serves. 

These, briefly, are basics in man- 
agement consideration of the sales 
function. Now, how are they being 
translated into action? For an in- 
dication, let us look at a recent 
survey, as yet incomplete, of 1953 
sales plans. The cross-section thus 
far obtained of electric companies 
in the U. S. is composed of com- 
panies representing over 18 million 
residential, farm, commercial and 
industrial customers, about 40 per 
cent of the total meters in the 
nation. 

First of all, 43 per cent of these 
companies expect a somewhat bet- 
ter business climate in 1953 than 
in 1952, and another 40 per cent 
feel that the two years will be 
about the same. In other words, 
over 80 per cent of the surveyed 
group are making their plans on 
the basis that 1953 will be as good 
a year as 1952, or even better. 
None indicated belief that there 
would be a much worse business 
climate. 

With their individual estimates 
of the situation, the majority of 
companies showed a definite ten- 
dency towards raising sales budgets 
for 1953 over the 1952 level. Sev- 
enty per cent of the surveyed group 
reported increases averaging 15 per 
cent in their residential budgets; 
and 60 per cent reported increases 
averaging 10 per cent in both the 
commercial and _ industrial cate- 
gories. Only one company contem- 
plated a decrease, and that was in 
the commercial budget. 

Prospective advertising expendi- 
tures for electric sales also show 
advances. Fifty per cent of the 
companies expect average increases 
of 10 per cent in their residential 
advertising averaging 20 per cent 
over 1952; and 23 per cent will 
boost their 1953 industrial budgets 
an average of 15 per cent over the 
preceding year. No company in- 
tends to lower advertising expense 
in any category. 

The expansion of sales plans for 
1953 carry over into the develop- 
ment of sales staffs and organiza- 
tions. Fifty-five per cent of the 
surveyed companies are to increase 
their sales organizations in the 

(Please turn to page 111) 
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What to look for 
ina 
Safety switch 


Maximum protection for electric circuits 
and personnel 





e@ Ease and flexibility of installation 


@ Convenient and safe maintenance 





‘A modern, top quality. heavy-duty industrial safety 
switch should fulfill these requirements . . . but what 
are the design and construction features that make 
certain that it will? 





1. START ON THE OUTSIDE—THE ENCLOSURE. Made of heavy gauge steel, 
specially treated and then coated with high-baked enamel for corrosion 
resistance. That handle is important, too. It has a releasable interlock 












| Let’s take a close look at the front-operated HCI for use of authorized inspec tors only and will take three padlocks The 
| switch*—Trumbull’s best— and check its features point cover latch may be locked independent of the handle so the switch can 
by point. ‘ be operated but not tampered with. The front is provided with a gasket, 


making the enclosure semi-dust-tight. Inside there's ample room for wir- 
ing—and plenty of knockouts. Three mounting holes make possible easy 


*Meets VEWA types l and 14 specifications leveling and allow mounting on uneven surfaces 





etig ms il mat 






2. REMOVE THE INTERIOR UNIT. Just loosen two screws and the whole 3. BE SURE TO STUDY OPERATING MECHANISM. | nder- 
interior slips out. The pole units are self-contained for easy removal with- 
out disconnecting wiring and use silver-plated current-carrying parts... 
arc-resisting, linen-melamine insulating parts. U-shaped movable con- 
ductors bring gap between line and load contacts to less than 4 inch 
reducing possibility of are damage. Exclusive design of pole units and 
contacts take advantage of magnetic repulsion principle to give maximum 
are-quench and contact bind (look further into this feature; it’s the key 


‘ 3 Write for full data on Trumbull top quality, heavy-duty industrial 
to the long life expectancy of the Trumbull HCI), safety-switch line—the HCI. Ask for Bulletin TEC-10. 


TRUMBULL(T) ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


side of the HCI interior shows this operating mechanism 
which is protected by a riveted cover plate. It uses a roller- 
cam action and a multiplying linkage design with a power- 
ful spring that always throws to full OFF or ON. No half- 
way position because there's no dead center. 









PLAINVILLE, CONN. 








SEWA Industry Day=— Dedicated to Industry Co-operation 


The evil of duplicate lines 


Experience indicates that entire trade benefits when manufacturers 


appoint exclusive wholesale representation in each trade area 


@ MucH INK has been splattered 
regarding the ills of this growing 
industry, and these have been dis- 
cussed under various subjects such 
as paralleling lines or duplicating 
lines by distributors, and multi- 
plicity of distribution or over dis- 
tribution by manufacturers. 

In the writer’s opinion there is 
no one ill that our industry suffers 
with more than this broad subject. 
It is certainly one on which we all 
agree that everybody loses. 


Entire trade loses 


The trade loses because good 
lines of needed supplies and mer- 
chandise are not available to them. 
The distributor 


carries 


because he 
excessive inventories of 
duplicating stocks. The manufac- 
turer loses because he does not feel 
that his distributor is doing a whole 
hearted job for him, and he cannot 
work whole heartedly himself with 
a distributor because of his other 
distributors in the same area. Then 
there is the manufacturer who is 
not, in some cases, even represented 
in an area, who certainly loses be- 
cause his materials are not avail- 
able to the trade there. 

As stated before, this is a rather 
broad subject and should probably 
be covered in one, two, or possibly 
three 


loses 


categories. However, they 
are over-lapping and one causes the 
other. That is, the distributor 
parallels the manufacturer 
then seeks additional distribution, 
or vice-versa. 


lines, 


The so-called old line distributor 
attempted to carry as many brands 
in stock as possible in order to have 
what his trade demanded. Of 
course, he felt it highly desirable 
to have in stock the brand with the 
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most acceptance in his territory, 
even though there might be four 
other distributors in that territory 
with the same brand. 

Quite frequently, however, even 
though brand “‘A” was in his stock 
and was the most acceptable to the 
trade, he also had brand “B,” brand 
“C,” and brand “D.” When a par- 
ticular customer whose _ specifica- 
tions for a given job, or from na- 
tional advertising, requested brand 
“E,” the distributor would then of- 
fer to order brand “E” direct from 
the factory, provided the customer 
could wait for shipment. 

The point we are trying to get 
across here is that this distributor 
was not doing any particular sell- 
ing for either brand “A,” “B,” “C,” 
“D,” or “E.” The manufacturer of 
brand “E” finds himself without 
distribution, or without stocks, in 
this particular area and therefore 
the trade who might want this 
product is forced to take a substi- 
tute, even though the distributor 
has excessive inventory since he is 
carrying stocks of four lines: “A,” 
“SB,” “C,” ana “bD." 

Manufacturer “A”’ is little better 
off than “E” because even though 
he has all four distributors in the 
area stocking his products, he full 
well knows he must do the selling 
job himself through advertising or 
personal calls to keep his products 
in demand from the distributor, 
otherwise the distributor might fur- 
nish product “B,” “C,” or “D.” He 
must do practically a distributor's 
selling job at a manufacturer's level 
of profit, and further his hands are 
partly tied in doing this job as it 
is impossible for him to work with 
any one of the four distributors for 
fear of making the other three mad. 


by J. A. Meier 


Florida Electric Supply, Inc. 
Tampa, Florida 


A good case history is found in 
an area involving seven distribu- 
tors. Four of these distributors 
handled the line of 
switches. This line of safety 
switches had excellent acceptance 
in the territory, but each of these 
distributors handled a secondary 
or duplicating line in order to have 
something to sell when they were 
on a competitive job with either one 
of their four competitors who han- 


same safety 


dled the same line of switches. 
Two of the remaining distribu- 
tors handled the switch as manu- 
factured by the parent company 
and the seventh distributor, whom 
we will designate as distributor 
“X,” put in a line of safety 
manufactured by a 
very reputable manufacturer but 
who had no distribution whatsoever 


switches as 


in the area. 


Surprising changes result 


As distributor “X” did not dupli- 
cate his line of switches but stocked 
only the line, he was 
better stock and a 
broader stock of these products and 


one 
much 


able to 
carry a 


still keep his inventory down to a 
minimum. The manufacturer could 
wholeheartedly work with distribu- 
tor “X,” and distributor ““X” could 
wholeheartedly work with the man- 
ufacturer in getting their safety 
switches specified to their mutual 
advantage. 
After ten years of close co-opera- 
tion between distributor “X” 
Please 112) 


and 
turn to page 
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“NATURLITE” a FIX cond 


REG. U. S. PAT. OFF. 


are your 


MAGNET 


to attract ne 
business @” 
hold your ns 


WE PRODUCE FLUORES- [ite ae QUALITY IS HIGH 
CENT AND SLIMLINE 
FIXTURES OF ALL TYPES 
AND FOR EVERY USE 





PRICES ARE LOW 











“NATURLITE" FIXTURES [ — ——s IT WILL PAY YOU TO 
ARE GUARANTEED FOR ee | |YRITE FOR OUR CATA- 
TWO YEARS. AP LOG AND PRICES. 








“NATURLITE” FIXTURES ARE DISTRIBUTED BY ELECTRICAL WHOLESALERS ONLY 


LIGHT AND POWER UTILITIES CORPORATION 


1035 Firestone Blvd. Dept. 7 Memphis, Tenn. 
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You-Metallic 
FIXTURES 


No. 179 


Accommodates 
= Standard 
3%"’ Globe 


Entrance Light 


NON-CORROSIVE! 
NON-STAINING! 


These fixtures are molded of Non-Corrosive 
and Non-Staining Bakelite. Thus they prevent 
the unsightly staining of the paint so often 
evident with the conventional metal fixtures. 


On the sea coast where salt laden at- 
mospheres rapidly destroy metal fixtures, 
UNION’S Non-Metallic fixtures are unsur- 
passed. 


No. 169 is also Dust and Bug Proof, there- 
by eliminating the constant chore of globe 
cleaning. 


Porch Light 
BUG PROOF - VAPOR TIGHT 
NON-CORROSIVE 


Fits 3% or 4" 





INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 


Southern Company 
reviews progress 


ELECTRIC PLANTS built ten years 
from now may be powered with 
atomic fuels, H. J. Scholz, president 
of Southern Services, Inc., said in 
Sea Island, Ga., on Nov. 19. Ad- 
dressing a conference of the South- 
ern Company's officers and direc 
tors, be pointed out that the cost 
of atomic materials must be 
brought down to the level of coal 
and other existing fuels before 
large scale development is possible. 

He recommended changes in fed- 
eral laws governing atomic energy 
development to enable the electric 
industry and other segments of 
private enterprise to participate in 
the development of atomic energy. 
He revealed that the Southern Com- 
pany has asked permission of the 


Atomic Energy Commission to join 
in experimental work with the Dow 
Chemical, Detroit Edison group. 

Mr. Scholz said the development 
of atomic energy was at the same 
stage as the automobile in 1902 and 
the airplane in 1912. 

J. M. 


executive 


Barry, chairman of the 
committee of Southern 
Company, said the integrated elec- 
tric system comprising the Georgia, 
Alabama, Gulf and Mississippi 
power companies is growing at the 
rate of 10 per cent a year in powe1 
demands. This growth, he said, re- 
quires the addition of 250,000 kilo- 
watts a year of new power capacity. 
The construction expenditures of 
the four companies will total $100,- 
000,000 in 1953, and $280,000,000 
in the three years 1953-55, he said. 

J. F. Crist, vice-president of the 
Southern Company, commented on 


VISIT NEW PLANT—Ofificials of Hopper and McCoy, manufacturers’ repre- 
sentatives, of Atlanta, recently visited the new South Chicago plant of the 


Nikoh Tube Co. 


Hopper and McCoy 


represent Nikoh, manufacturers of 


electric metallic tubing, in the Southeast. Representatives of the two com- 

panies shown above are: Edwin Hokin, Nikoh president; H. H. MeCoy, 

William E. Hopper, Jr.. William E. Hopper, Sr., and Harold H. Bell, all of 
Hopper and McCoy. 
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the importance of keeping the 
stockholders informed of the com- 
pany’s affairs. He mentioned a na- 
tional advertising campaign, re- 
gional stockholder meetings, and 
other means adopted to keep stock- 
holders informed. 

C. B. McManus, president of the 
Southern Company described the 
operation of the integrated electric 
system. The four companies of the 
Southern group save about $6,000,- 
000 a year through combined opera- 
tion as compared with the cost of 
operating separately he said. 


Fulwiler and Chapman 
celebrate 28th year 

FULWILER AND CHAPMAN, manu- 
facturers’ representatives, of At- 
lanta, known throughout the South- 
east as “Dixie’s Jobbers Suppliers,” 
and serving the electrical, hard- 
ware, and radio trades, are cele- 
brating their 28th anniversary. 

The company started operations 
in Atlanta Trust Company offices 
in 1924 when a partnership was 
formed between J. T. Fulwiler and 
C. W. Chapman, both of whom were 
formerly connected with the West- 
ern Electric Company, in New Or- 
leans. Factories represented at that 
time were: American Circular 
Loom Co., Bishop Wire and Cable 
Co., General Porcelain Co., Plym- 
outh Rubber Co., and Providence 
Insulated Wire Co., which later con- 
solidated with Insulated 
Wire Co. 

Territory covered by the organi- 
zation comprises the states of Vir- 
ginia, North and South Carolina, 
Georgia, Florida, Alabama, Missis- 
sippi, Tennessee, and Louisiana. 

In 1928, offices were moved and a 
warehouse established at 156 Mari- 
etta St., and later to 314 Luckie St., 
where the firm was located until 
1948. At that time, the present lo- 
cation at 702 Whitehall Street was 
established. Branch warehouses and 
offices were started in 1947 at 445 
English St., Greensboro, N. C., and 
213 South Front St.. in New Or- 
leans. 

W. H. Maxwell, Jr., is manager 
and D. H. Oldham is warehouse 
manager of the Greensboro branch 
D. C. Scivley is manager and F. A. 
Zeller is warehouse manager of the 
New Orleans branch. Manager of 
the Birmingham office is P. H 


Collyer 
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Shown in the accompanying photograph are (left to right) J. T. Fulwiler 

and CC. W. Chapman, partners in the firm of Fulwiler and Chapman, manu- 

facturers’ sales representatives who this year are celebrating their 28th year 
of operation in the Southeastern states. 


Powell, and of the Jacksonville of- 
fice is R. C. Whiting. 

In Atlanta, Earl Guild is elec- 
trical engineer and H. P. Ivey is 
warehouse manager. In addition to 
this sales personnel, there are 12 
other employees in the three ware- 
houses. 

Manufacturers represented at the 
present time are: Bar-Brook Mfg 
Co., Shreveport, La.; Collyer In- 
sulated Wire Co., Pawtucket, R. 1.; 
Federal Electric Products Co., New 
ark, N. J.; Fullman Mfg. Co., 
Latrobe, Pa.: Hankscraft Co.. 
Reedsburg, Wis.; Pittsburgh Stand- 
ard Conduit Co., 
Plymouth 
Mass.: Electric Co., Paw 
tucket, R. I.; J. R. Richards Co., 
Carnegie, Pa.; and Sylvania Elec 
tric Products, Inc., (Electronic Di 
vision ) 


Pittsburgh, Pa.: 
Rubber Co., Canton, 


Royal 


Emporium, Pa 


Burrus and Matthews 
purchase Texas firm 
THROUGH the purchase of the 
M. C. Huie Co., of Dallas, Texas, 
G. D. Burrus and P. K. Matthews 
have established the new firm of 
Burrus and Matthews, manufac- 
turers’ sales representatives, with 
offices in Dallas and Houston, Texas 
Main office and warehouse of the 
new company is located in Dallas 
at the old Huie company address, 
2810 Canton St. Mr. Matthews, and 


1952 


salesmen, C. R. McRay and H. O 
Moody, will be located at this ad- 
dress, and Mr. Burrus’ office will 
be at 2204 Fannin, Suite 1-C, in 
Houston. 

Some lines which the company 
represents are stocked in the ware- 
house, including the products of: 
Midwest Electric Mfg. Co., Cres- 
cent Insulated Wire and Cable Co., 
J. A. Weaver Co., Ilsco Copper Tube 
and Products, and the Tork Clock 
Co. Other lines represented are: 
Telechron Dept., General Electric 
Insulating Co., and 
the Pryne-Rittenhouse Co 


Corp., Union 
Territory covered by the new 
firm includes the states of Texas, 
Louisiana, Oklahoma, and Missis- 
ippi 

3oth Mr. Burrus and Mr. Mat- 
thews have been in the electrical 
industry for over 25 years, and 
Mr. Matthews was formerly asso- 
ciated with M. C. Huie 


Myrick firm to stock 
armored cable line 


C. C. Myrick, JRr., manufactur- 
exs’ representative at 516 Elm St., 
N. W., Atlanta, Ga., has announced 
that effective January 1, 1953, he 
will carry an Atlanta warehouse 
stock for American Metal Moulding 
Co., Irvington, N. J., manufacturers 
of armored cable and flexible steel 
conduit. 
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Birmingham distributor 
occupies new location 

MANUFACTURERS’ REPRESEN- 
TATIVES and other guests recently 
attended the formal opening of new 
headquarters of the Wells Electric 
Supply Co., now located at 2430 
Second Ave., South, in Birming- 
ham, Ala. 

Occupancy of the new building 
marked the second time since its 
organization in 1941 that the com- 
pany has been forced to find larger 
quarters because of growth in busi- 
ness volume. The first move came 
in 1947, when the original owner, 
Thomas H. Wells, Jr., and Godfrey 
W. Glenn, who joined Mr. Wells 
in 1946, found it necessary to 
transfer their offices to the building 
just vacated on First 
sirmingham. 

An 


new 


Avenue, in 


outstanding feature of the 
brick and concrete 
building, is the modern air-condi- 
tioned display room containing the 
residential and 
ing fixtures of 


two-story 


commercial light- 
Lightolier, Fram- 
burgh, and Virden, among others, 
for the convenience of dealers and 
their customers. One innovation in 
this display circuits 
totalling 285 outlets, is the low 
voltage control of all circuits. One 
control panel located in the center 
allows the desired circuit or cir- 
cuits to be turned on or off. This 
lighting system was designed and 
executed by C. H. Huck and Earl 
Clark, of Dyer Electric Co. 

In the 18,000 square feet con- 
tained in the new warehouse space, 


room of 55 


the Wells company carries complete 


lines of outside construction mate- 


rials, residential, commercial, and 


This small control panel allows turn- 

ing on or off any one of the 55 cir- 

cuits totalling 285 outlets in the 

Wells Company's fixtures display 
room. 
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The Wells Electric Supply Company, of Birmingham, recently moved into the 
building pictured above from quarters they had occupied since 1947. 


A number of manufacturers representatives were present to celebrate the 


opening of the new Wells company offices in Birmingham. 


Pictured above are 
Thomas H. Wells, Howard Malony, R. 
Standing (left to right) are: J. R. Miller. H 

Morrison, Z. B. Greer, Ken Way. 


front row, Cleft to right) Jim Major, ©. 
G. Ress, G 


Macon 
Frank Voelker, I 


Myrick, Jr.. J. M 
W. Glenn, Clark Richardson 
Russell 


Morris Landers 


Dolle ier, 

and Gates Hunt. 

Robert Freeman, Robert 
and Doyle Rucker. 


These are the executives and employees of the Wells Electric Supply Co. 
pictured in front of their new headquarters. 


Front row (left to right) are: M. N. Powell, 


Williamson, and J. W. Bunt 


Allene Davidson, Betty Mitchell, 


Gordon, 


industrial lighting, electrical sup- 
plies, and equipment. 

Four salesmen cover the north- 
ern three-quarters of Alabama for 
the company, and the executive 
personnel consists of Thomas H. 
Wells, Jr., president and general 


r 
Top row (left to right) are: I 
Shirley Hites, 


H. Wells, Ernest Winfree, 6 Glenn, Ben 


vid Winston, Basil Davis, Robert 
May Ross, and James Burke: 


manager; Godfrey W. Glenn, vice- 
president and sales manager; Mar- 
shall N. Powell, purchasing agent; 
John W. Bunt, manager; 
Betty Mitchell, assistant  trea- 
surer; and Aleene Davidson, resi- 
dential lighting specialist. 


service 


ELECTRICAL SOUTH for DECEMBER, 1952 





SPA restrained from 
building power line 


A PETITION to enjoin Charles W. 
Leavy, administrator, Southeastern 
Power Administration, an agency 
of the Department of the Interior, 
from proceeding with the construc- 
tion of a transmission line from 
Clark’s Hill to Greenwood was filed 
on November 18th in the Superior 
Court, in Elberton, Ga., by the 
South Carolina Electric and Gas 
Company and the Duke Power Com- 
pany. A temporary restraining or- 
der was issued by the court Novem- 
ber 19th. 

The petition was based on the 
fact that the Interior Department 
Appropriation Act of 1953  speci- 
fically states that this line should 
not be built at government expense 
except in the event that the South- 
eastern Power Administration is 
unable to secure contracts with the 
private utility companies affected 
for the delivery of power over ex 
isting transmissien lines. 

The two petitioning utilities al- 
lege that they have used every pos- 
sible means to reach an agreement 
with the Southeastern Power Ad- 
ministration. They cite numerous 
letters and telegrams in support of 
their claim that the Southeastern 
Power Administration is deliber- 
ately disregarding the expressed 
terms of the act of Congress. 

Congress, in appropriating for 
the Interior Department, included 
an item of $869,500 for a line to run 
from Clark’s Hill to Greenwood. It 
expressly provided that this appro- 
priation should not be used unless 
the Southeastern Power Admini- 
stration exhausted every effort to 
make satisfactory arrangements 
with the private companies for the 
transmission of this power similar 
to contracts entered into by the 
government in other areas for 
power projects. Private utilities say 
they made the following offers, 
which were ignored by the South- 
eastern Power Administration. 

(1) They offered to build a trans- 
mission line at no cost to the gov- 
ernment which would carry power 
from Clark’s Hill to Greenwood. 

(2) The private companies also 
offered to deliver Clark’s Hill power 
to Greenwood over the line they 
proposed to build as well as 
throughout their entire transmis- 
sion systems and service areas, to 
any customers designated by the 





WHICH FUSE WILL 
BLOW FIRST? 


Check Your Fuse Know-How 
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fuse 
or bridges. 
right has a ‘ 


in 

y first. 
would blow 
and will gain better pr 


pick WARE. Hi-Lag FUSES. 








Now! You Have Started on a Discovery 
LET WARE SHOW YOU HOW 


You Can Have Greater Fuse Protection 

Contact our Neorest Representative 
J, J. PERRY, JR. 

45 Eleventh St., N.E., Atlanta, Georgia 
WARE FUSE CO. 

P. O. Box 571, New Orleans 7, La. 
ROBERT L. HAIZLIP CO. 

2811 S. W. Boulevard, Kansas City 8, Mo. 
McGILLAN SALES CO. 

513 South Amherst, Albuquerque, N. M. 
OLSON-ROBERTSON CO. 

2104 Irving Boulevard, Dallas 2, Texas 
KENNETH ANDERSON CO. 

412 Seaton Street, Los Angeles 13, Calif. 





Important Points to Remember 
when You Order Fuses! 


p 


Tight link contacts at all times is a 
vital feature of continuous fuse opera- 
tion. WARE Hi-Lag FUSES have the 
strongest, most rigid knife-blade 
assembly ever designed for perfect 
alignment. Please note the heavy fibre 
bridges are supported by brass brack- 
ets. In turn, the brackets are locked to 
the copper knife blades. Extra wide 
double surface contact between the 
link and knife blade is assured. 
Important current carrying elements 
are never se- 

~~ cured through or 

against fibre. 


Spring tension of 
lock w asher, 
shown at left, is 
always adequate 


a7 to maintain tight 


contact. 


In virtually all other fuses made today 
the lock bolt is inserted through and 
in contact with fibre, as shown below. 
During operation the fibre shrinks 
Shrinkage causes 
loose contact... 
blown fuses and 
production stop- 
page. You get 
safer, surer oper- 
ation with the 


WARE Hi-Lag! 


Ware Fuses Guaranteed to Meet the Severest Test 


Ware Fuse Corporation 


4414 WEST LAKE STREET © CHICAGO 24, ILLINOIS 
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Southeastern Power Administra- 
tion, such as farm co-operatives and 
the like. The Southeastern Power 
Administration might fix the rates 
for such power and deal directly 
with the customers. 

3) The companies agreed to de- 
liver this public power over their 
lines at a reasonable rental. In fact, 
the rate for this service had 
been agreed upon by the Southeast- 
ern Power Administration. 

S. C. MeMeekin, president of the 
South Carolina Electric and Gas 
Company, said: 

“This suit is in no sense directed 
at trying to block the distribution 
of power from Clark’s Hill, which 
we want to see used to its fullest 
extent for the benefit of South 
Carolina. 

“On the contrary, we are offering 
to deliver the power over existing 
lines or to build a transmission line 
to Greenwood without the govern- 
ment’s needlessly spending tax 
money for this purpose. Further- 
more, we are offering to make our 
entire existing transmission sys- 
tems available for the distribution 
of Clark’s Hill power. 

“Our diligent and long continued 
effort to work out this problem with 
the Southeastern Power Admini- 
stration, as a practical matter, have 
been ignored. This agency has not 
only disregarded all our offers but 
is completely disregarding the will 
of Congress. 

“No other course lay open to us 
but to bring this suit in an effort to 
stop the useless expenditure of gov- 
ernment funds at a time when our 
national debt is at a peak and the 
needless use of materials and man- 
power when they are needed for the 
defense program.” 


Meier Company 
shows new fan line 


THE ANNUAL SALES MEETING of 
Meier Electric and Machine Co., 
Inc., held in the company offices in 
Indianapolis recently, was  high- 
lighted by the presentation of the 
company’s new line of Nu-Air and 
SilentBreeze attic fans. The Silent 
Breeze line was recently acquired 
from Holcomb and Hoke Manufac- 
turing Co 

R. D. Stump, sales manager for 
the company, presented the 1953 
line of redesigned window fans, in- 
dustrial coolers, new large volume 
window and portable fans, the Nu- 
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DREYFUSS’ MIAMI LOCATION—Larger quarters to which the Miami office 
of the Jules J. Dreyfuss’ Sons company have moved will enable them to 
carry more stock and be of better service to their accounts in Florida, The 
new building is located at 1361 N.W. 23rd St.. Miami 42, and the new mailing 
address is P.O. Box 187. Allapattah Station. Miami. 42, Fla. The company 
also hax announced that they can now offer additional warehouse space in 
Atlanta and Miami to manufacturers of cable, conduit, panels, ete. 


Air Electric Dehumidifier, wall and 
portable automatic electric heaters. 

The new line of window fans in 
both 16-inch and 20-inch propeller 
sizes, features reversible models in 
au new “Cabinet-type” styling. The 
new styling is designed to elimi- 
nate the dirt and dust-catching 
grille used for many years in win- 
dow fan construction. 


New booklet on home 
lighting suggestions 

A NEW BOOKLET entitled “Your 
Home Lighting Idea Book,”’ which 
offers practical suggestions for the 
planning of home lighting and pro- 
vides lighting equipment informa- 
tion for the consumer, is available 
from the Edison Electric Institute, 
Commercial Division, 420 Lexing- 


Pointing out the features of the Silent Breeze attic fan to three representa- 
tives attending the sales meeting held in Indianapolis by Meier Electric and 
Machine Co., Inc., are: Al Denbo, assistant sales manager for Meier; George 


Sundre. Atlanta, Ga.; Harry Hoobler, Chicago. Hl.; L. 


K. Wood, Atlanta. 
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Dates Ahead 


WISHING ONE AND ALL A 


os MERRY CHRISTMAS 


Scoteniten Mask. Celeons. | AND CONTINUED PROSPERITY IN 1953 


Ill., Jan. 5-16, 1953. 
| We r . . . - 
National Housewares and =e joined ” this by 


Home Appliance Exhibit. 
Navy Pier, Ghinage, Ill., Jan. | SALES FORCE: 
15-21. | JULES J. DREYFUSS, FLORIDA 
Southeastern Electrical M. JACK DREYFUSS, GEORGIA 
Wholesalers Association, “In- BUDDY BOWEN, LA., MISS., ALA. AND MEMPHIS 
oe BILL HARBIN, N. & S. CAR. AND E. TENN. 
lanta Biltmore Hotel, At- | 
lanta, Ga., Jan. 15-16, 1953. OFFICE FORCE: 
M. L. Tice, managing direc- 
tor, 421 Rhodes Building. At- | MISS E. M. GOTTLIEB, ATLANTA 
ae MRS. HELEN DAILEY, MIAMI 
American Institute of Elec- BURNLEY H. JOHNSON, MIAMI 


trical Engineers, Winter Gen- 


eral Meeting, Hotel Statler, Pe eae a ger dee RE TT a eee, ee ETS oT 
New York City, N. Y., Jan. FACTORIES: 
19-23, 1953. 
AFCO LITE CORP. AMPLEX CORP. 
Southern Safety Confer- 


“ =e FLOOD LAMP HOLDERS LAMPS & DISPLAY LIGHTING 
ence and Exposition, Atlanta 


Biltmore Hotel, Atlanta, Ga., CONDUIT FITTINGS DIV. DURA ELEC. LAMP CAD. 


March 1-3, 1953. W. L. MALLEABLE IRON FITTINGS FLUORESCENT STARTERS 
Groth, executive director, P. 


O. Box 8927, Richmond 25, JERYL LTG. PROD. CO. MERIT MOLDED PL. CO. 


Va. INCANDESCENT FIXTURES WALL PLATES—BROWN, IVORY 





a a alli NEWART MFG. CO. OHM WIRE & CABLE CO. 


Relay Conference, Depart- SWITCH AND OUTLET BOXES FLEXIBLE & TELEPHONE WIRE 


meant of Sincttinnt Seiginene- STAR A ELEC. MFG. CO. STARRING & CO. 


ing, M College 
Teves Caliene Mo~-acegg: Soa WIRING DEVICES FLUORESCENT BALLASTS 


March 23-25, 1953. L. M. COMMERCIAL ENCLOSED FUSE CO. 

Haupt, conference chairman. CARTRIDGE & PLUG FUSES 
International Association of 

Electrical Inspectors, Florida NORTH CAROLINA 

Chapter, Soreno Hotel, St. TENNESSEE 

Petersburg, Fla., April 16-18, 


1958. | SERVING THE GREAT SOUTHEAST 


American Institute of Elec- 
trical Engineers, Southern | 
District Meeting, Louisville, LOUISIANA 
Ky., April 22-24, 1953. 








Electric Association of 
Kansas City, Industrial Trade 
Show, Exhibition Hall of 
KMBC Building, Kansas City. 
Mo., April 27, 28 and 29, 1953. 


: ‘ fon SEND FOR OUR 1953 CATALOG 
American Institute of Elec- | 


trical Engineers, Summei 
General Meeting, Chalfonte- 


Haddon Hall Hotel, Atlantic | U [ t S J D R FY F U S S ’ S 0) N S 
City, N. J., June 15-19, 1953 } © 


MEMBER 
International Association _| ELECTRICAL FACTORY AGENTS ave) 
. i Nth —_ — J 
of Electrical Inspectors, 25th <a Che 136 osu aries 
Anniversary Jubilee Meeting. : 324 PETERS ST. S.W PLEASE yey: S MAIL TO 
Pageewater Reac 3 Chi- : ATLANTA: 3, GEORGIA P.O. BOX 187, ALLAP. STA 
Edgewater Be ach Hotel, ¢ hi tae MAIN 6886 MIAMI, 42, FLORIDA 

cago, Ill., Sept. 21-26, 1953 PHONE 2-6736 





WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 








ELECTRICAL SOUTH for DECEMBER, 1952 





ton Ave., New York 17, N. Y. 

Prepared by the EEI Residential 
Lighting Committee, and printed 
in two colors, this illustrated book- 
let is designed for present and 
prospective homeowners, planners, 
and remodelers. Specific sugges- 
tions for all rooms show how the 
minimum lighting standards can 
be maintained and at the same 
time, how lighting can be used as 
a design element in home decorat- 
ing. 

“Your Home Lighting Book” can 
be useful in the sales promotional 
efforts of utilities at home shows, 
demonstrations, home calls, and in 
home economics classes, as well as 
to architects, electrical contractors, 
and others in the building trades. 


Plus business from 
lighting service 


SPECIAL ATTENTION to the needs 
of the electrical trade to facilitate 
lighting sales has produced good 
will and better sales volume for one 
Georgia wholesale distributor. 

The P & W Electric Supply Co., 
of Columbus, Ga., maintains an at- 
tractive, air conditioned lighting 
fixture showroom for contractor- 
dealer customers in both the com- 
mercial-industrial field and the resi- 
dential fixture field. They also have 
a full time lighting engineer, who 
has had wide experience in both of 
these fields and makes lighting lay- 
outs for residential as well as com- 
mercial-industrial applications. 

A great deal of time, thought and 
study is devoted to attractive dis- 
plays in the fixture showroom di- 
rected toward customer appeal. 
Once the customer is in the fixture 
showroom, the greater part of the 
selling job has been done, or they 
would not be there, then it is up to 
the lighting engineer to make his 
displays and the arrangement of 
his fixture convincing 
enough to where the closing of the 
sale is comparatively easy. 


catalogs 


The lighting engineer also makes 
recommendations in the field for the 
contractor-dealer customer's light- 
ing requirements. This service is 
well accepted by the contractor- 
dealer and gives him the benefit of 
a well qualified lighting expert to 
convince his customers he is taking 
a personal interest in each lighting 
job with a specialist to advise them. 
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North Carolina AIEE 
meets at Duke 

SOME 200 ENGINEERS, including 
members of the AIEE student 
branches at N.C. State College and 
Duke University, attended the fall 
meeting of the North Carolina Sec- 
tion of the American Institute of 
Electrical Engineers held on Nov. 
21st at Duke University in Dur- 
ham. 

Speakers and their topics in- 
cluded: H. M. Towne, of the Gen- 
eral Electric Co., Pittsfield, Mass. 
“Lightning and What to Do About 
It”; John H. Hershey, Bell Tele- 
phone Laboratories at the Western 
Electric Co., Burlington, N.C., “Ap- 
plications and Transitors”; and Dr 
Frank T. deVyver, vice-president of 
Erwin Mills, of Durham, “The En- 
gineer and the Labor Problem.” 

The 4,000,000-volt Van de Graaf 
nuclear accelerator at Duke, was 
demonstrated by Otto Meier of the 
Duke Electrical Engineering fac- 
ulty, and three Duke students spoke 
on “Development of a Cathode-Ray 
Oscillograph for the Measurement 
of High Voltage Impulses.”’ 

It was recently announced that 
Kenneth T. Knight, of Raleigh, has 
been elected temporary chairman 
of a newly-organized Eastern Caro- 
lina subsection of the North Caro 
lina Section of AIEE. A. J. Hill, 
also of Raleigh, has been elected 
temporary secretary-treasurer and 
Charles R. Vail, associate professo1 
of electrical engineering at Duke, 
was named chairman of the consti- 
tution and by-laws committee of 
that group. 


Electric association 
schedules trade show 

AN INDUSTRIAL trade show, spon- 
sored by The Electric Association 
of Kansas City, will be held in the 
Exhibition Hall of the KMBC 
Building April 27, 28, and 29, 1953, 
it was announced by John D. Hil- 
Boese-Hilburn Electric 
Co., and president of the associa- 
tion. 


burn, of 


In announcing the 1953 Trade 
Show dates, Mr. Hilburn added that 
C. P. Haas, of General Electric 
Company, a vice-president of the 
association, has been named man- 
ager of the show. 

The Trade Show will be limited 


to electrical manufacturers, manu- 
facturers’ agents and representa- 
tives. Hilburn said that invita- 
tions and space information will 
be mailed to prospective exhibitors 
about December 15 


Aluminum connections 
studied by NEMA 

THE ELECTRIC Power Connector 
Group of the Switchgear Section, 
National Electrical Manufacturers 
Association, has initiated an exten- 
sive study of all phases of the prob- 
lem of making connections to alu- 
minum conductors. A decision to 
conduct this study was approved at 
the annual meeting of the Group at 
Atlantic City, New Jersey, recently, 
in connection with the annual 
NEMA meeting. 

The members, who represent all 
principal electric power connector 
manufacturers, have started a re- 
view of available data. 


Rate increase granted 
Louisiana utility 


THE GULF STATES Utilities Com- 


pany, of Beaumont, Texas, was 
authorized by the Louisiana Su- 
preme Court to boost its rates to 
Southwest and 


South-Central Louisiana by 20 per 


19 parishes in 


The authorization came when the 


high tribunal reversed a decree by 
District Judge Caldwell Herget, of 
Baton Rouge. Judge Herget had up 
held the Louisiana Public Service 
Commission in its denial of the 
company’s application for higher 
electric utility rates. 

In writing the Supreme Couri 
opinion, Associate Justice E. How- 
ard McCaleb said: 

“Appellant 
record reveals, that its application 


maintains, and_ the 


for a rate increase emanated from 
the combined impact of inflated 
costs and the urgency for extraordi- 
nary expansion of its services. 

“Between 1945 and 1952 its ma- 
terial costs advanced 64 per cent 
and wages 93 per cent, yet appellant 
has not heretofore sought a rate 
increase. 

“To keep pace with the fast de- 
velopment, appellant added over $10 
million to its electric plant in 1951 
and has planned a further expan- 
sion for 1952 and 1953 costing $22 
million.” 
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NAMES IN THE NEWS sesame ato 


“Concentrol’’ motor 

The International Association of control centers 
Electrical Inspectors has announced 
that Everett F. Cogan, of New Or- 
leans, La., has assumed his duties as panelboards 
technical assistant secretary of the 
IAEI. . 
Mr. Cogan, who replaces Robert A. feeder & plug-in 
Peterson, now associated with a manu- bus duct 
facturer, has been employed by the 
Louisiana Rating and Fire Prevention 


3ureau since 1948 as an electrical unit substations @ @ @ the modern, low-cost 
“packaged” method of supplying 
instrument panels power. This Continental installa- 
tion is a 3000 KVA Double Ended 


Weather-Loc Unit. With Continental equipment, 


enclosures you can coordinate your complete 


: electrical distribution system. And, 
theater switchboards ora 
Continental craftsmanship gives 


wireway you top performance and appear- 


ance value. 


Everett F. Cogan 


engineer and inspector. He worked 
with the late George Welman until 
Mr. Welman’s death. Prior to employ- 
ment by the Louisiana Rating and 
Fire Prevention Bureau he was with 
the City of New Orleans as an electri- 
cal inspector and during the war was 
employed by the War Assets Admin- 
istration, U. S. Navy Bureau of Ships, 
Consolidated Vultee Aircraft Corp., 
and from 1955 until 1940 was em- 
ployed by the Southern Pacific Rail- 
road as a general electrician. He is a 
graduate of the University of Detroit. 





a : ke 
~ Ss 
Raymond O. Reinhardt has joined 
BullDog Electric Products Co., De- DATA ON INSTALLATION PICTURED 
troit, as a field engineer, Leo H. Lips- High voltage sections: Lood Break Air In- 
comb, sales manager, announced re- ferrupter Switches 
cently. Transformers: Askarel Immersed, 1500 KVA, 
F 3-Phase, 12,000-480 V. 


Reinhardt will help serve the St. Setshaean G50 ¥.. Droweet Tees Ae Co 


Louis, Mo. area under district man- 7 
_ ow - cuit Breckers 

ager E. N. Cahoon. He will make his Dies Guach: Cantinaabed tw Weendenen eater 

headquarters at 3738 Washington Bus Duct. : 

Avenue, St. Louis 8, Mo 


ELECTRIC EQUIPMENT CO. 


e a desta 
Before you decide on BOX 1055-S, CINCINNATI 1, OHIO 
Cc. B. Chunn has been named ad- any Electrical Distribution 
ministrative assistant at the South- Equipment, be sure you have ... manufacturers of 


one of the most complete lines of 


atin Sublic Service Co.. of Ama- Continental's engineered pro- ; 
western Public Service Co., of Ama g p Electrical Distribution Equipment 


rillo, Texas, with Glenn D. Chase, posals and delivery schedules! 
presently construction superintendent Your inquiries will be given 
of the Plains Division, named to suc- prompt attention . . . and Con- 
ceed him as system construction su- tinental'’s standardized equip- 


perintendent. ; ment will get you into action 
Among Mr. Chunn’s special assign- «« fastl 

ments are those problems incident to 

standardization of transmission and Specify Continental . . . with Confidence! 


Send for 
literature and standards 
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Concentrate Your Buying 


From One Source 
@ YOU'LL SAVE TIME 
@ AVOID CONFUSION 
@ HAVE A UNIFORM JOB 
RIGID and 
HINGED POLES 
with a full 


line of 
LUMINAIRES 


OPEN AND ENCLOSED eT 
from 75 to 5000 WATT 


v> 


4200 Series 3800 Series 
AIRPORT RUNWAY MARKERS 


Consul 
aes 4 


ELEVATED TYPE 


HIGH, 
oe AN 
ow a 
REFLECTORS 








COVERTIBLE 
AREA LIGHTER 
SEARCH LIGHTS 


MEG. CO. 


REVERE ELECTRIC 


6005 BROADWAY e CHICAGO 40, ILL. 
indoor & Outdoor Lighting for Every Need 
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distribution systems in the Public Ser- 
vice Company’s territory and the ap- 
plication of an inventory control sys- 
tem for those supply items used by 
the company. 

Mr. Chase will handle construction 
of all new transmission lines through- 


Glenn Chase 


out the company’s 45,000 square mile 
and the construction of 
plant 


service area, 
transmission and 
substations. 

The post of system construction su- 
perintendent has been filled by Mr. 
Chunn since 1945. He has been with 
the company since 1929, starting his 
employment as a line foreman. 

Mr. Chase has been associated with 
the Southwestern Public Service Com- 
pany or its predecessor organizations, 
for nearly 27 years, the last 16 of 
them in Plainview, . 


generating 


Texas. 
* 


At a recent meeting of the board 
of directors of the Frank Adam Elec- 
tric Co., St. Louis, Mo., Daniel Staehle, 
Jr., was elected vice-president in 
charge of sales, and Arthur Koehler 
was named sales manager. 


J. A. (Jim) Foerster, 1533 Delgado 
Ave., Coral Gables, Fla., has been ap- 
pointed Miami representative for Day- 
Brite Lighting, Inc. Mr. Foerster will 
be associated with Joseph N. Crevasse 
of Mandarin, Fla., who has been rep- 


J. A. Foerster 
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resenting the company throughout the 
state of Florida. Mr. Foerster was 
assistant director of engineering for 
Day-Brite prior to this new assign- 
ment. 


Appointment of Charles W. Nulle 
as advertising manager of the Light- 
ing Division of Sylvania Electric 
Products Inc. was announced recently 
by Terry P. Cunningham, company di- 
rector of advertising and sales pro- 
motion. His headquarters are in 
Sylvania’s executive offices, 1740 
Broadway, New York City. 

Mr. Nulle will supervise the adver- 
tising program for Sylvania products 
manufactured in the Lighting Divi- 


Charles W. Nualle 


en plants. Products of the 
division include fluorescent lamps and 
sign tubing; incandescent lamps; 
lighting fixtures; a wide 
variety of spec'al-purpose lamps, such 
as infra-red, mercury vapor, 
germicidal, and switchboard lamps; 
and ballasts, starter switches and 
transformers for fluorescent lighting 


sion’s sev 


fluorescent 


reflector, 


f 


M. O. Hollis, secretary-treasurer of 
Raybro Electric Supplies, Inc., Tampa 
Miami, St. Petersburg, 
and Orlando, has announced several 
changes in the Raybro organization 

W. T. (Bill) Brown has been ap- 
pointed Miami branch manager He 
joined Raybro in 1939, worked in sev- 
eral departments of the company, and 
became assistant Miami branch man- 
ager last March 

C. (Jack) Key, 


Jacksonville, 


Jr. has been pro- 
moted to assistant manager of the 
Miami branch. Joining Raybro in 
1940, he has been Miami branch sales 
manager since April, 1950. 

C. V. (Sparky) Brown, formerly 
branch manager in Miami has moved 
to Tampa and will be administrative 
assistant, working with general man- 
agement. Mr. Brown joined the or- 
ganization in 1929. 

Gordon Priday has been promoted 
to manager of Lighting and Lamp De- 
partment, statewide, and will move to 
the company’s headquarters in Tampa. 
Mr. Priday has with Raybro 
since 1947. 


been 
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(Additional items will be found on pages 103, 128, 129 and 130) 


1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 

1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 

1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. , 

1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 

1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 

1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 

1068—-Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specifications 
and a technical section, is brought to the reader. 

1076—Modular Lighting. A 20-page booklet containing 


interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Ill, 

1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa 
tion and layout help for architects and engineers. F. W 
Wakefield Brass Co., Vermilion, Ohio 

1086—Connectors ‘and Couplings. Tomic Sales and En 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 

1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 

1090 Midget- Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, ——_ from sages Adam Electric Co., 
3650 Windsor PI., Louis 13, 

1092—Electrical ye and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 

1094—Photoelectric Controls for Street Lighting. A 
four-page catalog sheet. Bulletin 63300B, gives full infor- 
mation on photo-electric controls available from Fisher- 
Pierce C« Inc., 59 Pear] St., So. Braintree, Mass 

1110—Flexible Cords and Portable Cables Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co.,. Wilkes-Barre, Pa. 

1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue. Boston 10. Mass 

1134—Portable Cables For Low Voltage. A wel! illus- 
trated 24-page catalog. Describes and illustrates the wide 
variety of single and multi-conductor cables for this volt- 
age. Complete splicing instructions included Copies may 
he obtained from Simplex Wire & Cable Co 9 Sidney 
Street. Cambridge 39, Mass 


conduit fittings is 
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Please send me the bulletins and catalogs indicated. 
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George N. Jack has been transferred 
to St. Petersburg and appointed 
branch manager. He has served in 
various capacities in the Tampa and 
St. Petersburg branches since he 
joined the company in 1947. 

Cc. A. Fields, who joined the com- 
pany in 1948 and has been in the cus- 
tomer department in St. 
Petersburg since March, 1951, is be- 
ing transferred to Tampa to the cus- 
tomer service department. 

J. L. Hargrove, Jr., who has been 
with Raybro since 1948, is being trans- 
ferred from the price and edit depart- 
ment in Jacksonville to the St. Peters- 


service 


burg branch and will handle customer 


service in that branch. 
® 


Perry G. Sessoms, Jr., has joined 
L. Morris Landers Co., manufacturers 
agents of Atlanta, as a lighting en- 
gineer, and will travel the states of 
Georgia, Florida, South Carolina, Ala- 
bama, Tennessee, and Mississippi, 
with headquarters in Atlanta. 

Mr. Sessoms has been associated 
with the electrical industry for sev- 
lighting 

Imme- 
diately before accepting his new posi- 
tion, he was manager of the Mid-Soutl 
Supply Co., of Knoxville, Tennessee. 

The Landers Company handles a 
complete lighting line, including the 
products of Electro-Syl-Va-King Co., 
of Bridgeport, 


eral years, specializing in 
with several Southern firms. 


Conn., a company re- 
cently organized as the result of the 
merger of Electro Manufacturing 
Corporation and Brightlite Reflector 
Corporation 


T. G. Greene has been appointed by 
the Unistrut Products Company to 
assist architects and engineers in de- 
sign and specification of installations 
using the Unistrut metal framing sys 
tem. He will cover the territory served 
by the company’s Southeastern Divi- 
sion office, 1321 Spring St., N.W., 
Atlanta, Ga., headed by Brad Fogarty, 
Southeastern Division manager. 


6 
Nelson S. Hibshman, dean of the 
School of Engineering, of Pratt Insti- 
tute, in Brooklyn, N. Y., has been ap 
pointed assistant secretary of the 
American Institute of Electrical En- 
gineers and will join the staff about 
Jan. 5th, H. H. Henline, secretary of 
the Institute, announced recently 
Dean Hibshman has resigned his posi 
tion at Pratt. 

It is expected that Dean Hibshman, 
who is treasurer of the Institute, will 
succeed Mr. Henline when the latter 
resigns in the spring of 1954, Mr. 
Henline also announced. Mr. Henline 
has been secretary since 1932. 

The Institute has a world wide 
membership of 44,000, and is the larg 
est technical society of its kind. 
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NEW PRODUCT NEWS 


Dry-type transformer 


A COMPLETELY ENCLOSED, non-ven- 
tilated dry-type distribution trans 
former for service on secondary cir- 
cuits rated 600 volts and below has 
been developed by the Westinghoust 
Electric Corporation, Box 2278, Pitts- 
burgh, Pa. Designated as type E, the 
new transformer supersedes the typ 
AJR line of dry-type transformers. 

The enclosed distribution 
former utilizes Hipersil 
class H silicone insulation and open 
Both high 
and low-voltage leads are brought to 
laminated plastic terminal boards at 
the bottom of the case. Since the ten 


trans 


cores and 


ates at 120 degrees C rise 


perature of the terminal compartmen: 
is less than 30 degrees C, standard 
insulated cables can be used for wir 
ing through conduit. Conduit knock 
suts are located at the bottom of the 
case walls. 

In addition to the 3-, 5-, and 10-kva 
AJR sizes superseded, the type E will 
also be built in 15-, 25-, 
50-kva ratings. 

The three smaller sizes are designed 
for indoor or outdoor service and wall 
mounting. Ratings above 15 kva, also 
for both indoor and outdoor service, 
are designed for floor or platforn 
mounting, though the 15- and 25-kva 
units can also be wall mounted. 


Pin-type lampholder 


A NEW WEATHERPROOF Pin-Type 
Lampholder, now being manufactured 
by John I. Paulding, Inc., New Bed 
ford, Mass., is designed for wiring of 
large banks of lamps for either i 
door or outdoor use. 

The new 
use of various types and sizes of wires 
including No. 10 and eliminates the 
need for stripping, splicing, soldering, 
or taping. Pinpoint contact is posi- 
tive, and punctures are so small that 
neither insulation nor wire suffers 
injury. Both wire and lampholder 
may be re-used. 

The device is suited for carniv 
conventions, parties, 


lampholder permits the 


picnics, decora 


tive displays, and celebration lighting 

Paulding also manufactures a com- 
plete line of wiring devices and light- 
ing fixtures 


Lock-over clips 

LOcK-OVER CLIPS, available in three 
sizes and adaptable for use in securing 
all sizes of service entrance cable, are 
now being manufactured by the Bris- 
tol Electric Mfg. Co., 15 Willow St., 
Natick, Mass. 

Cl p No. SC15 is designed for use 
with No 


6 and No. & service entrance 


No. SC20 is to be used with No. 
: cable; and No. SC25 is adaptable to 
No. 2 cable. All three are easily in 
side of the 
inserting the 
cable, folding over the clip with th: 
fingers, and if 


cable; 


by fastening to the 
building with screw, 
necessary, securing 
hammer. They are made of 


and are non-corrosive 


9 
Mobilex lighting system 


\ NEW AND FLEXIBLE recessed light- 
ing system, the Mobilex, has been an- 
nounced by Day-Brite Lighting, Inc., 
5411 Bulwer Ave., St. Louis 7, Mo. 

The Mobilex system, designed fo: 
use in stores, offices, display areas in 
buildings, both old and new, is flexible, 
interchangeable, and modern in de 


sign. It is available in two basic sizes 
and three basic shielding elements, 
and is designed for use with grid type 
suspended ceilings consisting of in- 
terlocking “tees” spaced 24-inches by 
24-inches, or 24-inches by 48-inches, 
center to center, a supporting Fiber- 
] } 


glas ceiling board. 


Wiring device catalog 
FORTY-EIGHT PAGES containing over 
1400 electrical wiring devices, lamps, 
and specialty products, make up the 
new 1952-53 catalog issued by Eagle 
Electric Mfg. Co., Inc., 23-10 Bridge 
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1136—Cavalier Heaters. A booklet is avaiable fron 
Cavalier Corp., Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 

1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co., 6301 Butler St., Pitts- 
burgh, Pa. Hundreds of new products in the pole line hard- 
ware and accessories line are included in this new edition 
which is bound in burgundy fabricoid, embossed, and 
printed in two colors throughout. 

1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and othe 
applications. 

1146—Ceil Heat Electric Radiant Heating Cables. New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Cei! Heat Division of Homes, Inc., 5212 Homberg D1 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 

1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light : Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 

1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE 
industrial and residential wall and ceiling fans. Write to 
Perfect-Line Manufacturing Corp., Old Country Road and 
Railroad Avenue, Hicksville, L. I., N. Y. for a copy. 


1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafayette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 

1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 

1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272A. 


1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Adv antages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 


1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 


1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, etc. 
on its full line of Switch and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply coupon below. 

1184—Underground Cables. Complete 16-page catalog. 
Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 
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1186—Industrial and Domestic Heaters. Elect poasate 
Corporation, 45 Crouch Street, Rochester 3, New York, 
currently offering an Industrial and a Domestic Catalog. 
The Industrial Catalog (EC-62R) gives complete descrip- 
tions, specifications and illustrations of Electromode Sus- 
pension- Type, Combination Portable and Suspension, and 
Explosion-Proof Heaters, and includes data on control 
equipment, mounting and wiring diagrams, illustrations of 
typical installations. Also information on how to figure 
heat loss. The Domestic Catalog (EC-63R) is full of typical 
installations for wall-type, portable, automatic and non- 
automatic Electromode Heaters, with complete specifica 
tions and suggested uses; also includes instructions for 
installation of wall model heaters. 


1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance 
evidence, construction, and the products. 

1190—Electrical Fittings and Fixtures. Blackhawk Ir 
dustries, Dubuque, lowa offer a new 2-color bulletin describ 
ing and illustrating B-I Electrica] Fittings and Fixtures 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 


1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio 


1198—TOOLS AND WIRING MATERIAL. A _ new 
eight page folder showing the new JIFFY SAW ATTACH 
MENTS and other hole cutting tools, as well as SNAP-IN 
BLANKS, BOX SUPPORTS, NO-KINK FISH TAPE, and 
other wiring specialties, has just been issued by CLYDE 
W. LINT CO., 1144 W. Washington Blvd., Chicago, Ill 


1200—Fluorescent Fixtures. Complete information or 
fluorescent lighting for offices; commercial interiors of all 
types, industrial plants, school, libraries, etc., available 
from Leader Electric Company, 3500 N. Kedzie Avenue 
Chicago 18, Illinois. 


1202—Hazardous-Location Equipment. Bulletin 2631 
contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N. Y. A detailed 
treatment of Article 500 of the 1951 Code is found it 
3ulletin 2627, also available from Crouse-Hinds 


1201—Electrical Conduit Fittings, Conduit Nipples, 
Couplings, Elbows. Illustrated Catalog available upor 
request to Electrical Fittings Corp., Woodside, N. Y., 01 
our nearest warehouse in your locality 


1206—Electrical Tape. Available in catalog sheet form 
are Haartz-Mason specifications for Paramount Friction 
Tape, Stronghold Rubber Tape, and the new Paraplastic 
Plastic Tape which effectively does the work of both rubbe 
and friction tapes for faster and neater taping. Haart7 
Mason, Inc., Watertown 72, Mass. 


1208—Contemporary Lighting Fixtures. New catalogs 
are available from Pressteel Company, 800 Bancroft Way, 
Berkeley 2, California. Profusely illustrated, the catalog 
feature their Recessed, Swivel-Lite and Architectural 
Series, and include prices, framing-in-dimensions and 
candle-power distribution curves. The Swivel-Lite and 
Architectural Series are available in a wide range 
decorator colors. 


1210—Exterior Lighting. Catalog No. 90 
Pemco Street and Highway, Gasoline Service 
Floodlighting manufactured by Phila. Electrical 
Co., 1200-36 N. 31st . Philadelphia 21, Pa. li 
to detained dimension - illustrations this catalog 
many engineering helps. 


1212—Commercial and Industrial Fixtures. A 
page catalog is rolling off the press for Catho-Li 
pany, Inc., Baltimore 15, Maryland. Commercial and 
industrial fixtures, in fluorescent and slimline, are offered 
to meet the modern lighting needs of stores, offices, fac 
tories, schools, etc. A new recessed line is featured am 
many new units shown for the first time. Jobber inquiri« 
invited 
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Plaza South, Long Island City, N. Y. 
This new illustrated catalog is de- 
signed to serve as a selling device as 
well as a reference book for the trade. 
All of the prod icts are cross-indexed 
to facilitate quick and easy finding. 
Among the 1400 quality electrical 
items featured are electrical wiring 
devices, extension and cord sets, fuses, 
lamps, wall plates, push buttons, range 
cords and outlets, and nichrome wire. 


Wiremold wiring guide 


A NEW CATALOG and Wiring Guide, 
No. 19, including full information on 
Wiremold’s line of surface metal race- 


ways and fittings for electric light and 
power, and telephone, has been issued 
by the Wiremold Co., of Hartford 10, 
Conn. 

This catalog also contains complete 
data on the company’s latest develop- 
ment, 2000 Plugmold. 


Manual on circuit breakers 


A NEW MANUAL explaining operat- 
ing principles of basic circuit breaker 
designs, and providing engineering 
data on factors of application has just 
been published by the Heinemann 
Electric Co., 328 Plum St., Trenton 2, 
N. J. 








| HAVE YOU INVESTIGATED ... 


IN YEARS. 





THIS ENTIRELY NEW CONCEPT OF SCHOOL LIGHTING 


HAIRPINLINE COLD CATHODE 


YOU MUST SEE AN INSTALLATION TO APPRECIATE 
ITS MANY ADVANTAGES 


NO LOUVERS OR GLASS REQUIRED TO COVER THE 
LOW-BRIGHTNESS LAMPS. 


THE FIRST MAJOR ADVANCE IN SCHOOL LIGHTING 


THE RECORDS ARE IN AFTER SIX YEARS. 
RECORDS PROVE 12000 TO 15000 HOUR LAMP LIFE. 
LOW MAINTENANCE COST—LOW CURRENT COST— 
LOW FIRST COST. SAVINGS MEASURED AT THE END 
OF EACH SCHOOL DAY. 


SEND FOR FREE COPY OF OUR BOOKLET 


FACTS ABOUT COLD CATHODE FOR SCHOOL LIGHTING 
ILLUMINATING ENGINEERING COMPANY 


2347 EAST NINE MILE ROAD, HAZEL PARK, MICHIGAN 


THESE 











Included in the new manual are 
simplified diagrams showing the three 
basic types of circuit breakers in 
general use today with brief descrip- 
tions. Through colored charts and dia- 
grams, explanations of temperature 
factors, inrush current effects, trip- 
ping and reset time, and time delay 
curves are provided. Also discussed 
are the questions of quick or slow 
make-and-break, and wire deteriora- 
tion rates at various ampere values. 

While the manual is concerned 
mainly with branch circuit protection, 
it should be of informative value to 
anyone concerned with circuit breaker 
epplication. 

Copies of Manual 101 are available 
upon request. 


Textile electrical equipment 

A NEW 35-PAGE booklet on electrical 
equipment for cotton and rayon mills 
is available from the Westinghouse 
Electric Corp., Box 2099, Pittsburgh 
30, Pa. 

Emphasizing that substantial sav- 
ings can accrue from application of 
modern electrical apparatus, this 
booklet describes a complete line of 
electrical equipment for rayon and 
cotton mills—from switches to bleach- 
ing range drives. 

Number of the booklet is B-4799. 


Voltage complaints 


(Continued from page 68) 


meter at customer’s service pole 
and also recording voltmeter and 
maximeters at transformer pole. If 
voltage is low at transformer, and 
the primary circuit is not equipped 
with regulators, the transformer 
taps are changed by the field man 
to raise the voltage. (It is necessary 
to interrupt the customers on the 
transformer for a few minutes 
when taps are changed; this is done 
after notifying electric service desk 
by radio.) 

If primary circuit is equipped 
with regulators, the office is con- 
tacted where it will be determined 
from records whether transformer 
is on correct tap for area, or feeder 
regulation is at fault. (Feeder regu- 
lation can be seen from readings 
made at load center or at test points 
beginning and end of 
regulated feeder 


located at 


A maximeter installation on a 25 
kva, 7.6 kv transformer is shown in 
Figure 5. 

d High 


7.6/13.2 kv system. 


voltage complaint on 

Field man installs recording volt- 
meter at customer’s service pole and 
also makes indicating test at trans- 
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former pole. Taps are changed if 
advisable, or test proceeds along 
primary circuit as in (c) above. 

Routine tests are conducted on 
the load centers of the 4 kv circuits 
and those 13.2 kv circuits equipped 
with regulators. Figure 6 shows a 
3-element graphic voltmeter being 
installed on a 4 kv circuit equipped 
with potential transformers. One 
element of the meter is connected 
in each phase, since single phase 
regulators moving independently 
are used on most of these circuits. 
A few 4 kv circuits are equipped 
with three-phase regulators. 

In a typical 13.2 kv load center 
installation, a potential transforme) 
connects to a 2-wire concentric 
cable run down the pole and termi- 
nated at a bracket 8 feet above 
ground, below which a _ 1-element 
graphic voltmeter may be hung. 
Only one phase is metered since 
either a 3-phase feeder regulator or 
a bus regulator is used on the 13.2 
kv circuits. 


Precedare after field checks 


With a standard secondary volt- 
age of 120/240, corrective measures 
are considered necessary if the volt- 
age at the pole to which customer’s 
service drop is connected is below 
115 or above 125. 

Voltage complaint jobs are given 
priority over almost all other jobs 
and usually involve one of the fol- 
lowing: 

(a) Changeout of transformers 
only. When load check with maxi- 
meters shows an overloaded trans- 
former with resultant heavy voltage 
drop in transformer, and if the sec- 
ondary voltage drop between the 
transformer and customer's service 
pole is not excessive, and also the 
primary regulation is satisfactory, 
a transformer changeout to a larger 
size may solve the difficulty. This 
work is performed by work order 
memorandum to line section. Other 
cases of trouble with transformers 
may be due to incorrect ratio, or de- 
fective coils. 

(b) Change in wire size on sec- 
ondary. Experience has shown that 
with present day loads, in most in- 
stances, No. 6 secondary wire pro- 
duces excessive voltage drops when 
the secondary is supplied by a 25 
kva or larger transformer. There- 
fore, in almost all cases where cus- 
tomer with voltage complaint is sup- 
plied from 25 kva transformer or 
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CONGRATULATIONS 


SEWA 


ON YOUR 


3a MEETING! 


AT THE BILTMORE _->. ~ 


We wish SEWA and all its members continued success and increased 


business for 1953 and the years ahead 


Great Western and its representatives believe in your program of 


supporting the electrical 


1 wholesaler. Our sales policy is to maintain 


sound profit margins, quality production, sales aids, sound merchandis 


ing 


and technical advice available to all electrical wholesalers for 


their benefit 


Be sure to meet our 
GREAT WESTERN REPRESENTATIVES 


At the Meeting 





PAUL SHERRILL 
P.O. BOX 38 
GREENSBORO, N. C 


L. M. LANDERS CO. 
624 SPRING ST., N.W. 
ATLANTA, GA. 


CHESTER R. LLOYD 
1501 WESTBROOK DR. 
NEW ORLEANS, LA. 











GREAT WESTERN FUSE DIVISION 


TITEFLEX, INC. 
500 Frelinghuysen Ave., Newark 5, N. J. 





larger on No. 6 secondary, a job es- 
timate is prepared to change out 
the No. 6 wire to No. 2 size, and 
after approval, is forwarded to lines 
section for execution 

(c) Rearrangement of secondary 
bus. When study of the voltage 
charts, the transformer loading, and 
the secondary map of the area sup- 
plied by the transformer indicates 
the need for a rearrangement of the 
bus, the charts are forwarded to the 
Engineering Dept. to have job esti- 
mate with plan prepared. This plan 
may include “cutting” of the bus 
and installation of an additional 
transformer as well as changeout of 
No. 6 wire. The necessary approv- 
als are secured and the estimate is 





forwarded to lines section for exe- 
cution. 

d) Primary regulation change. 
As mentioned previously, indicating 
and/or recording voltmeter checks 
are made along the primary circuit 
when needed. These may indicate 
station regulator trouble which can 
be readily cleared up by the station 











operator, or the regulator settings 
HOT STUFF “no-load” and/or compensation) 
Nothing is ever considered so good at Marcus that may require adjustment. In 
improvement isn't searched for constantly. Since tion. the 
insulation is the heart and backbone of any trans- 
former, Marcus is proud to announce its use of the 
first real advancement in Class B insulated magnet 
wire in 12 years. The combination of Johns-Man- 
ville Quinterra with DuPont Mylar and Dacron not e) Installation of primary ca- 
only provides exceptional heat resistance but di- pacitors. The load or power factor 
electric strength as high as 10 times that of the of the circuit may cause voltage on 
present industry standard. Failure at such vulner- the primary 
able points as turn-to-turn and layer-to-layer be- 
comes a virtual impossibility. Moreover, another 
Marcus first, Quinglas, having unusually high phys- 
ical strength, adds extra protection between layers. 


addi- 
substation transformer 
taps may require changing to ad- 
just the 4 kv bus voltage to the 
proper level 


which cannot be ad- 


I Se eer eens reo 


justed properly from the station 
end. Capacitors are used in such in- 
stances where possible, to obtain 
the voltage correction necessary. At 
Insulation levels never thought possible or econom- the 
ical with dry type transformers are now available 
from Marcus, one of the largest manufacturers in wir 
the world of dry type transformers exclusively. ee made on some of the 13.2 
Capacities from 1 to 3000 KVA, up to 15,000 volts. kv circuits. Fixed capacitors have 
been in service on both the 4 kv and 


present time installations of 
automatically switched capacitors 


.o } t 

Representatives in Principal Cities 13.2 kv systems for several years 
« DISTRIBUTION f) Installation of 
+ GENERAL PURPOSE 
© UNIT SUBSTATION 
© PHASE CHANGING 


~wrhy. voltage drop aiong the secondary be- 
* ELECTRIC FURNACE . . 

= WCLDING M a R C L S tween the transformer and the last 
* WELDING customer on the bus can be made 
en ) an be made to 


—- PIONEERS IN THE FIELD OF DRY TYPE TRANSFORMERS i limited extent by the use of sec- 
ondary capacitors. These are par- 


secondary ca- 





pacitors Correction of excessive 





ticularly useful along rear property 
lines where it is difficult to make 


TRANSFORMER CO., inc. ee ee 
32-34 MONTGOMERY ST. (9) Rearranging toad between 


mary circuits. Overloading, or 


HILLSIDE 5, NEW JERSEY excessive length of primary’ cir 


cuits, may produce low voltage situ- 


“Mark of Quality” 
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ations which can be corrected by 
transferring load to another adja- 
cent circuit 

(h) Repairs to defective distribu- 
tion equipment. Low voltage com- 
plaints sometimes result from de- 
fective equipment, such as: cutouts, 
service drops, connectors, splices, 
etc., which are discovered when volt- 
age readings are taken at the trans- 
former and along the secondary bus 
and service drop. 

When the voltage investigation 
discussed above discloses no trouble 
on the “outside,” it is then neces- 
sary to check further on the “in- 
if the customer continues to 
experience trouble. The utilization 
section of the Engineering Depart- 
ment is contacted, and suitable tests 
are then made by engineers at the 
equipment until the trouble is found 
and the customer satisfied concern- 
ing what must be 


side,” 


done to secure 
correct operation. 

Obviously, it is important to keep 
the customer informed, but it is 
likewise true that many customers 
have enough confidence in the util- 
itv to assume that the matter will 
be promptly handled to a successful 
conclusion without further atten- 
tion on the customer’s part, and 
these latter customers do not expect 
to be called back when their troubles 
are of a temporary nature. How- 
ever, it would seem to be the best 
policy to call each customer and in- 
quire as to the present status of the 
equipment 
This “‘call-back” is particularly im- 


which was in trouble. 


portant to explain any delay occa- 
sioned by system changes to cor- 


rect the voltage situation. 


Analysis of complaints 


An analysis of all low voltage 
received during the 


“peak” seasons of 1951 and 1952 


complaints 


has pointed up the necessity for tak- 
ing corrective measures insofar as 
possible during the “off” season, or 
winter time, in order to forestall a 
substantial percentage of com- 
plaints for the following summer. 

Approximately half of the com- 
plaints during 1951 and 1952 were 
caused within the premises by the 
customers’ own equipment, such as: 
overloaded or defective motors, 
overloaded wiring, wrong applica- 
tion of the motor, defects in tele- 
vision equipment, etc. 

Continuing the analysis of the 
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Southern Representatives 


OKLAHOMA - TEXAS 
*J. H. ARNOLD 
1715 W. 30th St., Austin, Texas 
LOUISIANA - SO. MISSISSIPPI 
E. J. HAGAN 


3320 Louisiana Ave., New Orieans, La 


VA.-NO. CAR.-SO. CAR.-E. TENN 
DBD. A. MARSDEN 
P. O. Box 3071, Charlotte, No. Carolina 


ALABAMA - GEORGIA - FLORIDA 
P. N. LITTLEFIELD 
P. O. Box 287, Marietta, Ga 


ARKANSAS - NO. MISSISSIPPI 


Recent makes this territory 
available to livewire representative 


resignation 


*These representatives handle 


TILDEN ROTARY KONKRETE KORE DRILLS 


Contact the above offices for samples 
of our new JIFFY NAILKLIP and full 
information of our complete line as 
listed below: 


Adjustable Bar Hangers 
Thinwall Straps 
Outlet Box Covers 
Snap-In Blanks 

Wire Lubricant 
Porcelain Insulators 


Staples 

Pipe Straps 

Box Supports 

Fish Tape 

Line-Up Washers 

House Brackets @ Here's a High Volume Profitable Seller 
Boring Attachment Solder Dipper One piece NAILKLIP. Faster 
Conduit Bender Vise Sun Mitedmett «6—- SScranes cats ened be as 8.2. Armare 


Entrance cable sizes 8-2 to 2-3. Armored 
: . and non-metallic sheathed cable sizes 14-3 
Adjustable Metal Hole Nails 
Cutters 


firmer 


to 10-2 


@ Send for prices, literature and sample. 


STOCKED BY LEADING SOUTHERN ELECTRICAL DISTRIBUTORS 


ClydeW Lint 


1144 WEST WASHINGTON BOULEVARD 


CHICAGO 7. KLINOTS 
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IN KITCHEN VENTILATION 


EXCLUSIVE 


in 
TRA DE-WIND 
VENTILATORS 


CENTRIFUGAL /BLOWERS 


for discharge under |pressure 


The outsté inding performance of 

C lipper Ventilators is 
due to their e xclusive Mlesign, incorporat- 
ing the use of genuine] centrifugal 
blowers. Unlike blade-type fans 
blowers move a large 
es may of air through a duct under 
pressure. This pressure is necessary to 
overcome the resistance set up by the 
walls, elbows andj/other obstructions in 
the duct system. You c an count on 
for quality performance 


The ONLY ventilator that gives you 


@ Centrifugal Blowers 
@ Isolated Motor 

@ Dripiess Grille 

@ Easier installation 


@ interchangeabie 
Horizontal and 
Vertical Discharge 

@ Five-year Guarantee 


PRICE OFFERS AN INDUCEMENT 
BUT QUALITY OFFERS A REASON 


Trade-Wind Motorfans, Inc., Los Angeles, Calif. 


See your nearest representative 


H. C. Biglin Co., Inc., 177 Harris St., N. W., 
Atlanta 3, Ga. 
Arthur S. Jones, 306 Canterbury Hill, 
San Antonio 2, Texas (Bexar County only) 
L. R. Ward Co., 2711 Commerce Street, 
Dallas 1 and 1814 Texas Avenue, Houston 3, Texas 
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justifiable complaints, an arbitrary 
grouping of certain of these com- 
plaints has been headed “Prevent- 
able Causes.” This has been done 
since it is believed that if certain 
work had been done ahead of time, 
almost all of this group of com- 
plaints, which total 47.5 per cent in 
1951 and 44.6 per cent in 1952, could 
have been prevented. In general, 
this work would involve changeout 
of No. 6 to No. 2 secondary, and 
secondary rearrangements. 

The “Overloaded Transformer 
Only” cause totaled 30 complaints 
in 1951 and 56 in 1952 which were 
corrected by changeout of the trans- 
formers to larger size. The increase 
in 1952 was due to a delayed start 
in the annual load check on the 
transformers in the spring. Over- 
loaded conditions discovered from 
voltage complaints originating after 
the load survey either were over- 
looked during the survey, or 
load came on 


extra 
after the survey. It 
is not believed that this constitutes 
a large enough percentage of the 
transformers on the system to jus- 
tify any other special study or sur- 
vey to attempt to disclose this over- 
loading before the complaints origi- 
nate. (It might be mentioned that 
315 transformers were —— out 
during the 1952 load survey. 
“Circuit Regulation” and wap rans- 
former Taps” complaints are essen- 
tially a result of seasonal primary 
circuit regulation troubles and are 
corrected by adjustments at the sta- 
tion regulators or bus transform- 
ers, by installation of primary ca- 
pacitors, or rearranging load be- 
tween primary circuits, and by 
changing taps on the 7.6 kv trans- 
formers. However, where wide volt- 
age variations occur on the 13.2 
kv circuits because of seasonal load 
changes, tap changing can become 
an extensive chore, and individual 
feeder regulators are indicated. 


Correctives and preventives 


1. “Get the house in order” by 
establishing design limits and cor- 
recting obvious system weaknesses 
too small wire on the sec- 
ondaries (No. 6 should be changed 


such as: 
to No 2. or larger whenever trans- 
former is 25 kva or larger), or sec- 
(The following 
rule-of-thumb standard is now be- 
ing followed at New Orleans Public 
Service, Inc.: maximum number of 


ondaries too long. 


spans No. 2 served from 15 kva 
transformer, 6; 25 kva, 5; 374 kva, 
4; and 50 kva, 3. The above limita- 
tions are based on 112-ft. average 
spans of straight secondary with 
the transformer in the center of 
the secondary bus and the spans fed 
each way from the transformer. 
Poor power factor loads must be 
corrected by capacitor installations 
(Two 13.2 kv cir- 
cuits in New Orleans carrying over 


out on the feeder 


400 amperes at peak and serving 
predominantly residential custom- 
ers were found with 68 per cent 
power factor prior to use of capaci- 
tors, due primarily to window and 
attic fans along with refrigeration. 
After installing 3600 kva on each 
circuit, the current was reduced an 
average of 86 amperes per phase 
and the power factor was raised to 
89 per cent with a corresponding 
rise in voltage of 4 per cent. This 
improvement carried back into the 
station and reduced generator load- 
ing and raised the voltage another 
2 per cent.) 

2. Check transformer loading at 
proper time to permit changeouts to 
correct before complaints 
start. 


sizes 
3. Undertake cooperative mea- 
sures with the service organizations 
and dealers handling customers’ 
equipment so that there is mutual 
understanding between them and 
the utility of their common prob- 
lems. Create an opportunity for edu- 
cation by sponsoring meetings and 
demonstrations wherein the effects 
of good and bad voltage can be 
(It has been 
found helpful in New Orleans to 
permit, and in 
outside 


shown and discussed. 


fact encourage, any 
serviceman to bring his 
voltmeter to the utility company’s 
meter laboratory for a free calibra- 
tion against a standard voltmeter. 
Many reports of “90 volts” at cus- 
tomers’ equipment were traced to 
faulty voltmeters of low quality in 
daily use by the serviceman.) 

The above discussion has pointed 
out certain preventative measures 
which can be undertaken before the 
peak loading season arrives, and 
also the procedure used when com- 
plaints do materialize. An oppor- 
tunity exists with each complaint 
to create good-will, and establish 
friendly relations with a customer 
who might not otherwise have any 
personal contact with the utility. 
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PLUGMOLD 2000 
gives you SWITCHED 


and HOT OUTLETS 
in the 


SAME Receptacle! 


WiremorD’s exclusive 
SNAPICOIL eliminates 
multiple connections 
between short lengths - 
receptacles are pre-wired 
in 50 foot coils. 


The Snapicoil 3-wire duplex 
receptacles of the new Plugmold 
2000 multi-outlet system have 
one side switched and one side 
“hot”’—this exclusive Plugmold 
feature means extra convenience 
in homes, stores, offices ... 
everywhere. 


The same size Plugmold 
2000 raceway also accepts Snapi- 
coil 2-wire duplex all “hot” or 
NEMA 2-wire grounded recep- 
tacles. Only one size raceway is 
needed on the job! 


Plugmold 2000 is easier, 
faster and cheaper to install! 


Write today for the new, 
free Plugmold 2000 book! 


PLUGMOLD 2000 


cee tae | 
WIREMOLD'’S Zee 
multi-outlet system 








THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





Green pastures 
(Continued from page 80) 


thoughts and energies to playing 
their own part well. They should 
assemble materials of various man- 
ufacturers in their warehouses 

good materials, in quantities nor- 
mally required, so that contractors 
could buy from their stocks, and 
not place an order with the jobber 
simply to have it written on an- 
other form with another number 
and sent on to the manufacturer, 
leaving the contractor to do the 
expediting—and this has been done 


Adequate stocks essential 


If a contractor is expected to 
buy from the jobbers, he should 
have some assurance that he will 
be able to secure the majority of 
materials for ordinary jobs from 
the jobber’s stocks, at the place 
and time required, and at a reason- 
able price. The jobbers who fulfill 
these requirements will usually 
have sufficient business if there is 
any available. 

Jobbers should sell through the 
contractors, because it is economi- 
cally sound. The contractor, if he 
is properly organized, and there 
are enough who are, knows for 
each job: what to buy; where to 
buy; when to buy; how to buy; 
and is in position to take off of the 
job any materials left over as a re- 
sult of changes, or _ intentional 
heavy buying in order to avoid 
shortages if changes do come up 
The contractor is a steady cus- 
tomer, whereas the owner is often 
a one shot buyer, or at best very 
irregular. 

By selling the contractors, the 
jobber limits his number of con- 
tacts for the same amount of busi- 
ness. He gains nothing in the long 
run by selling direct, nor does the 
owner gain by buying direct. The 
jobber who sells direct loses the 
good will. of the contractors who 
buy month in and month out. He 
often gains the ill will of both con- 
tractor and owner when the latter 
finds himself with materials, in 
some cases of the wrong kind, usu- 
ally in the wrong quantity, and 
generally being delivered at the 
wrong time. The owner in these 
cases finds himself assuming re- 
sponsibilities that belong to the 
contractor normally, and then he 
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FASTER 


10 


INSTALL 


PLUGMOLD 
2000 suaricon 


by WirEemMoLD 


COVER 


receptacles snap into cover . 
cover snaps into base 


SNAPICOIL 
pre-wired in 50-foot Snapicoils 





Installing multiple conven- 
ience outlets is a real “snap” 
with Plugmold 2000 and 
Snapicoil! You snap the re- 
ceptacles into the cover and 
snap the cover into the base— 
a few simple snap-over fittings 
complete the job! Takes min- 
utes instead of hours. 


Write today for new, free 
Plugmold 2000 book! 


PLUGMOLD 2600 


WIREMOLD’S Zecu 


multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





atrobhe propucts 
FLOOR BOXES « WIRING SPECIALTIES 


The Improved “Latrobe” 
Adjustable Floor Box 


Equipped with insulated 1|4-strand copper wire 
which provides a positive electrical bond be- 
tween exposed flush parts and conduit system, 

}® conforming to Underwriters’ Luboratories speci- 
fications. Once installed, wire cannot come in 
contact with exposed receptacle terminal screws 
inside box. Completely fireproof. Complies with 
National Electrical Code. 

Floor Boxes * Cover Plates * Pipe or Conduit Hangers * Gang Boxes ° 
Nozzles ¢ Fish Wire * Cable Supports ¢ Junction Boxes ¢ Insulator 
Supports ¢ Staples and Cable Clips 

Fulwiler & Chapman, Inc.—702 Whitehall St., $.W., Atlanta, Ga 
Fulwiler & Chapman, Inc.—213 S. Front St., New Orleans 12, La. 
Fulwiler & Chapman, Inc.—445 English St., Greensboro, N. C. 
Leigh A. Doxsee Co.—4030 Chouteau Ave., St. Louis 10, Mo. 
Fred H. Simmer Co.—1406 S. Akard St., Dallas 1, Texas 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 





“Dongan” Luminous Tube 
... Fransformers... 


THEY GIVE 
LONGER 
SERVICE 


The longer life of Dongan Trans- 
30% LIGHTER formers is due to their high quality 
20% SHORTER 


20% NARROWER 


and extra load-carrying capacity. 
They are tops in performance, re- 


ducing service calls to a new "low. 


DONGAN ELECTRIC MFG. COMPANY 
2998 Franklin Detroit 7, Mich. 


Southern Representative: 


George R. Koeln 
144 Walker St., S.W. 
Atlanta 3, Ga. 


Send for 
The Dongan Line 
. < pee NEW 
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naturally blames the salesman who 
sold him the materials. 

The jobber’s function is the same 
as that of any other business or- 
ganization to perform in the best 
interest of the consuming public 
and that interest is best served by 
performing those functions which 
he is properly organized to per- 
form. Very seldom is the jobber 
properly organized to handle the 
normal functions of the wel 
trained contractor, and is mucl 
better off doing his job well; and 
allowing, and helping, the contrac- 
tor to do his. 

Green pastures? They sometimes 
look a little greener and more 
iempting on the other side of the 
‘ence—but did you notice the fel- 
low over there looking with long- 
ing at yours? Those who attend to 
their own business carefully and 
thoroughly will seldom have need 
to invite the dangers of the other 
fellow’s troubles. This applies to 
cach branch of our great industry 

We will all have difficulty enough 
taking care of our particular prob- 
lems without hunting troubles, that 
we do not know how to cope with, 
in the neighbor’s back yard. It is 
much more pleasant also when you 
have to live with close neighbors 
to have them as friends rather 
than enemies, and this is not too 
hard to accomplish in the neighbor- 
hood of the electrical industry. It 


s worth trying! 


Our debts 


(Continued from page 84) 


about dealers? If it were, I 
wouldn’t blame them, because that’s 
something along the line most 
dealers did and many of them do 
today, but fortunately there are 
major movements causing a change 
in such attitudes 

Our business publications—and 
ve have many of the finest in all 
industry—are being read more care- 
fully now than ever before as 
dealers search for business-building 
ideas. 

Our national trade association is 
working with the dealer, serving as 
a forum for the interchange of 
good, constructive ideas, and help- 
ing that big bunch that wants to be 
helped to do its work better. 

Business isn’t bad now, and this 
time it’s partially because the dealer 
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has sold—even fought—his way out 
of the mess. He’s had enough of a 
scare from the recent sharp busi- 
ness setbacks to welcome the ser- 


How much government 

(Continued from page 60) 
right of free decision in the market place. Freedom in 
America is a blend of personal and economic liberties. 


ignored, or opposed in the past. 
So call on him again, now. Call 
on him with an open mind about 
what he is and what he’s willing to 
vices that were taken for granted, do in co-operation 


what he needs. Talk business, his 
business. Do the selling job on him 
you expect him to do on his cus- 
tomers. You'll be 
receptive he is. 


surprised how 
with you and 


the farmer in his fields, the worker in his free and 
voluntary union—or the housewife at the shopping 
center, then competitive capitalism will live on and 
shower us with greater benefits. 


Freedom is the pith of the American story. If the decisions are made in Washington, we are 


The test must be: 
sions? 


If they are made by the business 


Who makes the economic dec:- 


man in his office, 


headed for socialism, a rationed existence, rationed 


opportunity and degeneration to a third-class power, 





Sales job ahead 
(Continued from page 86) 


residential and farm fields, 45 per 
cent will expand commercial sales 
staffs, and 35 per cent their indus- 
trial power sales groups. In none 
of these categories does any com- 
pany expect to reduce sales forces. 

Sixty-five per cent of thy com 
panies who have reported were con- 
ducting merchandising activities in 
1952 and will continue to do so in 
1953. Of this group half plan to 


add more appliance sales personnel, 
while just under half foresee little 
or no change. 

As you undoubtedly know, the 
EEI does not undertake any direct 
promotional activities on a national 
scale, but our commercial division, 
with its 20 committees, does pre- 
pare and provide in great quantity 
a variety of sales aids and mate- 
rials for use by electric utility com- 
panies and other firms and organi- 
zations, interested in the progress 


ripe for the plucking by imperialistic communism 


of electrical living. 

For 1953, considerable commit- 
tee work and development of new 
EEI sales tools have as focal points 
four programs which are already 
being carried on successfully—the 
Planned Lighting Program, the 
Mother-Daughter phase of the Live 
Electrically Program, the Sales 
Training Program, and the Com 
mercial Cooking Activity. 

Much that is done by the EEI 
Commercial Committees supple- 





HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


PACKED INDIVIDUALLY 
One 66-. roll, 34" width in 
single pocket-size metal can 


PLYMOUTH 


PLASTIC 


TAPE 


RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 
1. Where tape is subject to abrasion (resists abrasion). 
2. Where space is limited (makes neater job, as in terminal box). 
. Where tape is subject to water, acids, alkalies, corrosion (resists all). 
. Where time must be saved (does the job much more quickly). 


Aw 
CONVENIENT FIVE-PACK 
Five 30-ft. rolls, 3/4,"" width 
in handy container 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 


CANTON, MASS. 
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Pay Lobes 


RECESSED 
LIGHTING FIXTURES 


1000 Series 


Model 1000—100-150 Watts 


PRY-LITES 
U. L.—I. B. E. W. 


Model 1054—100-150 Watts 


PRY-LITES 
install faster 


Mode! 1003-2-100 Watt Lamps 


PRY-LITES offer a wider 
choice of glass patterns 


Model 1067 200-300 Watts 
Top or bottom relamping 
for commercial jobs 


PRY-LITES fit 
any finish—/2 to 2” 
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Specify 
the 


Line — 
Model 1055--A louvered fixture. 
Uses R-40 or PAR-38 lamp 


by PRY-LITES feature 

“snap-up” fronts for 

easier cleaning and 
relamping 


Designed 
Pryne 


For Details See 6i 
Sweet's Builders’ File PRY 


Sweet's Architect's File bo 


b zmeee 
(Rhymes with fine-and means it 


Box $-122, Pomona, California 
124 Adams St., Newark, N. J. 
Over 700 wholesalers in more than 40 11S. 
Warehouses: Los Angeles, San Francisco 
Chicago, Atlanta 


or write 
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ménts and is supplemented by the 
excellent work of the individual 
product sections in NEMA’s busi- 
ness development organization. EE1 
also participates, along with other 
associations, in the work of the 
National Adequate Wiring Bureau, 
which is wholly financed by NEMA 

Other commercial activities of 
the Edison Electric Institute in- 
volve cooperative efforts within the 
electrical industry. In the Better 
Light Better Sight Bureau, EEI 
cooperates with three manufactur- 
ers of lamp bulbs to provide light- 
ing educational materials. 

In the Electric Water Systems 
Council, now sixteen years old, 
twenty-eight pump manufacturers 
join with EEI in promoting the use 
of electric water systems. Formed 
just this spring is the Industrial 
Electrification Council which thus 
far includes EEI and three manu- 
facturers of industrial heating 
equipment among its members. Its 
membership is open to other power 
companies and to other manufac- 
turers, and its activities, as they 
expand, will be directed toward the 
coordination of promotional activi- 
ties in the industrial field. 

I hope that this necessarily brief 
resume of ways in which EEI is 
working and cooperating carries 
some idea of the vigor and scope 
of our commercial activities. There 
are over 300 committee workers in 
the EEI Commercial Division, 
drawn from member electric com 
panies throughout the land. In 
bringing them to committee coun- 
cils their expert knowledge, their 
enthusiasm and the desire of their 
own companies to do a good selling 
job, these people have made distinct 
contributions to the electric indus- 
try sales record. 

Fundamentally, that record has 
been built by a variety of sales 
efforts on the local, service-area 
level, although important 
tance may be given by national 
campaigns or organizations. Coop- 
erative programs in which dealers, 
manufacturers and 
ticipate, 


assis- 


utilities par- 
campaigns carefully laid 
out to meet local load and capacity 
conditions and big drives on spe- 
cific markets must be given the mo- 
mentum and guidance they need 
right in the territory where appli- 
ances and electricity are to be sold. 

tight now the industry is build- 


ing load at an unprecedented rate. 
In the residential field, the average 
customer is using over 2100 kilo- 
watthours annually, more than 
twice the figure of ten years ago, 
and the annual kilowatthour in- 
crease has for the last several 
years shown an accelerating trend 
Thanks to the ingenuity, initiative 
and energy of the electrical manu- 
facturers, there has never before 
been such a comprehensive array 
of appliances and applications and 
by the same token, never before 
such splendid load-building possi- 
bilities. 

It will not be many years before 
homes using 5,000 kilowatthours 
annually will be commonplace, and 
we must not only be prepared to 
sell the applications which will 
bring this about—we must also 
make sure that sales emphasis on 
wiring and other installation fac- 
tors properly prepare the way so 
that: the home customer will gain 
full advantage and appreciation of 
the coming era of electrical living 
Duplicate lines 

Continued from page 90) 


his manufacturer, this manufac- 
turer who had little acceptance and 
practically no business in the ter- 
ritory ten years ago, NOW enjoys ex- 
cellent acceptance and a good share 
of the volume available, while dis- 
tributor “X’s” total annual volume 
on safety switches increased 1000 
per cent during this period of time. 

Another case history is a city of 
approximately 200,000 population in 
which there were six distributors 
located, and a seventh distributor 
wanted to open a branch. However, 
this distributor could not get mate- 
rial since it was illegal to make any 
shipments during the war years 
without a priority. This distributor 
appealed to the War Production 
3oard on the basis that even though 
there were six distributors located 
in the area, they handled practi- 
cally the same brands, only a few 
manufacturers were represented in 
the area, and therefore a number 
of products needed in the war ef- 
fort and manufactured by reputable 
manufacturers were not available 
in the area. 

By proof of this with affidavits 
from the 


manufacturers whose 


products were available for ship- 
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FARADAY 


WHETHER the “fire” problem is 
minor or major, your primary concern 
is to make sure the system is “‘fool- 
proof"’. Faraday stations, control pan- 
els, complete systems are known 
throughout the industry for their de- 
pendability. Protect with the best— 
Faraday. 


The “electrical nerve network” that keeps big 
or little plants going must be better than 
average. Years of experience, design, know- 
how have made Faraday visual and audible 
signaling devices the outstanding brand. III- 
ustrated Model ATL-700 Vibrating Bell is 
one of the many in-plant units planned for 
better department coordination. Buy Fara- 
day—they’re dependable. 


THE EMBLEM 


OF SIGNAL SERVICE SINCE 1875 


FARADAY SIGNALS AND SIGNALING 
SYSTEMS ARE ENGINEERED AND BUILT 
FOR THE HIGHEST STANDARDS IN 
PERFORMANCE AND DEPENDABILITY. 





) HOLTZER-CABOT FARADAY stantey & PatreRSON 





CONSOLIDATED BY: 


ADRIAN, MICHIGAN | 
BELLS + BUZZERS + HORNS + 


AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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BACKED by 5 yr. WARRANTY 


DE-HUMIDIFIER 


namel 
e Hammertone Gray Baked E 
e Plugs intorelectnic socket 


® High efficiency 


ced — Low- cost operation 
pri 


e Low- 
+ Wisk tack jobber s d 


iscount 


SPECIFICATIONS 
subject to change without notice 

Size 26° hx 16° dx 15" w 

Hlystrating 10 qt Weight. .68 Ibs. (74 ibs. shipping wt.) 
wee Capacity 8000 cubic feet 
Refrigeration Freon-12 

Motor Vg H.P. hermetically sealed 

Wiring: 110 v, single phase, 60 cycle 


Finish, 
Hammertone gray baked ename 


Warranty 5 years 
SUGGESTED 
LIST PRICE $139-95 
SEND FOR LITERATURE 


IIlustrating Permanent 
Hose Connection 


QUAKER ELECTRIC PRODUCTS CO. 


2810 E. Pacific St Philadelphia 34, Po 








make 
better 


connections! 
ovtl 


the better-fitting, longer 
lasting, iron conduit bodies. 


@ Cleaner, carefully 
gauged threads 

@ Maximum room for wire 
pulling and splicing 

@ Rounded and bushed 
openings 

@ Larger radii to protect 
conductor insulation 

@ Threaded straight for 
perfect conduit align- 
ment 


better 
connections 


through EFCOR’s wide 
and complete distribution 


@ Most complete line 
available to you 


@ All electrical fittings for 
all installations 


@ Warehouses in all prin- 
cipal cities 


For FREE illustrated literature 
and price lists, contact your 
neorest wholesaler. 


look for the at- 
tractive red and 
black carton. 


Electrical Fittings Corp., Dept. 512 
. Woodside 77, New York 





ment from their plants but were not 
available in distributors’ stocks in 
the area for the war effort, this dis- 
tributor was given a priority by the 
War Production Board which en- 
abled him to place in stock consider- 
able supplies and equipment needed 
in the war effort but which had not 
been readily available for their use. 

While the problem is still with 
us, we believe that the trénd is 
away from this type of operation 
by both the distributors and the 
manufacturers. The distributor 
has found that when he gives his 
salesman four duplicating lines to 
sell, the salesman is confused, since 
it is apparent that his house cannot 
make up its mind as to which is the 
best, and therefore how can the 
trade make up its mind which is the 
best. 

The distributor has also found 
that in times of shortages, he can- 
not depend on any of the four 
sources of supply, since they owed 
him no loyalty as he had given them 
none. 

At our various conventions, we 
hear more and more conversations 
of manufacturers that point to- 
wards one good loyal distributor in 
a territory. We also hear more and 
more distributors talking the same 
language with reference to stocking 
one good manufacturer’s products 
on a given line. 

We know that a number of dis- 
tributors in the past have felt that 
if they buy a line from a manufac- 
turer’s agent they would have to 
buy at least one or two of his vol- 
ume lines in order to expect any co- 
operation on the line that they 
wanted to handle. 
dispelled constantly 
manufacturers’ agents, like the 
manufacturers who sell direct to 
the distributors, are realizing more 


This is being 
because the 


and more that one good distributor 
who will go down the road with him 
even on a small volume item in his 
line is worth 
who just partially stock the line. 


several distributors 


One manufacturers’ 
tive in particular 
twenty-three lines in a given state. 


representa- 
handles some 
He has set up exclusive distributors 
on practically all of these lines. This 
makes him a competitor to each of 
his distributors on certain lines, but 
he definitely will not sell a line to 
a distributor just because the dis- 
tributor happens to have an order 
for it, and he will sell only through 


the distributors he has appointed on 
the various This plan is 
working very well in the territory 


lines. 


served by this representative. 
We believe that as time 
along even more and more will be 


goes 


said in favor of the elimination of 
lines by distributors, 


multiplicity of 


duplicating 
the elimination of 
distribution by the manufacturers, 
which in turn will mean three win- 
ners, the user, the distributor, and 
the manufacturer 


Economic comment 


Continued from page 55) 


be stopped at all costs. Second, the 
higher 


individually and 


payrolls are now 
both 
Consequently 


average 
than 
collectively. 


ever, 
buying 
power is high enough (and will con 
tinue so) that any small decrease 
in federal spending should not be 
missed from the economic picture 
Church lighting 
Continued from page 63) 

strip-light No. 6196 with Type “A” 
reflector mounted behind the four 
For highlighting the 
have two Gotham fix- 


columns. 
speaker we 
tures using 150-watt Par-38 pro- 
jector spots mounted in ceiling cof- 
fers, located so that the speaker’s 
face and stature will stand out but, 
at the same time, he will not be dis- 
tracted by glare from these units 
These units provide 48 footecandles 
on the speaker. 

For soft lighting in the rear of 
the sanctuary under the balcony, we 
use six Wasley fixtures No. 105, 
using two 60-watt I. F. lamps per 
fixture. These fixtures have an or- 
namental band of satin bronze that 
matches the indirect fixtures. 

One of the most attractive fea- 
tures of the lighting layout in the 
sanctuary is the flexibility of it 
Since the system is made up of sev- 
eral types of lighting and all down- 
lights are wired through a dimmer 
bank, it is possible to create many 
different 
the. combination of 


atmospheres. By using 
these systems 
the footcandles can be varied from 
0 to 33 footcandles 

On days of high festivity, such 
as Easter and Christmas, the com- 
plete lighting system can be used 
for greater effectiveness. The direct 
light on the pews, plus the indirect 


light from the main fixtures, the 
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ELL¢HEAT 


ELECTRIC RADIANT CEILING CABLES 


Specify! << 
| Satisfy! 


“It's so easy to specify accurately Ceil Heat 
installations to assure warmth in coldest 
weather. ‘Proof-of-the-puddin’ was during 

4 near zero cold spell when | checked 

50 wsers—all 50 had warm-cozy homes 
complete satisfaction!" 


SO, EASY TO 


dependable service 





design and workmanship 
choice of materials 
underwriters’ acceptance 


J. B. Corson 
Kingsport Electric Co., 
Kingsport, Tenn. 


*For over 45 years, McGill has produced superior 
electrical units of sound design and mechanical excel- 
lence, that have been universally accepted by industry, 


NOW everyone can enjoy better living through Ceil Heat, the 


commerce and in the home. Users frequently report | revolutionary electrical ceiling cables that provide invisible 
radiant heat—like the healthful rays of the sun. Yes, Ceil Heat 


the new standard for cleaner, more comfortable heat—is 


Levolier switch installations operating as usual after 
many, times the years of service expected of an ordi 


nary switch with equal capacity. Specify Levolier | economical for homes in all price ranges! 


switches — it always pays to use the best. 


THOUSANDS OF USERS—in Ten. EASY TO ESTIMATE * EASY TO IN- 
STALL 


ing base 


Availoble nessee and adjoining states—homes of Just staple the cable to ceil 


electrical 


from your 


and ‘ 
wholesaler wisi Pues 


Quickly 


with plaster or 
varying sizes—all say they “wouldn't 
wallboard installed by a 


McGill Levolier No. 
41 switch is Uncon- 
ditionally Guaranteed 
Made now with one 
piece molded phenolic 
casing——easier to wire 
and install. Provides 
most dependable con 
trol of lighting cir 
cuits with longest 
service possible in a 
6 amp. “T” rated 125 
volt switch. Write for 
catalog No. 49. 


swap Ceil Heat for any other com 
fort in the home!” Compared to con 
ventional heating systems, the com 
bined installation and operation of 
Cecil Heat actually costs less in the 
low-power-rate arcas—costs very littl 
morc in most of the high-power-rate 
There's no wasted heat 


areas! cach 


room is individually controlled. Ceil 


Heat is the fastest, cheapest and 
simplest way you can build a modern 


heating plant into a house. 


NEW FREEDOM OF DESIGN—Ccil 


local clectrical contractor. Easy-to 
follow instruction manuals furnished 
all chi 


to calculate 


contain simple tables for 


matic conditions heat 
losses and cable required. Ceil Heat 
is truly easy to specify, easy to esti 
and easy 


TROUBLE-FREE—Ceil Heat 


proof and non-corrosive 


is water 
won't blis 
ter paint or paper, or crack plaster 
Nothing to get out of order—no re 
pairs needed if installed according to 
Five-year 


simple directions guaran 


tce on cable. Acceptable for FHA 


mortgage financing 


4100 Series 
Industrial Socket 
660 Wott 
250 Volt 


CEIL HEAT 1S THE STANDARD—in 


radiant ceiling heat 


Heat makes it easier for architects 


No. 21 
3A “T" 


f ' 
to design more beautiful, more effici ereeaan 
125V solely by Ceil Heat Division of Homes 
ent homes by utilizing space formerly 


Inc. Sold only through electrical dis 


necded for registers, radiators, pipes, tributors to approved licensed elec 


furnace, fuel storage, and cellar trical installers 


No. 71 
6A “T" 


“Cable, thermestats, staples and all materials for above instal 
lations furnished by following distributors:—HARRIS 
PATRICK ELECTRIC SUPPLY CO., Nashville, Tenn 
RODEN ELECTRICAL SUPPLY CO. 
HAJOCA CORP., Chattanooga. Tenn 
No. 400 No. 25 CHINERY AND SUPPLY Co Decatur Fi 

wpe SUPPLY CO., Jackson, Tenn; KINGSPORT ELECTRIC 
4A 125V 3 6A “T" 125V ‘ Kingsport, Tenn. Limited FRANCHISE areas avail 

‘ Write teday 


125V 


Urderwriters’ Laboratories Inc., Inspected 


CEIL HEAT Division, Homes, inc., Dept. E.S. 12 
HEATS = P.O. Box 10066, Knoxville, Tennessee 
LIKE : 


THE SUN 





% 


send me thout obliac 
> 4 senc me w IU ot 3 
Hy 


Qi Please 
.\ 

1 Conslale tharelere -< 
NAME 


FIRM 


CLIP AND OO occ 
MAIL TODAY! § <4) . 
Ouw Gow 





ee ee | 





McGill Manufacturing Co., inc.,650 N. Campbell St., Valparaiso, Ind 
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CARBIDE 
WITH CEMENTED 


LAG SCREW 


JBLE 


A. C. E. MACHINE 


wae 
O-E MACHINE 


MACHINE SCREW 
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light above and below the balcony, 
and also the wall urns—the chancel 
and pulpit would be highlighted 
from the floods and spots provided 
for this area and the Grecian 
columns silhouetted by the strip 
lighting. 

On other the 
church will not be filled to capacity, 
the lighting system is so designed 
that it is possible to light a small 
portion of the church only. Above 
the balcony can left without 
artificial light; aiso, below the bal- 
cony much of the main 
sanctuary as would be desired. At 
times when the congregation is ex- 
pected to meditate and listen to a 
sermon, a comfortable light can be 
provided by using only the large 
indirect and the 
the speaker at the pulpit. The floods 
for the chancel area, the spots for 
highlighting the pulpit, the strip 
lighting for the windows and col- 
umns and the dimmer bank are 
controlled from switches located at 
the rear entrance of the sanctuary. 
The dimmer bank may also be con- 
trolled from the pulpit. 

The church entrance has tall col- 
onnades with a portico behind them. 
To light the portico and steps, and 
to make this entrance cheerful and 
inviting, we used three Rambusch 
downlights 500-watt I. F 
lamps recessed in the ceiling. These 
provide 30 footcandles. 

For floodlighting the outside of 
the church building and to bring 
out the beautiful design of the cor- 
nice, we have used thirteen Revere 
fixtures No. 3151-A with 300-watt 
I. F. lamps mounted under 
All outside lighting is 
by a time switch. 

As originally built in 
church consisted of the sanctuary 
and Sunday School roome in the 
basement. In 1919, when the Sun- 
day School annex was added at the 
rear of the church, the two stained 
glass windows behind the chancel 
were left in place, and in order to 
bring out the beauty of these win- 
dows, they have 
the back side, leaving a three foot 


occasions, when 


be 


and as 


sources spots on 


with 


bays 
controlled 


1834, the 


been enclosed on 


space between window and_ back 
wall. This has been 
painted flat white and four-200-MA 
slimline strip fixtures per window 
have been installed, creating a sun- 
light effect through the windows. 


The old Sunday School rooms in 


inside area 


the torn out, and 
this area was made into a fellow- 
ship hall and is so arranged that it 
may be divided into seven separate 
rooms by the use of modern folding 


doors. This room is equipped with 


basement were 


a stage at one end, and at the other 
end we have a complete modern elec- 
trically-equipped kitchen, including 
two 12 kw commercial ranges, elec- 
tric steam table, coffee urns, dish- 
washer, refrigerator, etc. 

To provide a soft uniform light 
the fellowship hall, have 
recessed fixtures, Lightcraft 


for we 
used 
#949 
In the kitchen and stage area, we 
used the same fixture with different 
spacing to get higher intensity. 
The Sunday School was 
completely rebuilt with the excep- 
tion of the side walls and roof. The 
basement the electrical 
switchboard, air conditioning and 
The upper two 
classrooms, 
rooms, 


annex 


contains 


heating equipment 


floors contain sixteen 


two nurseries, two robe 
four offices, the pastor’s study, rest 
rooms, and a ladies’ lounge com- 
plete with a small electric kitchen 
In all classrooms, nurseries, and 
offices, two and four lamp Guth 
fluorescent fixtures were used, giv- 
ing an average of 33 footcandles in 
the classrooms, 30 footcandles in 
the offices and 22 footcandles in the 
nurseries. Also, in the nurseries 
and three other inside classrooms, 
art metal 15 and 30-watt 


germicidal units were installed 


recessed 
In 
the ladies’ lounge 10 footcandles is 
provided by semi-indirect art metal 
No. 3195 with 
lamps. In the pastor’s study, 

15 footeandles of dif- 
by using art metal No 
mounted fixtures 
with 500 watt I. F. lamps. The fix- 
tures and wiring are designed 


fixtures 150-watt 
.. F 
we obtained 
fused light 
1930 suspension 
so 
that 


In the 


900-watt lamps may be used 

halls and vestibules we have 
Lightcraft 
200-watt I. 


recessed fixtures usiny 
F. lamps. 
For air conditioning purposes, 
the church contains one 50-ton unit 
for the 
nurseries, 
the sanctuary, 
half-ton the fellowship 
hall five-ton unit for the 
pastor’s study and offices. 

The total connected load for the 
church includes 12214 hp motor 


load, 87.7 kw lighting, and 43.9 kw 


robe 
10-ton 
seven 


classrooms, rooms, 


etc., one unit for 


two and a 
inits for 


and one 
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AMERICA’S SMARTEST Commercial” 


te >) 
THE FF SERIES 
ryNA daa Reith a 4: 


Two-Light and Four-Light 
48” and 96” Slimline 


or 48” Fluorescent 


- 


-2 
“ Ut 
Approved 


\ 


Quaker Ch 


The Quoker-lite “Ff 
unit is the answer to the 


a 

- long-felt need for a smartly 

styled baffle Louvre Commercial for 

Offices, Stores, Showrooms, Schools and Audi 

toriums. Scientifically designed boffle louvres in 
combination with side panels of curved ribbed plastic 
produce on abundance of good light . . . the decorative trim 
blends with the ribbed plastic to give it just the right touch . . . 

the welded steel with high-temperature baked white enamel! finish 
provides sturdy construction . . . best of all it is moderotely griced. 


SEND FOR FREE LITERATURE 


ELECTRIC MANUFACTURING CO. 


2810 E. Pacific Street Philadelphia 34, Pa 








HARTFORD ELEMENT COMPANY, INC. 


Hartford Connecticut 
ye i FFY” 


ELECTRIC HEATING ELEMENTS 
REPAIR AND REPLACEMENT 
Percolator Units 
Cone Heaters Toaster Units 
Hot Plate Units Flat Iron Units 
Two New Products 
Jiffy’ Oven Cleaner—'Jiffy"’ Metal Cleaner 


Coils 





Send for complete catalogue to 


L. E. WHELAN CO., P. 0. Box 752 


Exclusive Sales Agent 


Hartford Conn. 


there's 
big 


for 
you 
be y oP sa EMERGENCY 
in 22 G4 2 LIL i 2, B LIGHTING 
EQUIPMENT 
Are you getting your 
share of the profits 
from the sale and in- 
stallation of Big Beam 
emergency lighting 
equipment? If not... 
write today for infor- 
mation about depend- 


able Big Beam emer- 
gency lights such as 





Model 2ATW, shown 








Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 


806 Peachtree St., N. E. Atlanta 5, Ga. 


here. Do it NOW! 


“ao. )._.... PORTABLE ELECTRIC 
BEY BRR HAND LAMPS 


AMERICA'S c~~ 
= ic 


FINEST 
Model 211 Model 400-F 


U-C LITE MFG. CO. 


Model 166 


1037 W. Hubbard St. 
Chicago 22, Hlinois 
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For performance that 
Pays Profits .. . BUY 
BRADFORD TOOLS! 


HERE IS MORE DRILL 
AT LESS COST! 


MODEL 10 


Here is today's 

outstanding __ portable 

electric drill buy! It's 

Bradford precision-built 

of top-quality materials, 

designed and balanced 

for easy, accurate work 

in any position. 

Integrally cast back handle is in direct 
line with chuck and bit for accurate 
work. Powerful 110 volt AC-DC ball 
bearing motor drives the drill at 450 
r.p.m., no load; 300 r.p.m., full load. 
Drills '/>"" in steel, 1"' in hardwoods. Net 
weight only 8 Ibs. The ideal drill for 
hundreds of contractor construction and 
utility jobs. 








EASIEST HANDLING, 
FASTEST CUTTING 6” SAW 


MODEL 160 
6" SAW 


Vertical depth of cut 2 Bevel 

ut at 45°:1% an be furnished 

with blade on right or left side 
You can fee/ the difference in the Bradford 
design! They're better balanced—better 
built—fo; easier handling, smoother saw 
ing, more accurate work. Two sizes: 6", 
shown above, and 8". 
Built for years of hard service with all ball 
bearing construction. Gears are helical 
cut to give maximum driving power. A 
powerful 110 velt AC-DC motor drives the 
blade with quiet, cool-running efficiency 
You'll make the best investment when you 
buy Bradford tools. See your distributor 
or write for complete information. 





Wholesalers—Distributors: You'll profit by 
handling the complete line of precision- 
built Bradford Electric Tools in your area. 
Write today for complete information. 








Portable Electric Drills * Saws * Sanders 
* Polishers * Bench and Pedestal 
Grinders * Buffers 


THE BRADFORD MACHINE TOOL CO. 
671 Evans St., Cincinnati, Ohio 
Precision Since 1840 
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miscellaneous. To serve this load, 
we have installed an 800 ampere, 
four-wire, three-phase, Y-Y service. 
The switchboard is made up of 
three free-standing cubicles, con- 
sisting of an 800-ampere I. T. E. 
main breaker and the necessary 
branch circuite (Uniflex) to mo- 
tors, lighting panels, etc. We also 
have four 15 ampere circuits with 
pilot lights, incorporated in the 
main cubicle, and connected ahead 
of main circuit breaker for exit 
lights. 


New inventory system 
(Continued from page 65) 


pendable. Customer relations 
have improved. 


New system more accurate 

Our current system provides for 
the variety of situations that arise 
in any day’s work on the turnover 
of merchandise. We believe that 
our control system is now 95 per 
cent accurate. 

Our master card gives the cata- 
log number of an item, name of 
supplier, unit cost, date of sale, 
order number, quantity received, 
disbursements daily, and balance. 
Computing the balance as we go 
along, we always know the move- 
ment per day, and month, as well 
as total balance for the day and 
the month. 

Our unit cost system helps both 
the bookkeeping department and 
stock control. At annual stock- 
taking the bookkeepers pick up 
unit cost per item from the card 
We are spared looking up a sup- 
plier’s catalog every time we want 
to learn cost price per unit 

The stock department 
audits all orders as to price, ex- 
tensions and totals, then posts de- 
ductions to the item cards before 


control 


the orders go to the shipping de- 
partment. This 
chance of slip-up, delay, or loss 
by routing orders first to the 
shipping department and then to 
stock control. 

We are tremendously 
with the back cards 
on which the item number, date 
of order, quantity and total are 
filed right with the item that is 
on order. We now know what is 
sold before the merchandise 
comes in. 


eliminates any 


pleased 
order 


The monthly sales card to 
which totals are transferred at 
the end of each month provides 
at a glance a complete sales pic- 
ture on that item. It is the buyer’s 
guide to seasonal purchasing and 
reordering on any item. 

Stock control department buys 

Valuable time is saved in pur- 
chasing now. One man used to do 
all the buying. Since our present 
system is in, about 40 per cent 
of the routine buying has been 
taken over by the stock control 
department, permitting the buyer 
more time for management duties. 
Some 3,000 items are now requisi- 
tioned automatically by the stock 
control clerks as item cards sig- 
nal that minimums are being ap- 
proached. 

Another important time saver is 
our color signal system that makes 
understocked, overstocked, nor- 
mal and on-order items stand out 
sharply in any tray without spend- 
ing time studying and turning 
cards for a balance. 

Having a minimum and maxi- 
mum on each item, we indicate by 
an orange colored transloid signal 
where there are quantities of one 
to 300 on hand; green where there 
are 300 to 1000; red where there 
As stock be- 
signal is 


are 10,000 or more 
comes depleted, the 
moved to correspond to the cur- 
rent balance. Where merchandise 
is on order, a green tab at the left 
of the base of the card indicates 
so. It is now only a matter of sec- 
onds to spot the items in any tray 
that have to be requisitioned. 
Incidentally a great amount of 
time is saved suppliers’ represen- 
tatives who used to wait around 
for an interview with the buyer 
on the their 
entirely 


replenishment of 
This has 


eliminated except on brand new 


items been 
items appearing for the first time 
on the market and never before 
stocked by us. 


Items listed by suppliers 
We used to break down items in 
our files by supplier. In other 
items from Appleton 
were together, all from Steel City 


words, all 
together, etc. It was pointed out 
to us when we had the present set- 
up installed that such a system 
was neither time nor labor saving. 


ELECTRICAL SOUTH for DECEMBER, 1952 





7) ° ae 
Multi-Scopic Supplying the Trade for a quarter century with soundly- 


La now Henderd tyne Sieve engineered, urgently needed, NEW, electrical wiring 
ampholder with the Kulka Telescopic” 

rae sane oe en INe. 575), Readily P devices for simpler wiring and better illumination. 
TAKES ALL SIZE LAMPS from T-6 

to T-17. Made of white Urea plastic 

and mounts with a single screw. Has 

powerful coil spring (No. 575) to assure 

positive contact and firmness, yet 

allows for slight variation in lamp 

lengths. 


eto. 573 600 W 


“TELESCOPIC”* 


The smallest, most versatile Slimline 

SEES lampholder. TAKES ALL SIZE 
/Fqy %\ *PATENTED LAMPS —_ T-6 to the newest T-17. 
al WL | USA and CANADA a with cadmium steel 
4 CSA Approved plated brackets and adapter for 
varied mountings. Made of white 

Urea plastic. Wire leads as required. 


NOW AVAILABLE for 
Cold Cathode lamps 


No. 575 660 W 1000 V Ne. 576 660W 250V Write Today For More Detailed Information, 


RULRA ELECTRIC COMP AN Vac vertex x 


MOUNT VERNON, N. Y. 


Plenty of Stp- ». Sj : 
DIXISTEEL 


Wire Pulling Lubricant = HOT-DIP GALVANIZED 
fer Lead, Robber, raider |' GROUND RODS 


Synthetic Covered Cables 




















Nothing else gives ‘slip’ to electric cables like Y-Er ' ~~ 
Eas. This creamy, non corrosive lubricant simplifies 5 
cable pulling, especially through saddles and sharp is ve 4 
turns ; 8 


Y-er Eas is never harniful to cables or conduit. It 
pertorms its slipping tunction, then dries out and 


j The finishing touch 


Write for shrinks in volume leaving only a light film of powder to ad first-class job 


Descriptive 


Only Y-Er Eas has all these features! THE MARK of a good electrical job well 
© Never messy or greasy to use 


done isa Dix1sTEEL Galvanized Ground Rod. 

Never harmful to hands or clothing Sharp-pointed for easy driving . . . hot- 
Prevents sticking and setting of cables lip galvanized f ll 

Sich ach ams Sat as ean diy galv ne or positive protection 

Facilitates removal of cable at later date against rust, %° x8 size carried in stock 

Improved Y-Er Eas hos been tested and approved Other sizes available. 
by the Underwriters’ Laboratories, Inc Write or telephone collect for prices 
At all leading Electrical Supply Houses 





Atlantic St 
LECTRO COMPOUND co. antic Stoel (a 


812 W. 150th Street © Cleveland 11, Ohio 22 maanes or Ries 











ATLANTA, GEORGIA 
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There's Money To be Made 
By Selling 
ATLANTIC to the Trade 


$901 
Non Metallic 
Connector 


4523 
Entrance Cap 











ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


rubber 
& 


friction 


rubber 
& 
friction 
tape 


Look for 
the Yellow Core 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


made by 


OKONITE 








A more satisfactory procedure in- 
volved listing items by supplier 
with the completest catalog, by 
his catalog number, and on the 
same card the comparable com- 
petitive item from a second ven- 
dor, a third vendor, etc. Now 
when we are out of the item of one 
vendor, we can determine at once 
whether we have a sufficient sup- 
piy on hand of a second vendor 
to fill an order, and can quickly 
suggest a substitute. 

We have two full-time em- 
ployees in our stock control files 
who on peak days post about 3,500 
entries including factory orders, 
disbursements to retailers, and 
back orders all within about six 
hours. When it is considered that 
they have taken the burden of the 
load from the purchasing depart- 
ment, and a major share of work 
from the receiving department in 
back orders, some idea of the sav- 
ings and significance of the sys- 
tem may be obtained. 

However, | would like to say 
at this point that no matter how 
superior a system is, it is only as 
good as the operators. We have 
two top-flight clerks in inventory 
control who keep it the efficient, 
dependable recording system ‘that 
it is. And top-flight personnel can 
only be obtained by paying excel- 
lent wages. That we do. 

The listing of our 6,700 items 
2,000 lamps 
and fixtures required six cabinets 
of 17 
There are 72 cards, five inches by 
Well- 


spaced and printed, the cards are 


and approximately 


slide trays per cabinet 


eight inches, in each tray. 


firm and durable, making a_ per- 
manent reference record for a 
long time to come. Set at a con- 
venient height, they are readily 
reached without undue fatigue on 
the part of the seated clerks. 


The efficiency and economy of 


our stock control system, in addi- 
tion to all the advantages it has 
brought us, have increased turn- 
over. And increased turnover will 
mean increased profits 


Committee provides 
(Continued from page 61) 


Once he is enrolled, an appren- 
tice must attend one three-hour 
class a week on any night of his 
choosing from Monday to Friday, 


and he must also, during his four- 
year course, have worked not less 
than 8,000 hours and have at- 
tended 144 hours of supplementary 
Continued absentee- 
without 
cause automatically severs the ap- 


instruction 
ism from classes good 
prentice from his job and instruc- 
tion. During the initial 90 days he 
is on probation; if he fails to mea- 
sure up to the standards set for 
general aptitude, he is dropped 
During his instruction period 
the apprentice is paid 88 cents an 
hour the first year; $1.04 the sec- 
ond year; $1.21 the third year, and 
$1.60 the fourth year. He pays 
nothing for his theoretical instruc- 
tion. The materials that he uses 
are furnished by the joint com- 
mittee. In five vears the cost to the 
electrical contractors’ group has 
been $22,000, which is paid from 
chapter, amounting to one per cent 
the dues collected by the NECA 
of the production labor payroll of 
each 


member. Expenses of the 


school are shared between the 
NECA chapter and the local union. 

Instruction in the school is given 
by James H. Vandervort, who gave 
ip an electrical contracting busi- 
ness to take the position. While 
the instructor gives the lessons 
management 
committee writes the examination 
theory that the 
employers are in a better position 
to determine what the 
journeyman should 


and lectures, the 
questions on the 


budding 
know. This 
method also brings out whether o1 
not the instruction is in any way 
though the ap 
prentice may show a greater liking 
and aptitude, for example, for con- 


lop-sided. Even 


trol work than for house wiring. 
there is an insistence that every 
student get all-round training. 

Written examinations are con- 
ducted once a month. Only by suc- 
cessfully passing it can the ap- 
prentice be upgraded. Attendance, 
interest, and job aptitude are con- 
sidered in passing marks as well 
as correct answers to questions 
An apprentice who fails to pass a 
periodic examination may be sent 
back to a lower class, and his rate 
of pay will be adjusted accord- 
ingly. The progress of all appren 
tices is periodically checked with 
their employers, who fill out a 
standard form indicating how eact 
learner is doing. 
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For the first time in the South! 
STANDING POLE INSPECTION 
. By Professional Experts 





Our Service gives you 
this detailed report 
showing the conditions 

of all of your older poles! 


Modern standing pole inspection is a job for professionals, 
not for men on the sick or retired list. Osmose Inspec- 
tors are all graduate foresters, who are specialists in the 
maintenance of standing poles. In addition, they are 
backed up by modern laboratories skilled in analyzing 
and handling all types of wood preserving problems. 
The continuity of your service depends on your poles. 
Bur . . . what do you really know about their condition 
. especially the older poles? In order to keep your 
plant operating efficiently under all conditions, you 
should have the answers to the following questions: 


OSMOSE WOOD PRESERVING CO., 


INC. 


ITEM: How much creosote has leached or evaporated 
from the upper portions of pines over 20 years old? 

ITEM: What poles have hollow heart? Shouldn't all 
your older pines be sounded . . . and bored, when 
necessary, co determine shell thickness? 

ITEM: What poies have woodpecker holes, broken in- 
sulators, timber overloads, !oose pins or faulty guys? 


ITEM: What poles need numbering or tagging? 

ITEM: Are your pole maps and records up to date? 

An Osmose Pole Inspection program will give you 
all the answers and the charge is very modest. If you !ike, 
we will inspect only a portion of your system as a tual 
job to demonstrate the many advantages of this service 


WRITE OR WIRE US COLLECT for Osmose System 
Survey Check List and basic price information. 


© 988 ELLICOTT ST. e BUFFALO 9, N. Y. 











AVAILABLE JANUARY 1ST FROM 
ATLANTA STOCK OR DIRECT 
FROM FACTORY A COMPLETE 
STOCK OF ARMORED CABLE IN 
SIZES 14-2 CONDUCTOR to 2-4 CON- 
DUCTOR—FLEXIBLE STEEL CON- 
DUIT FROM 5/16” to 5°—ALSO CIR- 
CULAR MILL SIZES UP TO 500,000 
IN ONE TO FOUR CONDUCTOR IN 
RH AND VARNISHED CAMBRIC 
UPON QUOTATION. 


AMERICAN METAL MOULDING CO. 


IRVINGTON, NEW JERSEY 


Manufacturers of Armored Cable and Flexible Stee! Conduit 


Represented in Atlanta by C. C. Myrick, Jr. 
516 Elm St., N. W. Atlanta, Ga. 
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wr Giphe® 


A 1” 


A heovy duty stripper that's as easy to 
use as pliers. Does not score or damage 
wire. At end of stripping stroke, 
automatic lock prevents snap-back and 

crushing of stranded wire. Part of 
stripping blade can be used as wire 
cutter. Blades are hardened steel 
and are replaceable. Six models 
handle wire gauges No. 8 to No. 
26; also 300 ohm TV wire 


Oe 

IDEAL INDUSTRIES, Inc. mam | 
1017 Park Avenue, Sycamore, Illinois — 
Please send catalog data on ‘'E-2'' Avtomotic Wire 
Stripper 

Nome 

Company 


Address 





Zone 





NE -SHEK 


INSTALLATIONS 


fr Lewis ~ 
and Conger” 

National 
Safety Award 

Winner 


WINNING MORE 
NEW CUSTOMERS 
EVERY DAY! 


The big trend in elec- - 
trical installations is to = 
NO-SHOK Safety Du 
plex Receptacles. In new 
construction and remod- 
NO-SHOK 
provides important safe- 
ty features. National 
advertising in Good 
Housekeeping, Parents 
Magazine and Television 
creates nationwide con- 
sumer acceptance and 
trade enthusiasm. Sug- 
gest NO-SHOK for new 
and replacement instal- 
lations. Promote and sell 
safety . . . watch how 
quickly NO-SHOK builds 


volume sales. 


BELL ELECTRIC COMPANY 


1844 W. 21st St., Chicago 8, Illinois 


eling work, 


ORDER THESE FAST 
MOVERS, TODAY! 
@ NO-SHOK Sofety 
EXTENSION 
CORD SETS 
@ NO-SHOK Safety 
DUPLEX 
RECEPTACLES 
@ NO-SHOK Safety 
TABLE TAPS 


@ NO-SHOK Safety 
CURRENT TAPS 





UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to .595” A.C.S.R. 


armour rods, 


ADAPTABLE TO A WIDE RANGE OF USES 
| 


J, 
\ 


KRUEGER & HUDEPOHL 


. 


MCIMMATI2 OHIO 





If an apprentice shows unusual 
aptitude for learning both the 
practical and theoretical aspects 
of his work, he is not held back. 
Some completed the four- 
course in two half 


have 
year and a 
years. 
Exams must be passed 
When the apprentice has reached 
the end of his course of instruc- 
tion, he has three examinations to 
take. First, he must pass the school 
examination entitling 
certificate of graduation. Then he 


him to a 


is recommended to the union as a 
journeyman, but must also take a 
union examination. The 
the city examination 
him as a journeyman 


third is 
qualifying 
electrician. 
If he flunks on the city examina- 
tion, or on any other, he goes back 
to school. If he passes 60 per cent, 
he may take a second examination 
a month later, but if he rates 
below 60 per cent he cannot take 
a second examination for six 
months. 

Outstanding apprentices receive 
special awards upon graduation, 
usually practical gifts, such as a 
set of technical books or a kit of 
tools. 

Every apprentice carries a reg- 
istration card which entitles him 
to work on federal government 
jobs, and without which he could 
not be so employed. 

An interesting side issue of the 
recognition that the Jacksonville 
Apprentice Committee 
has won is the regulation adopted 


General 


about two years ago by the Duval 
County Department of Public In- 
struction directing that all general 
contractors, in submitting bids on 
school work, must name their elec- 
trical sub-contractor. Under this 
provision, one in 
contracts aggregating $14,000,000 
went to NECA members. 
3inckley: “We 
have found at last that we can de- 
velop a high class worker and, if 
this program had been established 
many years earlier, we would not 
have the difficulties we now have 
with the type of men 
rated as journeymen.” 
In furtherance of the over-all 
program, directors of the various 
trade groups meet once a month 
and exchange ideas. In this way 
the most successful methods of 


every job but 


Says President 


who are 


one group are passed along to the 
other groups. The electrical group 
holds a monthly meeting of its own 
in which progress of its instruc- 
tion and the progress of individual 
apprentices are thoroughly can- 
vassed. 

All instruction is given at the 


Jacksonville School of Technology. 











IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
* Every Construction 
UNIVERSAL WIRE & CABLE CO. 
2678 Clybourn Ave 1406 Jefferson Ave 
Chicago 14, tll Housten 3, Texas 
Ph EAstgate 7-4777 F Airfax 468 








Quality Residential 
Lighting Fixtures 


The Packaged Line 


ACY Ace Lighting Products Co 
[LIGHTING PROWSSS\, ** ior” Georgia 


CORROSION ENGINEERS 


Leading engineering and constructior 


firm offers staff positions to corrosion 








engineers with minimum of three or 
four years’ experience in corrosion in- 
ions and desig of cathodi 

nes and lead cable 

tworks. Must be 
engineer 


graduate or equiv 


alent) ves extensive trave 


\ 


with headquart New York City 


Salary on t urat with experience 
and ability (700 ypportunity for ad 
vancement Be 679 Electrical 
Peachtree St., N. E., At 


South 


anta 











STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla 








LIGHTING FIXTURE SALESMAN WANTED 


wing among wholesalers 
t e of the rmenized 
e and Fluorescent Fixturc 
1, N. Carolina, S. Car 
ana Must have 5 years 
e Give complete deta 
») ELECTRICAL SOUTH 
Atlanta, Ga 








Electric business in South 
Texas in border town for sale. 
Write Box 681, c/o ELECTRI- 
CAL SOUTH, 806 Peachtree St., 
N.E., Atlanta, Ga. 
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Congratulations 


to 


THE S. E. W. A. 


on the occasion 
of your 


3rd Annual Meeting 


THE RATTAN MFG. CO. 


NEW HAVEN, CONN. 


HATHEWAY & COMPANY 
General Sales Agents 
Jersey City, New Jersey 











“PRY-PROOF” 


Government Approved Mail 
Boxes Our Specialty 


FLORENCE MFG. CO., INC. 


6018 S. STATE ST., CHICAGO 21, ILL. 


S. E. Representative 


FRED G. JUDGE P.O. Box 2838 


MIAMI, FLA. 














CONMORED) 
BRUSHES oe 


” HELWIG C0. on (ONE) ae 


2536 N. 30th St., Milw. 10, Wis. 








PROVED BEST 
in their field 


CLIFTON 
E. M. T. and Rigid Conduit 


WILL NOT FLAKE OR CHIP 


. because they are 
CLIFTON hot-dipped galvanized 


CLIFTON E.M.T. and rigid conduit are the best products of their 
type because they are hot-dipped galvanized by the special 
Clifton process. which bonds the finish with the base metal. 
Hot-dipped galvanizing is an art which we feel we have per- 


fected—and the result is a perfect coat of zinc inside and out. 


Other CLIFTON Products 


CLIFTON 
ARMORED 
CABLE 


““CLIFTX"’ 
NON-METALLIC 
SHEATHED CABLE 


CLIFTON FLEXIBLE 
STEEL CONDUIT 


PIERCEWAY PLASTIC DUCT WIRING SYSTEMS 


CLIFTON CONDUIT COMPANY, Inc. 
General Offices: 75 MONTGOMERY ST., JERSEY CITY 2, N. J. 


CLIFTON CONDUIT CO. (Tennessee), Inc. 
1278 ORGILL AVENUE, MEMPHIS 6, TENN. 


District Sales Agent 
L. MORRIS LANDERS CoO. 
624 SPRING STREET N. W., ATLANTA, GA. 
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ELECTROMODE 


Al -Elic HEATERS 


For HOME - OFFICE - FACTORY - FARM 


Capacities 1320 to 45,000 watts, in Wall, 
Portable and Suspension types. 


P QUICK, EASY TO INSTALL 
MINIMUM of MAINTENANCE 
SATISFIED USERS 
MODERN DESIGNS 
100% EFFICIENT 
COMPLETELY SAFE — 


Sealed-in cast-aluminum heating element elim Wall-type 
inates any danger of fire, shock or burn. Power Bathroom Heater 
cut-off safety switch prevents overheating 


AUTOMATIC CONTROL 


Built-in thermostat with adjustable range of 
to 85° provides automatic room temper 


MODEL PA 
Automatic 
Portable Heater 


ature control and economy of operation 





Electromode Unit Heaters in Suspension and 

Combination Portable and Suspension types - 
ombinano ortable anc spensic Pp MODEL 14-10 

Suspension-type 
Unit Heater 


solve hard-to-heat areas in the plant and iso 
lated locations. Require no plumbing 








American Blower Utility Set. Built in 12 sizes, 
capacities from 517 to 17,925 efm at 14” SP. 


QUALITY SELLS 


Quality of workmanship, performance, price and ease of 
installation—these are the factors that account for the 
strong popularity of American Blower Utility Sets 

These Utility Sets are ideal for general ventilation 
where duct systems are required. They can be used as 
supply or exhaust fans and are available as standard 
packaged units ready for immediate installation 

It will pay you—both in higher profits and reputation 
wise—to sell the complete line of American Blower 
Ventilating Equipment 


Ask the nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of Awrmrcay Ranistor & Stavdard Savitarp coaronarion 
ll lity! 
Sell quality! 


AMERICAN @ BLOWER 


Air Handling Equipment 








ELECTROMODE CORPORATION 
45 CROUCH STREET, ROCHESTER 3, N. Y. 
Represented by 


S. lL. BAGBY CO. 
822 West Morehead St 
Charlotte 1, North Carolina 


A. V. LAMB & CO. 
2027 Harold Street 
Houston 6, Texas 


ELECTROMODE HEATING CO. 
736 Georgia Avenue 
Chott 


S. C. STOCKDALE CO. 
1032 Boulevard, N. E. 
Atlanta, Georgia 

















Model C Ventura 
Attic Fans—Built in 
capacities up to 
21.500 cfm for either 
ertical or horizon 
tal operation. Low 
power consumption, 
quiet-operating. 


Aeropel Kitchen Fan 

Exhausts kitchen 
heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of twe 
Fine Arts Awards for 
beauty and utility in 
the home. 


Model A Ventura Fans 
—Smartly styled 
No exposed wiring 
Smooth, easy-to- 
clean surfaces. Built 
in capacities from 
1000 to 9700) efm, 
free delivery. 12 sizes. 


Serving home and industry: MMERICAN-STANDARD © AMERICAN BLOWER « ACME CABINETS 


CHURCH SEATS + DETROIT LUBRICATOR » KEWANEE BOILERS » ROSS HEATER + 


TONAWANDA IRON 
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“My Tennessee Buyers say the / 
NEW iking o 
‘944’ WINDOW FAN 


REPRESENTS A TERRIFIC VALUE.” 


says O. N. "Cotton" Fussell 
Friendly Viking Representative 


READ WHY THESE TENNESSEE APPLIANCE MEN ARE SO 
ENTHUSIASTIC ABOUT THE BRAND-NEW Viking ‘944’ 


BENTON LANE, Mgr., Air Cond. Dept., The new ‘944 Viking fan is designed to take a 
Tennessee Pump & Supply, Jackson, Tenn WINDOW FAN Viking Timer that can be set for 1 to 12 hours 
| predict the new ‘944 Viking window fan will sell and sell and sell it ts ey a and takes only minutes to 
First, it's priced right. Second, the smooth styling and color will definitely neta. . ee a out a ay chrome 

please the public. And here's a big thing for us as a distributor — Viking button insert, end replace with the timer 

is one supplier who understands our inventory problem and does some 


{, thing about it by making one good fan with an insertable Timer which 


Timer Wows Everyone! 


practically gives us two models to sell with only one to stock 


Viking SALES PLAN J JAMES THOMAS, Thomas Sheet Metal Works, Jackson, Tenn 


“It's mechanically perfect. You can oil the motor in a jiffy. And the 
plan covers 
The unique Viking sales Vv 4 its re- spacers are the last word — the best I’ve ever seen. Add in big air- 
* model too. scoop blades and a motor that's practically invisible together with a 
concealed pulley and you can't help but hove satisfied customers 


"1 think this is absolutely the best-looking fan on the market. The 

controls are easy to reach, and | especially like the Hi-Lo feature, 
that gives quick two-speed operation with the simple turn of a dial 

BLAKE WILLIAMS, Blake Willioms Electric Co., 

Jackson, Tenn 


| 


li 
All 


J 


: 
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5601 Walworth, Cleveland 2, O. 





The Fans that B-R-E-A-T-H-E 


a Etkectrucally Reuersible 


XY ar He ment FLICK oF a switcn 


6 QUIET SPEEDS ... 3 speeds exhaust 
3 speeds intake 


WINDOW FANS 


May be used as exhaust fans to remove stale 

or smoke laden air ... then, by a mere flick EXHAUST FAN 
of the switch — they become air intake 
fans, flooding the apartment with refresh- 
ing, cooling, healthful waves of outside 
air. Easily installed. 


* Telescoping side panels, adjustable 
for windows from 28" to 34” wide. 
» * Occupies little room space ... only 61/2” deep. 


* 20° aluminum propellers with rubber 
hubs for Quiet operation 


* Fully guaranteed 


FOR HOME 
OR INDUSTRY 


PEDESTAL FAN 


ALSO A FULL LINE OF 


BLOWERS SHUTTERS, ETC 
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- «efor your gravy train 


There’s nothing but big-profit traffic on the 
main line! This year more then two million 
American families — a good percentage of 
them right in your trading area — will step 
up to the big-ticket window to buy automatic 
water heaters. You keep your gravy train 
highballing on open track by merchandising 
the features that have kept Toastmaster-built 
water heaters out in front for 34 years. The 
longer-lasting Toastmaster Life-Belt* Element, 
for example . . . the optional pure magnesium 
Ionodic* Rod . . . the temperature selector dial 
And the trade-famous Toastmaster 10-Year 
Service Warranty. 

Arrange your time-table to have a talk with 
your Toastmaster* Water Heater distributor 
salesman. He’ll clear the track for your gravy 
train! 








Toastmaster, Life-Belt and lonodic are trademarks of McGraw Electric Co., makers of Teastmaster Water Heaters, Toastma’ @ other Toastméster products. Copyright 1952. by Mcrae Electric Co Chicago 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on pages 101, 103, 129 and 130) 


2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 


2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; also includes 
instructions for installation of wall model heaters. 


2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 


2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 


2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 


2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. 


2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 


2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Bivd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 





ELECTRICAL SOUTH 

806 Peachtree St., NE 

Atlanta 5, Ga. 

Gentlemen: 

Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


Name 
Company 
Address 


City & State 





December, 1952 


Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 





2010 2014 2018 
2024 2034 2038 
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2072 2090 §=2092 
2114 2118 2122 
2136 2142 «2144 
2152 2156 3 =2158 
2162 2166 2168 











128 


ELECTRICAL SOUTH for DECEMBER, 1952 





2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 


2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 

2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
ge sence Manual No. 5 from Tuttle & Kift, Inc., 1825 

. Monitor Ave., Chicago 39, Illinois. 


2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., otfers an attractive. 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 

2122—Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
.of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia, offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of coo] air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models. ranging from 1500 CFM fan-type 
coolers to 12.500 CFM industria] sizes, including 11 win- 
dow-mounting units. Write for further information. 

2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, Ill. 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
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Ww hen Grandma Was A * 


(( Girl This Was The Last 


~ Word in Cooling Comfort . 


“Land Sakes, what won't they think of 
next,” Said Milady back in 1850..and if 
Milady wasn’t fortunate enough to own 
one of these “New Fangled Contrap- 
tions,” then the only other method of 
creating a breeze was to wave « palm 
leaf fan vigorously in front of her face 


See This 100 Year Old Mechanical 
(Wind-Up) Fan Displayed in 
Kisco’s Booth 384 at the Chicago 
Housewares Show January 15-22 


This antique oddity is a bulky, cumbersome, 
box-like apparatus, built about 1850. It 
weighs 85 pounds and is powered by 

two heavy steel springs which are 

crank wound like a clock. When fully 
wound it will run for about one hour 


The Original...The Pioneer...The First Floor Circulator 
... And The Last Word in Cooling Comfort in 1953 is 


CIRCULAIR 


The Successor to the Fan 


Kisco first introduced the 
Floor Circulator in 1937 
Since imitation is one of the 
highest types of flattery, we 
have been complimented 
more than any other manu 
facturer in the appliance 
field, becouse the ORIGINAL 
KISCO CIRCULAIR has been 
copied by nearly all fan 
manufacturers. Kisco CIR 
CULAIR MUST BE GOOD to 
attract so many imitators 
SEE THE COMPLETE KISCO LINE 
INCLUDING SEVERAL 
NEW MODELS AT THE SHOW 


e “KISCO KID 
You Gotta Be 
GOOD To Attract So 

Many Imitators 


KISCO COMPANY inc_ J 


2400-40 DEKALB STREET, ST. LOUIS 4, MO. 


CarrmOnt 195) «500 COMmanr ine 


129 





ters, etc. Write to Circulators & Devices, 98-168-32nd 
€ Wg wy Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 
- e _ 2142—Gas and Electric Water Heaters. Two bulletins, 
to Stir U Hot Pros ects with in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
. heaters in the other. Warranties on both gas and elec- 
tric models are explained. 
2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509- 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 

2152—Shutters and Dampers. Air Conditioning Prod 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11l-page illustrated catalog No. 44 
describing their line of shutters and dampers. 

2154—Rancher Fan. The “Niteair” Rancher, a com 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
of > 2 . rs re’ . No. 615 available from The Lau Blower Co., Dayton 7 
Imost before you know it, there'll be Ohio. Model 1252 is designed for casement windows, as 
hot prospects for REX AIRATE FANS is Model 1652, which is 2 inches larger. Model 2052 is 
, a new window fan with side expanders. Variety of uses 
everywhere you look—in homes, hotels, for all three fans is included in the folder. 
2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
fac sect oe ate > 4 TE full technical data on Hallicrafters’ world-famed precision 
and factories! And there are REX AIRATEI radios and television. Halticrafters now GUARANTEES 
FANS to meet every coolin y and ventilatin y 150-MILE TELEVISION RECEPTION, and GUARAN 
‘ 8 . 6 TEES WORLD-WIDE RADIO RECEPTION. These exciu 
need—in every kind of space—from a sive products may now be available for your territory, so 
: - en write today. The Hallicrafters Company, 4401 W. 5th Ave 
single room to an entire building. Chicago 24, Illinois. 
2160—Electric Hot Water Heaters. A new catalog de 
on ; scribing Rex Electric Water Heaters is available from 
n the complete Air Controls line—there oF sEVELA?D yy. rR a Superior Ave- 
In th plete Air € Is | tl THE CLEVELAND HEATER CO., 2310 S A 
. ‘ nue, Cleveland 14, Ohio. It illustrates both the conven- 
are twenty-eight models, six types, nine tional round and the “Table High” models. 


offices, stores, service stations, theatres 


sizes of air cooling, attic, exhaust, furnace, 2162—Fans and Blowers. Fans and blowers for every 

requirement are described in Catalog No. 400 of Chelsea 
window and ventilating fans. They're all Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
es > each unit are accompanied by a listing of features, 
modern, efficient and economical—backed specifications, and dimensions, as well as cross-sectional 


drawings on many models. 

‘ 2164—“TOWERS & MASTS FOR TELEVISION & 
and customer satisfaction. RADIO. By writing to the Jontz Mfg. Co., 1101 E. Mc- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
; Rings, Roof Mounts, and steel tubing. All materials are 
better be prepared! Protect your fan profits heavily zinc-plated & chromate dipped for great rust-re- 
: . sistance.” 

—get your orders in while stocks are still °2166—Radiant 


by 45 years of engineering advancement 


If next summer is like last summer—you'd 


Glass Panels. Specifications and appli- 
cation data on electric radiant Glassheat panels is now 
available from the Continental Radiant Glass Heating 
Corp.. 1 East 35th St., New 16, N. Y. The new bulletins 
describe both the flush mounted and surface mounted type 
of panels 
2168—Television Antennas. Literature is now available 
Al e CONTRO LS INC from Kay-Townes Antenna Co., of Rome, Ga., describing 
if e the eight niodels in their line of television antennas which 
Division of the Cleveland Heater Co. includes conicals, broad band, broad band fan, twin drive: 
V’s, twin driven conicals, a broad band for metropolitan 
2310 SUPERIOR AVENUE e CLEVELAND, OHIO ise, and a new high gain model, called the “Big Jack.” The 


compat ilso carries a line of mounting accessories 


complete. 
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Large 


two bi g Residential Commercial 
Commercial 


targets Industrial 
for 


year-round protits 


The weatherman is here to stay, DIEHL fans will sell the year around, 
And he does all the choosing— . Regardless of the season— 

If summer crowds don’t flock to buy To ventilate as well as cool, 

Don’t think you're always losing. To cite just one good reason. 


Don’t forget that all DIEHL fans 
Produce a splendid profit— 

Here's your chance to go to town 
With a line that's really got it! 


Jaa FANS 


NEW ELECTRICALLY REVERSIBLE : mn 
20-Inch Window-Type Ventilator TABLE AIR CIRCULATOR 


vi It’s A Table—It'’s A F 
* AIR CIRCULATORS PACKAGE UNIT ATTIC VENTILATORS ” 
Oscillating ew Sizes 


and Non-Oscillating | 





——— « helps, 


le 

9 We're backing you nosology FANS you can 
‘- : 11 with ease ' 
pace on DIEHL's great line 
oan money in a breeze. Desk and Bracket Fans 
FERS Pedestal Fans 

OPE STUF . : 
CATALOGS ° ENVTATS ° MANUALS Kitchen Ventilators 
NEWSPAPER CU ¢ DISPLAYS Eps Exhaust and Ventilating Fans 
P CALS * DISPLAY 


STERS 
. A size and type for every need 


a 


Electrical Division o 
: THE SINGER MANUFACTURING COMPANY 
Southern warehouse stocks District Offices: Atlanta ® Baltimore ® Boston ® Chicago ® Detroit © New York © Philadelphia * Worcester 


carried in: |] ATLANTA, GA., 180 Whitehall St., $. W. © ORLANDO, FLA., 5809 Sage Drive 
T 
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automatic - electric 


FLOOR FURNACES 


ets 


BETTER SALES FOR 
YOU ... BETTER 
HEATING FOR YOUR 
CUSTOMERS! 


Now—a new dependable electric floor heater 
to solve your construction problems. Just cut Model Number _ FF-333 FF-335 FF-338 
the hole in the floor, insert the furnace, wire it _ Kilowatts 3 5 8 

up and turn it on. This simple procedure will Floor Opening 141/4"x241/4" | 141/4"x301/," 201/4''x301/," 
save you time and money whether you build © Overall Grille | = 16"x26" 16"x32" 22"'x32" 
one or one hundred houses. Depth 20 20 20 


Soles Representatives Oniout hog | 10,002 16,670 26,672 
311 Chichomevas — anenet Georgia Ampere Rating 12.6 21.7 34.7 


A. LLOYD, apa Sales Agent 4 
375 Whitehall Street. s.W. Kilente, Georgie Approximate | 


EXCELL ENGINEERING & SUPPLY, INC. Shipping Wt. 
P. ©. Box 5083 Indianapolis, Indiana 





35 Ibs. | 50 Ibs. 100 Ibs. 
230 Volts A.C. Only 





W.L. JACKSON MANUFACTURING COMPANY 


1222 East 40th Street 
CHATTANOOGA, TENNESSEE 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, cirele the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information vou 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 


Atlanta 5, Ga. 











Its a Facet! 
on new ranges and for replacement 


CHROMALOX Supreme 


«2. Units- | 


in” | Range Units 
Do Sel Better-Faster! 





| UNIFORM OVERALL HEAT | 


rie Phin 


| wee —"s 
OUTER COIL HEAT i 


Ovter band of heat goes evenly into large 
ing pons and utensils for economical cooking! 











INNER HOT SPOT | 


The “extra” inner unit saves up to 45% of the 
electricity used in percolators and small ponsl 


Whether you're selling new ranges or servicing old ones, Chromalox 
Supreme Range Units give you not one but many “hooks” on which to 
hang your sales story. In addition to the “2-Units-in-l’’ design of every 
Supreme Unit, you'll find Chromalox gives you these extra selling points 
1—Lower operating costs, 2—-Longer unit life, 3—-Cooler Kitchens, 4 
Easiest cleaning. And best of all for you: Chromalox Replacement Range 
Units fit all electric ranges regardless of make, model or age. 


A Handy Booklet A Profitable Booklet 
to help Your for Your Range 
Service Department | Salesmen 
Bulletin RU-149 The Switch is Or.” 
shows exactly the is chockful of valu- 
Chromalox Unit able tips on how to 


and Adaptor Rings sell more electric 
to fit a// ranges ranges 


Write Today for Your Free Copies 
EDWIN L. WIEGAND COMPANY « 7600 THOMAS BLVD., PITTSBURGH 7, PA. 


CHROMALOX 
arama. cartesinngl - 


( t I Atlanta 5, Ga. . e St 
Dallas *h Te: Xas; 181 7 8 ‘ ousten 3, Texas; I s Boston A Tulsa 14, Okla; 
\ Route Raleigh, x. €. 
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LEADERSHIP IN STYLE... 


EVCO FOOD 


The Popular Chill Chest .. 


a eee 


pete RED 


Faster- Freezing 
LOW-TEMPERATURE 
REFRIGERATION SYSTEM 


New, revolutionary hermetic coripressor 
by Tecumseh No Fan Noise. . . com- 
bined with Revco engineered static type 
condenser system, efficient aluminum 
evaporator and food compartment, extra- 
thick insulation, all correctly engineered 
and balanced results in extremely low 
cost operation. The Tecumseh hermetic- 
ally sealed compressor is engineered for 
added efficiency, quiet operation, and it 
is lifetime lubricated. Complete system 
carries five-yeor warranty. 


MOISTURE FREE 
CABINET CONSTRUCTION 


An outstanding feature . . . Revco engin- 
eered, the Chill Chest Moisture-Free 
cabinet construction eliminates moisture 
condensation on outside walls in humid 
weather. Static type condenser with tub- 
ing distributed over and attached to inside 
surface of cabinet shell results in the 
most efficient heat dissipation. No con- 
denser cleaning is required. Extra-thick, 
non-settling, high density fiberglas insu- 
lation between outside cabinet wall and 
interior aluminum food compartment pro- 
vides greatest efficiency. 


INTERIOR FOOD COMPARTMENT 


More usable capacity for foods in the 
reinforced aluminum food freezing and 
storage compartments. A complete wrap 
around of alumi tubing bonded di- 
rectly to outside surface of food compart- 
ment assures faster freezing and safe 
storage throughout the interior . . . Lower 
operating cost. Treated aluminum wall 
surfaces, positive sealed, are chip and 
rust proof, clean easily, retain new look. 
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Zeves cn cHest “75° 


JOIN THE FAST GROWING FAMILY OF REVCO DEALERS 


The time is . . . right now! Yes, today, make this new and outstanding 1953 Revco line of 
Chill Chest and Upright Food Freezers your leader in sales . . . your leader in profifs dur- 
ing the coming year! Feature after feature .. . All New . all with the ‘‘buy-appeal” 
features that make selling easier . . . all yours in this great new Revco Freezer line. The 
big consumer advertising program this year, bigger than ever before, will step up the 
sales-tempo in your area on the popular nationally advertised line of Chill Chest 8, 15 
and 23 Cu. Ft. Freezers. The addition of the new Revco 11 Cu. Ft. Upright now offers you 
a line of the most-wanted size freezers in just the style to suit any family's need. For 
Leadership in sales and to sell the very best, is to know you sell Revco .. . Act Now! 


REVCO, INC. (QJ DEERFIELD, MICH. 
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and MORE PROFITS DURING 1953 


“Te sell the Very Feat. 
te te Kuow You Sell Rewco™ 


SEE THIS OUTSTANDING 
REVCO FREEZER LINE ; 
” RKetchencered Preezers 


CHICAGO Revco CHILL CHEST “5” 
JANUARY 5th to 16th Levee UPRIGHT gg 


We cordially invite you to see 
this wonderful line of Revco Chill The Chill Chest 8 cu. ft. Model with all the new outstanding 
Chest and Upright Freezers. Your 


visit to Chicago during the forth- Revco engineering and convenience features, and the new 
coming Winter Market shall prove Revco 11 cu. ft. Upright Model with new open-type fast 
itself a profitable trip. Make it a freeze shelves offer you an outstanding combination in 
date right now . . . January 5 to meeting the demands for-more frozen food storage capac- 
16. Revco Freezer Display ity right in the kitchen or the utility room. Now, more than 
ever before, you can cash in on the popular trend toward 
freezer and food combination selling in your area. 
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On the 4efepliance’ Prout 





TRRDUSTRY NEWS 


BRIEFS — 





Houston dealer group 
affiliates with NARDA 

A RECENT announcement made 
jointly by H. W. Sinciair, president 
ot the Houston Appliance Deaiers 
Association, and Mort Farr, presi- 
dent of the National Appuance and 
Radio-TV Dealers Association, nas 
disclosed the affiliation of the Hous- 
ton group with NARDA. The agree- 
ment had been made at the Texas 
appliance and television dealers 
one-day educational clinic held a 
few days before in Dallas. 

It is hoped that this merger will 
strengthen the national association 
in its legislative work and its man- 
ufacturer and distributor relations 
and bring to the local organization 
professional guidance and _ assis- 
tance of the most desirable sort. 

In congratulating the Houston 
group on the position it had taken, 
Mr. Farr said, “The erasure of ten- 
sions and exclusive areas of con- 
cern between local, state, and na- 
tional organizations must be accom- 
plished by trade groups all over the 
country if we are to accomplish the 
important objectives of creating 
wholesome industry conditions in 
which a dealer can earn a livelihood 
in a free economy and improving 
standards of the individual re- 
tailers.” 

Officers of the Houston organi- 
zation are: H. W. Sinclair, Acme 
Airco, president; Stanley Blount, 
Stanley’s Appliance Center, vice- 
president; and Elmer Alger, Sands 
Appliance Co., secretary-treasurer. 


Air conditioners group 
stresses adequate wiring 
THE FIRST STEP in the dealer- 
education program to minimize the 
use of room air conditioning with 
inadequate and improper wiring, is 
the pamphlet which has been issued 
by the Air Conditioning and Re- 
frigerating Machinery Association, 
Southern 
D. ©. 
The pamphlet, called “Room Air 


3uilding, Washington 5, 
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GOVERNMENT 


REGULATIONS 





Conditioners Are ‘Plug-in’ Appli- 
ances, But... ,” with brief text and 
in cartoon-style illustrations, out- 
lines the “why” and “how” of ade- 
quate wiring for room air condi- 
tioners and stresses the need for 
the dealer to work closely with local 
power companies and civic authori- 
ties. It seeks to dispel the popular 
belief that the only 
necessary in room conditioning is 
“plugging in.” 


installation 


Laundry appliances 
sales improve 

FACTORY SALES of standard-size 
household washers in October were 
largest since March, 1951, and sales 
of automatic tumbler dryers hit an 
all-time high, according to figures 
announced by the American Home 
Laundry Manufacturers’ 
tion. October washer sales totalled 
327,814 units compared to 368,455 
in March, 1951. (The October total 
is for the organization’s member- 


Associa- 


ship, as compared to industry-wide 
figures for the earlier period.) 
October sales were 15.5 per cent 





ahead of 283,732 units sold in the 
preceding month, and showed an 
increase of 10.3 per cent over 297,- 
210 washers sold in October, 1951. 

The record October dryer figure 
was 83,510 compared to 
71,516 in September, an advance of 
16.8 per cent, and was 90.9 per cent 
more than 43,752 in October, 1951. 

Factory sales of ironers in Octo- 


units, 


ber aggregated 25,204, up 12.1 per 
cent from 22,492 sold in September 
and 15.4 per cent less than 29,800 
in October, 1951. 


Unique dealer meetings 
via theatre television 
CLOSED CIRCUIT theatre television 
will get its first large scale use by 
industry on December 30 when a 
major manufacturer of home ap- 
pliances will use this widely her- 
alded medium to introduce a revo- 
lutionary new product to every key 
marketing area in the country. 
The program will be carried in 
theatres in more than 40 cities mak- 
ing possible an audience of more 


Please turn to page 153) 


8) we ert. we 


SHOWROOM ON WHEELS—Enterprising appliance distributor, Washing- 
ton Wholesalers, of Washington, D. C.. takes this showroom-on-wheels to its 


outlying dealers to display television instruments and radios. 


A collapsible 


antenna, which can be mounted on a 30-foot extended pole is carried in the 
trailer to insure the best television reception. 
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NUTONE VENTILATING FANS 


For Kitchen, Bathroom, Recrea- 
tion or Utility Rooms. 26 Wall 
and Ceiling Models. $24.20 to 
$38.50 list. 


a Cheerful, Eortul! 


NUTONE DOOR CHIMES 


For a friendly musical greeting 
et the door. 15 Models for 
Kitchen, Holl or Living Room. 
$4.25 to $82.75 list. 





NUTONE HEAT-A-LITE 


| £8 \ The world’s safest electric 

| = heoter . . . built into the ceiling. 
No burns, no shocks. 8 Models. 
$45.95 to $67.95 list. 











MAIL COUPON NOW 


WRITE NUTONE INC., DEPT. ES 


COMPANY 
ADDRESS 
CITY 


CINCINNATI 27, OHIO 





Santa Ana Shor. dealer 





Ted Jessee Ye 
Ted Jessee Appliance Co., ‘ 
Santa Ana, Calif. : 


Try this quiz on your 





Thor distributor’s salesman 





Win this sterling silver signature 
tie clasp with your own name 
if you stump him! 


QUESTION SCORE 


| What are the features of the new Thor Wringer line? [] 


2 What is the true market picture on wringer washers? [] 





My Name Thor Corporation 


Firm Name Chicago 50, Ill. 


Seseee Send me that sterling 


City Zone _ State silver signature tie 
My Thor distributor's salesman’s name is clasp with my own 
name! I stumped 
my Thor salesman! 
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One day in early spring, Ted Jessee ran across 
a premium idea that looked like a “natural” 
—a fine laundry carrying cart (retail value 
$5.95) and a quick check with Emmett Leni- 
han, Sales Manager of Thor Distributor, 
Kierulff & Co. confirmed wisdom of idea. 








Jessee transferred damp-dry clothes from the 
Thor Automatic right into the waiting Thor 
Automatic Clothes Dryer. There was plenty 
of time to answer all questions—as each 
washing demonstration took one full hour. 








Jessee enlarged idea into a ‘Washing Clinic’ 
and in big-space newspoper ads offered 
“Bring your washing to our store. We'll wash 
it in the new Thor Automatic, dry it in the 
new Thor Dryer, and give you this $5.95 


loundry Carrying Cort — FREE!” 





ay 
Q> ; 


/ 





Every demonstration was by appointment 
only. Jessee had a choice ‘captive audience 
The woman watching her laundry being 
washed in the new Thor Automatic! Demon- 
strations were done one at a time — with full 
concentration on one interested prospect. 














At conclusion of euch demonstration, the 
fluffy-dry clothes were removed from the 
Thor Automatic Clothes Dryer and placed in 
the free laundry carrying cart. Total of 6 


such demonstrations were made each doy 


‘25° REWARD 


for your successful Thor selling story! 


Thor Franchise Dealers, 
Attention! Thor Corporation 
will pay $25 each month, un- 
til further notice, for the most 
interesting and unusual stor- 
ies of success in selling Thor 


Le 


Washers and Dryers. If you 
have a story, we'd like to fea- 
ture you. Just give the story to 
your Thor Distributors Sales- 
man—he'll handle the details 
from there on in. 


CORPORATION, Chicago 50, Illinois 


Automatic, Spinner & Wringer Washers * Dryers 
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During the 14-day promotion, Jessee closed 
50% of the prospects who came into his 
store for demonstrations! He SOLD 42 THOR 
AUTOMATIC WASHERS and 9 THOR AUTO 
MATIC CLOTHES DRYERS at a premium cost 
of only $2.50 each! 


P. S. Here is Western Division sales manager, 
C. D. DuBois handing over the well-deserved 
twenty-five bucks to Ted Jessee for a spec- 
taculor Thor selling job. Don’t forget, Mr 
Thor Dealer, we'd like to do the same for 
YOU. Let's have your selling story next! 
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Persistent follow-up visits 


sell vacuum cleaners 


@ Just how do you turn a slow- 
moving line of vacuum cleaners into 
a sales leader? Cain-Sloan Co., of 
Nashville, Tennessee would tell you 
to get a man-and-wife team and let 
one of the pair woo the prospects 
into the store while the other works 
the outside to see that none of them 
get away. 

Since employing Mr. and Mrs. R. 
B. Pate three years ago, this de- 
partment store has given more 
Nashville housewives a “new vac- 
uum cleaner complex” than it had 
ever thought were in sales distance. 
However, any two live-wire sales- 
men using the same technique 
could flush up a lot of sales whether 
they are united by anything as 
sentimental as matrimony or not. 

Back in his pre-Cain-Sloan days, 
Mr. Pate, then a bachelor, demon- 
strated vacuum cleaners in the 
homes of another city for another 
firm. One of these demonstrations 
was in the home of a middle aged 
lady with a daughter who helped 
out the family finances in her work 
as a beautician. Pate sold the 
cleaner but his interest in the home 
lingered far beyond the sale and 
six months later the beautician 
said “Yes.” 

After marriage Mr. Pate had an 
idea his wife could sell vacuum 
cleaners as well as feminine charm. 
Together they worked out the plan 
that has proved so successful at 
Cain-Sloan. Mrs. Pate stays on 
floor during the day to demonstrate 
and sell to drop-in customers. Mr 
Pate works the city following up 
the almost-persuaded store pros- 
pects and the numerous other leads 
that come in to Mrs. Pate through 
their promotion campaign. 

The way the couple built up its 
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turnover is a story of aggressive 
selling and promotion that has 
brought the volume from almost 
none a week to as high as 125 a 
month. They have broken ever- 
rising sales quotas time and again. 


Aggressive selling pays off 

“While Cain-Sloan has a com- 
plete line of major and traffic ap- 
” explained Mrs. Pate, “Mr. 
Pate and I sell nothing but vacuum 
cleaners and sewing machines. By 
concentrating our efforts entirely 


pliances, 


on these two lines we have kept 
busy and have built them to where 
the total annual profits on these 
two are greater than on any other 
appliance line, though the dollar 
profit on each unit is much less 
than on refrigerators and other 
major items.” 

When first taking over the Cain- 
Sloan assignment they had a knotty 
problem. The appliance department 
of this huge department store is on 
the sixth floor. This long elevator 
reach put them at a disadvantage 
with competitors who had first-floor 
glass-front appliance shops that 
thousands of sidewalk passers could 
see into with a casual glance 

“Mighty few Nashville homes 
even knew we were selling vacuum 
cleaners,” Mrs. Pate continued. “So 
we enlightened them by featuring 
what we had to offer in a promi- 
nent place in Cain-Sloan’s adver- 
tising copy. We worked up our 
own message rather than using 
factory mats. We fixed up an at- 
tractive show window display on 
the street floor. The store had been 
selling one or two cleaners a month, 
but after starting our campaign, 
both customers and inquiries 
started. 


by Ross L. Holman 


“We secure most of our sales by 
the build-up method. We occasion- 
ally feature in both newspaper and 
show window a_ popular priced 
cleaner from $49.50 to $59.50. These 
are attractive prices and bring in 
hundreds of customers and phone 
calls a month. 

“When a prospect comes in to 
look at one of them I don’t low- 
rate it in order to get her to buy 
one of the higher-priced ones. I 
demonstrate it by scattering sand 
and kapok lint on the demonstra- 
tion rug to show that it is a real 
bargain. Then if her interest is 
keen I will show her some of the 
superior advantages of the better 
cleaners as a build-up but let her 
make up her own mind without 
pressure. I sell the cheaper cleaner 
if she wants it, but with the under- 
standing that if, within 30 days 
she decides she would rather have 
one of the better models she can 
trade in the cheaper one at the 
full purchase price. You would be 
surprised at the large number of 
the better models we finally sell 
with this trade-in practice. 

90-day trade-up effort 

“When the customer accepts the 
trade-in offer, Mr. Pate puts her 
on his list and follows her up in 
her home before the 30 days is 
out. If no trade-in is made at the 
end of a month it is still followed 
up with gradually depreciating 
trade-in offers on the used cleaner. 

When the Pates first took this 
job, Mr. Pate hunted prospects by 
the pavement-pounding, doorbell 
approach. But, thanks to their 
vigorcus promotion, they are now 
getting enough hot leads without 
using this hit and miss method. 
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The couple shown in action above sells a substantial volume 
of vacuum cleaners. Their plan has Mrs. Pate demonstrate 


Many prospects who come to 
the store, of course, do not buy 
even the lower-price cleaner, but 
they are listed and followed up. 
Many favorable inquiries come by 
phone and are listed. Mr. Pate 
doesn’t allow any inquiry to get 
cold but goes after it before in- 


terest in a cleaner dies down. He 


follows hard on these leads in a 
car loaded with three or four dif- 
ferent priced models. He uses the 
same build-up technique that Mrs. 
Pate works so successfully in the 
store. If the prospect seems price- 
with the 
works up by 
the trade-in teaser method to the 
$99.50 model. 


conscious he starts 


cheaper one and 


Phone calls are important 

Most of the phone leads natur- 
ally come through Mrs. Pate at 
the store. There’s a lot of sales 


strategy in the method by which 


these phone calls are handled 
Mrs. Pate describes the cleaners 
in her best sales style, and if the 
interest, 


prospect shows enough 


she asks for permission to send 
Mr. Pate out for a demonstration 
In many cases Mr. Pate finds it a 
better strategy to call without ap- 
pointment. 

By being able to book all his 
time only on inquiring, interested 
prospects Mr. Pate cuts out a lot 
of lost motion. 

On both 
phone calls Mrs. Pate frequently 
builds up to a present or later sale 


lrop-in prospects and 


by the service approach. Mr. Pate 
is not only a field salesman but a 
service man who repairs any brand 
of cleaner in Nashville homes. If 
Mrs. Sally Housewife can’t be 
coaxed into a buying mood Mrs. 
Pate asks about the condition of 
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cleaners in the store while Mr. Pate follows up sales leads 
on the outside and does the service work. 


her old cleaner. Frequently it is 
not giving very good service and 
that is the reason she is inquiring 
about a new one. If the prospect 
can’t be sold on a new cleaner, 
Mrs. Pate asks that Mr. Pate be 
allowed to come out without obli 
gation and advise what the pres 


ent cleaner needs in way of repail 
Repairs turnish prospects 
This 

gets his foot in the door. 


always 
If the 
machine needs only a free minor 


approach nearly 


adjustment, it creates a lot of 
goodwill for future follow-ups. If 
it needs more than a small adjust- 
ment Mr. Pate makes a price for 
fixing and, if accepted, takes it to 
his shop and keeps the lady on his 
repair list until she is ready to 
buy. He says he doesn’t actually 
make much profit on this work but 
(Please turn to page 156) 
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Don Davidson 


@ A COMMON ERROR made by many 
people who are connected with the 
appliance industry is that they look 
at the national 
clothes dryers and see only 2.2 per 


saturation of 


cent, and do not realize what a ter- 
rific dollar sales volume is repre- 
sented by that small saturation per- 
centage. 

Dealers have, in addition, heard 
predictions that by 1957 there 
would be 6,200,000 clothes dryers 
sold. The grave error in this think- 
ing and in the predictions for 1957 
is that it tends to make all of us 
think of the dryer as a sales prod- 
uct for the future. Actually, that 
future is here today. The sales vol- 
ume of automatic clothes dryers 
and the profit volume are terrific, 
and dealers who are not getting 
their full share of those sales are 
missing the bandwagon. 

There are few experienced dealers 
who would argue that the automatic 
washer has not been a very good 
sales item as far as appliance 
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There’s volume and profit 


in clothes dryer sales—now! 


by Don Davidson 


Sales Promotion Manager, Dryer Division 
Whirlpool Corporation 


dealers and distributors are con- 
cerned. But I would like to bring 
out one point. If I can drive this 
point home, I am sure that all 
dealers will agree that we all must 
start thinking immediately that the 
dryer future is here today 

We have today in the United 
States twelve unusual dryer mar- 
kets. Those twelve markets repre- 
of the 


potential dryer market. The main 


sent a little over 42 per cent 


point is that in those twelve mar- 
kets, automatic clothes dryers are 
selling at a ratio of six dryers to 
ten automatic washers or better. In 
two markets they are selling at a 
ratio of nine dryers to ten auto- 
matic washers. We have one town, 
of approximately 75,000 population, 
where automatic clothes dryers are 


outselling washers by a_ ratio of 


four to one. Bearing in mind 


Nas veel 


that the automatic wash 
since the war, and still is, a terrific 


sales item, you will obtain some 
idea of the volume of clothes dryers 
that are being moved 

There are 26 different brand 
names of dryers on the market. We 
definitely know that in the very 
near future we will have at least 15 
additional manufacturers of dryers 
on the market. They are there for 
only one reason Today, not in 
1957, the sale of dryers is a very 
mportant, profitable item 

I would like to use our own com- 
pany sales to show you exactly how 
1949, 


the clothes dryer represented only 


important the dryer is. In 


5.5 per cent of our volume. This 
is dollar percentage, not unit sales 
In 1950, the dryer had jumped to 
10.1 per cent, and this year to date, 
it represents 22.4 per cent, or 
almost one quarter of our sales vol- 
ime. These figures, from a small 
organization, would not be of too 


Please turn to page 162 
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warded for showing the dishwash- 
er’s efficiency to her friends, she 


Getting your eustomers tries to reveal every pleasing sell- 


ing point. 


Castomers are demonstrators 


e . “It is difficult to give an active 
to sell dishwashers | 


dishwasher demonstration in the 

store,” Muse pointed out. “The 

logical place for the demonstration 

is in the housewife’s kitchen. That 

by S. W. Ellis automatically turns our customers 
F into demonstrators 

“Whenever a woman comes into 


the store and looks at the two dish- 


@ BECAUSE recent dishwasher cus- our dishwasher customers,” said washers that we always have on 
tomers are enthusiastic sales pro- George, Jr., who manages the display, we offer to drive her to the 
moters, the Conway Refrigeration store. “We tell them that we know home of a user to see the machine 
Co., of Conway, Ark., has initiated they are proud of their electric in action 
a sales promotion plan that re- dishwashers, and want to show it “Then we call one of the users 


wards the customer for demon- to their friends. If they will let us who has received our letter, offer- 


strating a dishwasher in her know which friends are interested 


ing the glassware to reward her 
kitchen and passing sales tips to in buying dishwashers, we 


will try for helping us. We ask her if we 
the store. to sell them. When they buy, our 


may bring a prospect to her home 
When a prospect’s name submit- sales-minded customer 


gets her to see a demonstration 
ted by a customer buys a dish- choice of dishes or Pyrex ware.” “We have never been denied the 
washer (or other selected major Young Muse asserted that the privilege of bringing a customer 


appliance), the tipster is rewarded woman who has_ bought 


a new Even before we initiated our award 
with a 36-piece set of glass dishes, model dishwasher wants her system, our customers were very 
or an ¢ight-piece set of Pyrex. friends to see it in use. When the 


co-operative and gracious about 
“We write personal letters to all customer knows she will 


be re- (Please turn to page 160) 


Below, a satisfied dishwasher owner responds to the re- 

quest of the Conway company and demonstrates her ma- 

chine for a prospective buyer. If the prospect buys a 
washer, the demonstrator will receive a gift. 














George Muse, Jr.. arranges the glassware that will compen- 
sate customers for helping him to sell dishwashers. During 
Christmas, he will dress up these displays. 
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Above is a general view of the 


Texas appliance and television dealers who 


attended the recent one-day educational clinic held at the Adolphus Hotel in Dallas. 


Rosy trade conditions for 1953 


predicted at dealer 


@ TEXAS appliance and_ television 
dealers to the number of 250 
learned from addresses by four out- 
standing leaders in the industry 
that at least the immediate future 
for their business is tinted with all 
the pleasing shades of rose that can 
be separated from the spectrum. 
The occasion was a one-day educa- 
tional clinic held in Dallas in No- 
vember. 

It was the 


within a 


clinic 
period this 
vear in Texas, the first having been 
conducted last May, in Fort Worth. 
Two { f 


second such 


six-months 


the speakers on the first 
Mort Farr and 
Price, Jr.—returned for a 


program Harry 


second 
appearance, and the speaking pro- 
rounded out with Ed- 
ward R. Taylor, vice president and 
assistant to the president of Mo- 
torola, and Dan Packard, national 
sales manager for Kelvinator. 


yram Was 


This clinic was arranged by com- 
mittees staffed principally by Dal- 
las and Fort Worth dealers, with 
a general committee headed by Sam 
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by Baron Creager 


C. Hagy, Dallas dealer, as chairman 
and Hayden Arlington 


So SUCCESS- 


Johnson, 
dealer, as co-chairman. 

ful have the two clinics been that a 
permanent 
Texas 


organization of the 
Appliance and Television 


Dealers is considered imminent 
Gene Crow served as clini 
man. 


Before 


cnalr- 
industry spokesmen 

peared, dealers heard some encou 
aging statistics from a Texas econo- 
mist, Dr. Arthur A. 
erly of the faculty of 
Methodist University, and now 
economist for the First National 
Bank in Dallas. He said he ex- 
pected that by 1975, 


would be increased by 27 per cent 


Smith, form- 


soutnern 


population 


and that demand for new appliances 
would be 50 per cent greater than 
in 1952. 

“There are 2,249,000 households 


in Texas,” Smith continued, “and 


elinie 


the income in 1951 was $11,2x85.- 
000,000, or $1,412 per capita, com- 
pared with income of $2,652,000,- 
000 in 1940 or $413 per capita. The 
increase in real purchasing power 
with 50-cent dollars has been 121 
per cent per ¢ apita.” 

Doctor Smith said he expected 
manufact 


policy ol planned obsolescence. 


irers to continue their 
Mort Farr, a Pennsylvania dealer 
now in his second term as presi- 
dent of the National Appliance and 
Radio-TV Dealers Association, dis- 
issed “The Future of UHF in 
Television Retailing,” declaring at 
set that the industry is em- 


DarkKing 


ipon a new era, a change 
in Market 

“People have more leisure time 

in which to watch television, and 

UHF is coming fast,” he said, “but 

1 am often amazed at how few deal- 

what UHF is. 

remember it Is an exten- 

the present band and ser- 

and in 


i » 
ill be 130 


Texas, eventually, 


UHF 


stations, 
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creating vast new markets, espe- 
cially in reconversion since all sets 
now in operation can be converted. 

“UHF will create the greatest 
new market radio, and we 
should be 
gulf us.” 

He told of one 
built that will have a horizon of 62 


since 
on our guard lest it en- 


station being 


miles, with vast power to uncover 
a great market. 

“All existing sets can receive 
UHF through 
continued. 
now or coming, a converter the size 


some type of con- 


verter,” he “There is 
of a small match box that can be 
pre-tuned and attached to the set 
to get one station. In some areas 
the customer will be able to get 35 
stations with a more complicated 
type of converter. And I am won- 
dering what the customer will say 
when he is supposed to get 35 sta- 
tions and can get only 27!” 

Giving every evidence that he is 
abreast of all new developments in 
the field, Farr discussed the “bow 
tie” antenna, an aluminum device 
that can be stacked two or three 
high and “probably be used most in 
the 20-mile range.” He also de- 
scribed the “trombone,” or adjust- 
able antenna, and pointed out that 
antenna and lead-in installations 
would require exactness from the 
service department 

“We will probably have to do a 
lot of compromising on efficiency,” 
he added, “but, properly used, UHF 
can be just as clear as VHF.” 

Concluding the morning program 
devoted to television, Mr. Taylor 
had as his subject, “Television in 
Texas,” and declaiming any fame 
as a prophet, he nevertheless pre- 
1953, 
saying, “I don’t see how you can 
miss selling $114,000,000 worth of 
television at retail in 1953. That’s 
almost double the business done in 
1952.” Later he expressed the 
opinion that not even a_ business 
recession of moderate proportions 
eould retard television sales. 


dicted great sales strides ir 


Taylor said this business would 
not just roll in the door, specifying 
that: 

“First, you have to have good 
lines that enjoy wide public accept- 
ance; they have to 
properly > 


be displayed 
your salesmen must be 
well trained to answer the many 
questions that customers will ask. 
It takes good advertising and good 
promotion and, of extreme impor- 


tance, you must be equipped to offer 
prompt and proper service to your 
customers.” 

Then he recited four reasons fot 
the high saturation of television, up 
to 95 per cent in some areas, as 
follows: 

“1. Television is still a relatively 
new industry there 


have been 


many new developments and ad- 
vancements, Which have come along 
very rapidly 
with every 
= 


creating new buyers 
improvement. 
Television is replacing other 
media of entertainment and_ in- 
formation 

“3. The price of television sets 
to consumers has declined steadily 
This fact 
in itself would stimulate buying 


in the past four years. 


it takes on even greater significance 
when contrasted with the steadily 
rising price curves on other prod- 
ucts 

“4. Dealers are learning 
about how to sell television, how to 


more 


create buyers, how to sel} second 
sets to a home.” 
Texas sales are higher 


Launching the afternoon session 
Mr. Packard 


said he had always believed that 


devoted to appliances, 


Texas was relatively 
better than in the United States as 


business in 


a whole, and said his company’s 
records show Texas dealers sell 21 
per cent above the average for the 
country. 
Enumerating a set of develop- 
ments that “have combined to de- 
moralize sound retailing and impair 
dealers profits,” Mr. Packard said 
he would not comment as_ to 
whether he thought the situation 
as bad as dealers do, or worse. 
“What are we as a manufacturer 
going to do to fulfill the request of 
retailers everywhere that we do 
about this 
condition?” he 


something disturbing 
asked “Let me 
make this point clear, and let no 
one here misunderstand me when I 
say this: we as a manufacturer 
alone can do little to bring about 
a correction of the conditions you 
But let 
as positively that a 
manufacturer, distributor, and re- 


retailers ask us to correct. 
me say just 


tailer working together can clear up 
this present unsettled condition, 
and make our industry one that is 
sound, 

“In my opinion the retailers of 
America are the ones who can best 
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start this ball rolling in the right 
direction, and if they will handle 
themselves greatly 
shorten the 
ment. No, I am not 
buck to the retailers.” 

Mr. Packard 


careful analysis of his business by 


right, can 
time of accomplish- 


passing the 


recommended a 


each dealer, then a cards-on-the 
table conference with the distribu 
tor, with a commitment by the lat- 
volume required rhis 
should be followed by another study 


of the retail operation, he said, then 


ter on 


an offer by the retailer to produce 
the volume 
tributor. 


required by the dis- 


Mr. Price, who was the “brand 
names” appliance dealer of 1951, 
had the subject, “Why Do Some Ap 
°°” but said 


authority 


pliance Dealers Go Broke 
he could not speak with 
or experience. He added that he 
was long ago convinced that he 
never wanted to go broke, s« 
had tried to do those things 
prevent such a catastrophe 
Pointing out that according to 
Dun and Bradstreet, first among re 
tail casualties are appliance deal 
ers, with apparel stores second, and 
furniture third, Price then offered 
This, 
he said, showed that mismanage 


a general business analysis 


ment accounted for 50 per cent of 


failures, incompetence for 35 per 
cent, and neglect, fraud, and dis 
aster the balance 

Answering the question, “If 
don’t want to go broke, what 
you do?” Price prescribed 

“First, ask 
tion—What do I want out of this 
business ? 


yourself this ques 


Why sell appliances? 


“If your answer is ‘I want to 
then vou are in the 
cessful 


appliance dealer wants more than 


make a living!’ 
wrong business for the su 


just to make a living. A man whe 
wants only to make a living should 
be working for some one else 

“It takes a personality with more 
ambition, more drive, with more 


determination to have the better 


things in life—to be successful i: 
this business 

“You have to like the running of 
the race and possess that perserver 
ance to drive for the winner’s circle 
every day. 

“Next ask 
business have a philosophy?’ 


vourself, ‘Doe 


(Please turn to page 159 





Dealer growth and profit building 


through controls 


by H. B. Price, Jr. 


Price’s, Inc. 
Norfolk, Virginia 


@ IN ANY PLAN of operation, the 
primary consideration is your cash 
position, and as manager, you must 
anticipate the demands on you for 
this cash, and when and where it 
will come from. Monthly and daily 
progress reports, I think, are as es- 
sential as all the planning you 
should do. I have some forms that 
I use and consider a most important 
business tool. 

One of these controls we use is 
called “Analysis of Expenses.” In 
this analysis is shown the month 
and the due date “to date’ totals. 
And under each of these heads are 
columns to allow- 
ance, actual expense, and an over 
and under column, so if 
that column happens to be in the 
red, it can be entered right then in 
the red. 
complete analysis of your expenses, 


record budget 


budget 


This form gives you a 


selling and delivery items, and gen- 
eral overhead expenses, as against 
budget, so that you know where you 
stand. 

Another form used is our “Sum- 
mary of Operation” form, which 
gives the whole picture of profit or 
loss. If you don’t have such forms 
as these on your desk by the tenth 
of the month, or the 15th at the 
latest, you can forget about using 
them. 

We have a joke in our place about 
getting out a form to instruct us 
how to use the forms, but frankly, 
I don’t see how you can know what 
you are doing unless you have some 
breakdown. 

These 


forms are prepared 


“This concludes the two-part article 
which began in the November, 1952, 
issue of this publication. 
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monthly, of course, but we find it 
most important to have a daily re- 
port also. The daily form shows 
the daily sales and sales to date. 
It costs out each individual sale, 
and that information is available 
by one to three o’clock of each 
afternoon following the day of de- 
livery. If the sale was closed last 


form the 
delivered, 


night, I know by this 
amount of 
what it cost, the gross profit, and 
I know from my budget what it 
costs me to open my store every 
morning, and therefore I can tell 


business I 


you whether I am in a profit or loss 
position for the number of days op- 
eration that month 
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It isn’t difficult to cost sales out. 
Your office can be changed over to 
it with the slightest bit of detail 
training. If you don’t have a form, 


you can clip together adding ma- the bookkeeping 
put it in the sales department, and 
they are working nights on it. 

how much it costs you to run your I think there 
that you must understand, and you 


chine tapes, so you know where you 


stand if you know approximately 


store for a month on the antici- 


pated sales budget. must know about 


tinuously to familiarize ourselves 
with the progress or lack of prog- loss on them. 


ress that we are making. set up perpetual 
this basis. We are on that basis 


The next thing I would like to 
talk about is the fact that there is 
one item in our business that we 
have seemed to overlook a great 
to break more dealers than any ready to sell. 
other one factor, even more than 
the sales power. We have found it 








PRICE'S, INCONPCRATED 


ANALYSIS QO EXPENSES 


Mr. Price stresses the importance of controls in the 
operation of any business. Controls employed in his own 
successful business practice include the three forms 
showing “‘Analysis of Expense,” “Summary of Opera- 
tion,” and “Daily Report as of Close of Business.” The 
daily report provides an éxact record of profit and loss 
for the month to date. Mr. Price also stresses the im- 
portance of salesmen’s daily reports. 
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difficult to keep all the records that 
Kelvinator’s “Verified Values” pro- 
gram wants, but we are doing it. 
It is a tough job. 


your trade-ins. 
These three forms we use con- One is the investment in it, and 
whether you have had a profit or a 


times, every day. 
I know the total value of trade-ins 
deal. I believe trade-ins are going that is, the merchandise that is 


dication of the movement. 1 know 
the sales of used merchandise, and 
I know what has been added to the 


I took it out of floor. 
department and 


Next, I know the value of the in- 
vestment on trade-ins in recondi- 
tioning them. That is the total 
amount of money we have invested 
in trade-ins that are reconditioned 
The next thing I want to know is 
how many do they junk and what 
they junk. From that, I can get a 


three factors 


I suggest that you fairly intelligent picture of the 
information on 


trade-in situation. 
Our experience indicates a 56 per 


now, and we know the value of our cent trade in on refrigerators; 52 
trade-ins at all 


per cent on washers; 40 per cent on 
ranges; 28 per cent on vacuum 
cleaners; and 15 per cent on tele- 


We have a price tag vision. That might vary in each 
on it, and the total retail value of locality. Unless we keep a very 
that merchandise gives me an in- 


definite control over the investment 


. 


The “Analysis of Expense.” shown at left, is the budget 

for the organization. A look at it can determine whether 

the business is operating in the red or making money. 

The “Summary of Operation” form below gives the 

whole picture of profit or loss. The value of both of 

these forms depends entirely upon their being available 
directly after end of the month, 














in trade-ins, it is probably going to 
determine our profit and loss pic- 
ture in the future. We can learn 
from the automobile industry, and 
let’s hope we do learn, because that 
broke a lot of automobile dealers 
before they gave their trade-in in- 
vestment proper respect. 

The matter of plans and controls 
for your salesmen is more than 
vital—it represents vour ability to 
grow and continue on a profitable 
basis in this business. 

After you have determined the 
number of men you need to produce 
the volume you anticipate doing, 
what next? These are our plans. 
I hear hundreds of variations, but 
in my organization, I am going to 
speak of them as facts. After we 
have planned this month’s work, 
and we agree among ourselves, we 
have a kick-off meeting and explain 
our goal. We tell them what the 
store is going to do, and what we 
expect of them individually. 


Incentives important 


Individual quotas should’ be 
established on some basis. You may 
merely split up the over-all quota 
or your compensation plan might 
automatically help 
vidual 
tion. 


develop indi- 
responsibility for produc- 
I am a firm believer in con- 
We never go a single month 
without an incentive plan. Moving 
alone will not make a man do his 
best. 


tests. 


We have a trite saving in our 
group—“You can make a salesman 
want to work but you can never 
make him work.” Incentives sup- 
ply the motivating force, the spirit 
of competition, the stimuli a sales- 
man must have. Set up in your 
budget an item to cover incentives 
and spend every cent you can afford 
on this. 
Frequent sales meetings are 
necessary to keep your salesmen in 
tune with the task at hand. Many 
operators misconstrue the reason 
for daily sales meetings. Salesmen 
need constant emotional adjusting. 
At sales meetings this need fre- 
quently becomes apparent. Then 


you have the opportunity to sup- 
ply the adjustment and inspiration 
he will need during the day’s work. 


Product story and 


selling tech- 
niques are 


important. However, 
unless the salesman is in the frame 
of mind to employ such training, 
what will come from it? 

Our work plan includes the ele- 
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ment of control for our salesmen 
It points out a practical procedure 
for a man to follow. If he does, he 
gets results. 

You have your salesmen. You 
hire them and train them. The guy 
hired in a factory for $54 a week 
has a job rating. 
thought 
salesmen? 


Have you ever 
about job rating your 

I think we should defi- 
nitely establish and justify a pro- 
cedure that will carry them through 
eight hours of work. I don’t see 
how we have ever accomplished 
what we have in the past without 
such,a thing. We have established 
this in my organization. 


Build user following 


Number one that we put on our 
list is, “Build user following.” 
Every salesman carries a user list 
with him at all times. We say to 
him, “Listen, fellow, this is the way 
to get into the business.” 

In addition to that, we anticipate 
what is going to happen to him 
right after lunch. We all know how 
hard it is to make that 1:15 to 1:30 
call. We say to him, “When you 
reach that frame of mind, stop in 
your tracks, look in your User Book 
and call on the user geographically 
nearest you at that time.” We have 
begged them, and we have coerced 
them into this during the siesta 
time lull. They carry their user 
books, because we give these to 
them in a binder. The sales man- 
ager is responsible for getting the 
names into each man’s book every 
day, and the salesman is respon- 
sible for having it in his ear everv 
time he leaves. We send a super- 
visor out with them at times. 

Number two on the list of sak 
controls is “Next door calls.” Now, 
for a long time in this business, 
every body hushed-hushed the idea 
of canvassing. We will come to 
that later. We told them, “We will 
just use the next door call. Don’t 
bring in a report. We don’t want 
to see it, but that next door call 
really pays off.” Also, it’s his gaso- 
line. TI don’t pay for that 3ut he 
calls on Mrs. Jones, and we sav to 
him “Make two more ealls 
this side and one on that 


one on 
side, and 
keep going down the block.” 

A call is not a knock on the door: 
a call is an interview. And thev 
make these next door ealls: and 
they are entered on the sales report. 
because that is the important part 


That is the 
extra something that makes a man 


of their day’s work 


a good salesman 

Third on the list is “Night calls.” 
We insist they make two night calls 
a week, and we encourage them to 
work five. 

Next is 
Has a salesman ever asked you, 
“How many calls should I make in 


a day?” 


“Maximum interviews.” 


How do you know whethet 
a guy is doing the work or not? It 
takes sixteen interviews a day for 
a man to make a good living. We 
can analyze from his sales record, 
if he isn’t making sixteen calls a 
day that that might be his trouble, 
and we try to get him out of his 
slump so to speak. We have worked 
out and we have proven to them, 
and they agree with us, that six- 
teen calls are necessary for a man 
to produce the volume of business 
that he needs and that we want. 

Five, “Telephone calls while on 
the floor.” We insist they make 
we had it up to six, but it is now 
back to four—four interviews, not 
calls, on the telephone while on the 
floor. That 
habit. We insist on a minimum of 
four, but find that some men make 
a great deal more than others 


is to keep him in the 


Point six in our listing of sales 
controls is called, “Daily work re- 
port plan.” We try to encourage 
the bovs to make this work report 
out before they go into the field. 
That is the successful plan of the 
insurance salesman “plan your 
time: work vour plan.” It is ele- 
mentary, but it is indispensible. He 
can’t make sixteen calls unless he 
has some kind of a procedure. 

We will stop a man at 9:10 in the 
morning. “Let me see vour work 
sheet for today.” Try to encour- 
age him the night before, or in the 
morning, to sit down and make a 
list of where he is going, and this 
daily work sheet is his instrument 
of efficiency. This is of no value 
unless you can make him under- 
stand the necessity of it 

Now here is something I have 
heard a little bit about—this going 
next door for a cun of coffee. “9:15 
first interview.” Our sales meeting 
is over at 8:30, and we want them 
out of the store before 9:00 and 
their first interview is at 9:15. Tf 
vou put un with the coffee drinking 
busines you have lost the best hour 
of the 


morning. Contacts are 


(Please turn to page 159) 
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Appliance dealers find value 


in co-operative television advertising 


by C. E. Wright 


@ A GrouP of thirteen electrical 
appliance dealers in northeastern 
Florida and southeastern Georgia, 
all representing one of the lead- 
ing appliance manufacturers, have 
been conducting a co-operative 
television show from WMBR-TV 
in Jacksonville, the only television 
station in that area. 

Total cost of the show is $327.06 
a week, one half of which is borne 
by the The re- 
mainder is prorated among the 


manufacturer. 
thirteen retailers on a_ basis 
wherein Jacksonville, 
which has the largest trade area 
and the greatest number of re- 


those in 


ceiving sets, pay somewhat more 
than those in outlying towns. 
Dealers who participate in the 


Contestants chosen by co-operating appliance dealer sponsors are 
shown as they try for a “Cinderella Week-End” in New York City. 


program, known as “Cinderella 
Week-End,” are: Harold Ashley 
Co., Jacksonville; Bob’s Radio and 
TV, Jacksonville; Crabtree Lum- 
ber Co., Jacksonville; Haverty 
Furniture Co., Jacksonville; Witt 
Electric Co., Lake City, Fla.; 
Winkler Electric Service, Starke, 
Fla.; Jim Hope Electric Co., 
Gainesville, Fla.; Harry C. Elrod 
Furniture Co., Palatka, Fla.; Man- 
ning’s Radio Service, Jasper, Fla.; 
Appliance Center, St. Augustine, 
Fla.; Melton Hardware, Fernan- 
dina Beach, Fla.; Cowen Brothers, 
Folkston, Ga.; and Cowen's, Wood- 
bine, Ga. 

Week-End” is a 
which con- 


“Cinderella 
panel type show in 


testants selected by the sponsor- 
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ing dealers participate in a quiz 
program. Each week’s winner 
goes on to the finals, held at the 
end of each month, and the win- 
ner in this run-off gets a free trip 
to New York for two persons, in- 
cluding hotel expenses, meals, en- 
tertainment and sightseeing 
Contestants are selected by the 
dealers, who invite their towns- 
people, whether they are customers 
or merely prospects, to register 
for participation, Most of the 
stores select their candidates by 
a public drawing, which is adver- 
tised in the local newspapers 
Each dealer in the group selects 
three contestants every thirteen 
weeks. There are four contestants 


(Please turn to page 158) 





Eleetrie water systems— 


springboard to sales! 


@ IF YOU WERE ASKED to select one 
appliance or service guaranteed to 
give your rural customers a 100 per 
cent plus return on their money, 
what would be your choice? 

In answer to that question, M. W 
Edmonds, 
Appliance 


secretary-treasurer of 
Sales, Inc., of Drew, 
Miss., answered emphatically: “An 
electric water pump, by a big jump 
The purchase of an automatic water 
pump means comfort, convenience, 
prestige, leisure and a more health- 
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life for 
family. And, equally important, it 
the opportunity for in- 
creased income. It’s the basic pur- 
chase for 
gram. 
“And 
point, 


ful way of the entire 


means 
modernization 


any pro- 


the 


basic 


from dealer's 


it’s 


stand- 
added 
‘Because an investment in a pump 


also,” he 


is just the beginning of your sales 
A pump customer who is happy in 
his purchase will usually buy bath 
and kitchen equipment also 


by Jean F, Fitzgerald 


At the left, J. J. Willingham watches 
the installation of a pump to be 
used in his farming operations. All 
the equipment for his dairy came 
from Appliance Sales, Inc., install- 
Another Ap- 
pliance job, attaching this pump to 
a five-ton air conditioner, is shown 
in the photo below. 


ers of the new pump. 


“And,” Mr. 


“the beautiful part 


Edmonds _ pointed 
the 


merchandising of electric pumps is 


about 


the fact that you have your power 
company or the REA working for 
vou 


Both conduct educational pro- 


grams designed to create a ‘buy 


mood’ in 
with 


the areas newly serviced 


electric power. These 


the 


pro- 


grams pave way for salesman 


contacts. 
“In some continued, 


“the sale is already set up for us 


cases,” he 
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and our job is to sell our brands 

in the correct sizes. Often a cus- 

tomer’s selection of a pump is de- 

termined by the amount of money 

he wishes to invest. It becomes our 

job to convince him that the pump 

selected is inadequate for the job 

to be done. Most of the time, if a 

customer is correctly advised, he ‘4 
will buy correctly.” 


Building for sales promotions 

Drew, Miss. (pop., 1,700) is lo- 
cated in the heart of a prosperous 
rural section with a present pump 
trade potential of 20,000, includ- 
ing many dairy farmers. In sales 
to this market electric pumps are 
a must, since an adequate wate <. 
supply is necessary for the opera- : 
tion of many modernizing appli- 


ances. M. W. Edmonds, secretary-treasurer of Appliance Sales, Inc., and P. R. 
In an effort to be of service to Stevens are shown above as they load a pump for delivery at a nearby farm. 


the community and at the 
time set up a sales promotion pro 
gram geared to the dairy industry 
Appliance Sales secured good fa 
tory representation on dairy equi] 
ment. They already had full repre 
sentation on pumps. Mississippi 
Power Company co-operated in fut 
nishing information and statisti 
” increasing productivity on 
farms by establishing an ampk 
vater supply. The company mat 
agement secured 25 current gover? 
ment bulletins dealing witt 
phases of farm life, ho 
livestock and the like 
After a careful study of thes« 
authoritative documents, they 
vited ten carefully selected pr 
pects to meet with them in the 
main store building for an educa- 
tional discussion on dairy problems 
This meeting went over with a 
bang and was followed by others 
They have become an integral part 
the company’s merchandising 
program 
Mr. Edmonds says: “We teach 
modern dairying methods and dis 
cuss farm problems. Farmers learn 
about new appliances and equip 
ment on the market and they are 
taught self service on equipment 
and stock parts 
“By rendering this valuable ser 
vice to prospects before sales are 
made, we save lots of trouble later 
One of the most important aspects of the water system business of the com- These things we call extra services 
pany is the repair and servicing work done in the shop. Please turn to page 157) 
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News Kouudup 


Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Dulaney’s obtains 
Kelvinator line 

DULANEY’s, Oklahoma City 
wholesale appliance distributor 
serving dealers throughout the state 
of Oklahoma, recently acquired the 
Kelvinator line of household prod- 
ucts. 

This was announced by D. A. 
Packard, general sales manager for 
Kelvinator, who said the addition 
of Kelvinator products would en- 
able Dulaney’s to better serve the 
fast- growing Oklahoma market. 
Some eastern and western counties 
of Oklahoma now handled by othe: 
Kelvinator 
affected 

Dulaney’s launched its Kelvina- 
tor sales campaign with conferences 
attended by the Detroit firm’s full 
field organization from this area 
Kelvinator executives on hand fo 
the conferences included G. T 
Etheridge, western regional man- 
ager; W. L 


distributors are not 


Jeffrey, sales manager 
of refrigeration and range prod- 
ucts; and C. E. Nicholson, of Re- 
frigeration Discount Corporation 

Founded in 1938 as a wholesale 
distributor - manufacturing - retail 
store business, Dulaney’s later 
dropped its retail connections and 
now concentrates entirely on whole- 
sale distribution and manufactur- 
ing. The firm handles nationally 
known lines of household appliances 
and furniture. 


Magie Chef announces 
1953 sales plans 

MaGic CHEF, INC., of 1641 S. 
Kingshighway Blvd., St. Louis 10, 
Missouri, has announced its com- 
plete air conditioning sales plans 
for 1953, calling for all new units 
and full-scale consumer promotion. 

According to J. J. Edwards, man- 
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Chis is new design of Magic Chef's 
new air conditioner for 1953. 


ager of 
trical 


Elec- 
Department, the 
line will include three models, one- 
half, 


capacities 


the company’s new 
Products 
three-quarter, and one-ton 
The smallest and larg 
est of these are new additions, su} 
plementing the three-quarter ton 
which the firm has 
marketed since 1951. 


onditioner 


Units for the new year will be 
completely new in design and oper 
ating features. Controls are con- 
cealed but accessible, while filte1 
area and cool-air output have been 
increased for greater efficiency. 

Style-wise, the line will feature 
“Color Harmony,” a choice of dif- 
ferent accessory colors contrasting 
with the neutral tan cabinet, and 
matching room or office furnishings 

In addition to color literature 
now on the press, Magic Chef deal- 
ers will be aided by co-op advertis- 
ing, newspaper mats, radio spots, 
and assorted promotional material 


Eureka appoints 22 
new distributors 


THE ADDITION of twenty-two of 
the nation’s leading distributors 
now provides Eureka with almost 
complete coverage of the national 
market, reports A. L. McCarthy, 
executive vice-president in charge 


of the Eureka Division of the 
Eureka-Williams Corporation. 

McCarthy pointed out, “with the 
introduction of Eureka’s new Roto- 
Matic vacuum cleaner at its an- 
nounced price of $69.95, a strong 
nation-wide interest developed. This 
has resulted not only in the fran- 
chising of numerous top-flight dis- 
tributors, but also in a constantly 
increasing dealer organization and 
a record-breaking inflow of orders.” 

Among the distributing organi- 
zations recently added in the south 
and southwest are: RCA Victor 
Distributing Corp., Kansas City; 
Lone Star Wholesalers, Inc., Dallas; 
Brightman Distributing Co., St. 
Louis; 555 Incorporated, Little 
Rock; Appliances, Inc., Atlanta; 
Olympic of Alabama, Birmingham; 
The Sutcliffe Co., Inc., Louisville; 
Electric Sales & Appliances, Inc., 
Miami; and Spicola Appliance Com- 
pany, Inc., Tampa. 


Dewees Company 
ehanges address 

EFFECTIVE JANUARY 1, 1953, the 
entire offices and headquarters of 
the H. K. Dewees Co., manufactur- 
ers’ representative, in Atlanta, will 
move to 654 Hemphill Ave., N.W 
The Company’s new telephone num- 
ber will be EMerson 2753 

No change has been made in the 
staff assignments which include 
J. C. Armstrong, Tampa, Fla.; E. 
C. Newbill, Chattanooga, Tenn.; C. 
W. Miller, Charlotte, N. C.; and 
M. W. Ford, Atlanta 


Maleo Wholesalers new 
Westinghouse distributor 

THE APPOINTMENT of Malco 
Wholesalers, Inc., of Washington, 
D. C., as distributors of Westing- 
house fans, vacuum cleaners, floor 
polishers and electric bed coverings 
was announced recently by E. M. 
Binns, district manager. 

Malco, headed by A. Alperstein, 
covers on wholesale distribution 
Washington, part of Baltimore, 
Md., western Maryland, the state 
of Virginia as well as Army, Navy, 
Marine, Air Force and Coast Guard 
post exchanges in those areas as 
well as New Jersey and North Caro- 
lina. The Malco office is located at 
2154 — 24th Place N.E., Washington 
18, D. C. 
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Dealer meeting on TV 
(Continued from page 136) 
than 100,000 of the company’s dis- 
tributors, dealers, salesmen and in- 
vited guests, the largest in closed 

circuit theatre television history. 

In a joint statement today by 
Bendix Home Appliances Division, 
Aveo Manufacturing Corporation, 
and Teleconference Inc., of New 
York, the program distributing 
organization, it was announced that 
Bendix would make the first major 
use of the medium as a replacement 
for traditional dealer meetings 
which ordinarily are used to intro- 
duce products. Teleconference has 
arranged for the program to be 
carried throughout the country in 
theatres of United-Paramount The- 
atres, Inc., Warner’s, Loew’s, RKO, 
Fabian, and many others. 

“We feel that closed circuit tele- 
casting possesses unlimited oppor- 
tunities for presenting to the best 
possible advantage this great new 
appliance our dealers will have on 
their floors in a very few weeks,” 
Judson S. Sayre, Avco vice-presi- 
dent and general manager of Ben 
dix, said in his announcement. 

In addition, Mr. Sayre pointed 
out, that by use of closed circuit 
television, the company’s top team 
of salesmen could be used to pre- 
sent the company’s story in the 
most advantageous manner to al- 
most every dealer in the country 
in one meeting. 

The program, of one hour’s dura- 
tion, will originate in the Garrick 
Theatre, at Chicago, and will be 
carried by more than 10,000 miles 
of coaxial cable and micro wave 
relay to the various theatres. In 
some cities as many as 4,500 per- 
sons will be able to see the morn- 
ing presentation in a single theatre. 

Among the cities where the Ben- 
dix program will be televised will 
be: Albany, Atlanta, Buffalo, Char- 
lotte, Cincinnati, Cleveland, Colum- 
bus, Dayton, Detroit, Pittsburgh, 
Providence, Richmond, Toledo, 
Jacksonville, Baltimore, Boston, 
Philadelphia, Des Moines, St. Louis, 
Dallas, Birmingham, Houston, Mil- 
waukee, St. Paul, Kansas City, 
Memphis, New Orleans, Omaha, 
Gary, Indianapolis, Louisville, Den- 
ver, Phoenix, Salt Lake, Los An- 
geles, San Francisco, Seattle, and 





fe) iy 4 


TV INSTALLATION | 
ACCESSORIES 


SAFE...LONG LASTING 
.- + EASY TO INSTALL 


NATIONAL DISTRIBUTORS 
NIKOH LOK-FAST 
TELE-TUBE 
Jontz TV Installation Accessories give you MAST 
extra quality, greater economy. 


Made of highest 
quality electric 

All Jontz products are heavily zinc- plated weld steel tub 
with an additional chromate coating... six ing with heavy 
zinc galvanized 

times more weather protection than ordinary Spalten. as 
zinc-plating an ends for 





JONTZ 


Pioneers in the field APEX MOUNT, 
of TV Reception ny type of 


4-w 





MODEL 200 
“SUPER” KWICK CLIMB TOWER* 


Finest self-supporting 50-ft. tower available ate + -y oe 
Withstands wind loads up to 100 m.p.h 
assures maximum safety with no guy wires 


al + Fi 
Approved by one of the world’s leading lia- peak for 
bility insurance companies, when properly 


installed according to specifications. Con 


structed of highest quality rust-resistant 1-1n., fo * 
14 gauge tubular steel easy to erect, easy / 
to climb. Available in 10-ft. sections lc C c 
shipped complete with foundation mounting 
© ¢ 


asy 





Additional height up to 150 feet if required 


*Twelve men in photograph represent 2018 GUY RINGS 
' BY JONTZ 
pounds 
The answer to your 
Your inquiries will receive prompt attention guy ring needs. Handy 
ntz juy rings maey 


Don’t delay ... write us today! be wad wth ether 5 


~ choice of 51. D8. 
Fm 
Quauty NY. OW] | ECONOMY 


MANUFACTURED BY 


JONTZ MANUFACTURING CO. 


1101 East McKinley, Mishawaka, Indiana, Mishawaka 5-5178 


a” 


Portland, Ore. Southeastern Rep.: A. H. Patton, 710 Walton Bidg., Atlanta, Ga. 
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Yames aud Faces 





Edwin M. Crawford, Jr., has been 
appointed new territory manager of 
Northern Texas and the complete 
state of New Mexico for Cory Cor- 
poration, Chicago appliance manufac- 
turer, and its two divisions, Niero 
Steel Products Company and Fresh'nd- 
Aire Company. 

Mr. Crawford is presently in Chi- 
cago undergoing extensive training on 
the sales, manufacturing, and service 
aspects of all Cory, Nicro and 
Fresh’nd-Aire products. His head 
quarters will be in Dallas, Texas. 


Ray Muldoon has been appointed 
advertising production manager for 
Whirlpool Corp., it was announced re- 
cently by sales promotion and adver- 
tising manager, Jack D. Sparks. In 
his new position, Mr. Muldoon will 


Ray Muldoon 


work with the advertising and sales 
departments on distributor and dealer 
advertising and promotion, and will 
supervise and plan production on the 
advertising program. 

Joining Whirlpool in 1949 as as- 
sistant director of public relations, 
Mr. Muldoon later became director of 
publications and editor of the em- 
ployee publication. 


Advancement of Charles T. Lawson 
to the new post of vice-president of 
appliance distribution for Nash-Kel- 
vinator Corp. was announced’ by 
George W. Mason, president and 
chairman of the company recently. 

Mr. Lawson, who has been with 
Nash-Kelvinator since 1939, was, at 
the time of his promotion, vice-presi- 
dent in charge of sales. His advance- 
ment has been followed by the ap- 
pointment of D. A. Packard, Kelvi- 
nator household sales manager for 
the past five years, to the post of gen- 
eral sales manager of the Kelvinator 
Division. 


Mr. Lawson now assumes policy- 
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making responsibility for distribution 
of all appliances made as sold by the 
company, including the new home 
laundry products. He joined Kelvi- 
nator as household manager, and was 
made vice-president in 1943. He has 
been in the appliance field since 1919, 
and is a former president of NEMA. 


Mr. Packard assumes general sales 


responsibility for Kelvinator after 27 
years’ experience as a factory and 
field sales executive with leading com- 
panies in the appliance field. He 
joined Kelvinator 13 years ago as 
eastern sales 
sistant general manager four 
years later, and household sales man- 
ager in 1947. 


manager, became as- 


sales 


Walter Lederer, former advertising 
manager for Bendix Television and 
Radio has been named a district man- 
ager of Bendix. In making the formal 
announcement, A. E. Welch, assistant 
general manager of Bendix Television 
and Radio, explained that Mr. Lederer 
would handle factory-distributor- 
dealer relations in Maryland, Penn- 

Delaware, Virginia, West 
Virginia and the District of Columbia. 

Mr. Lederer has been with Bendix 
for seven years and for the past three 
years has served as advertising man- 
ager. His new headquarters will be 
at 7319 Knollwood Road, B: 

Md. 


sylvania, 


A. H. “Gabe” Patton 


A. H. “Gabe” Patton, Southeastern 
factory representative of the Inter- 
national Oil Burner Co., of St. Louis, 
Mo., recently was presented the com- 
pany’s leading the past 
season’s window fan sales. 

Mr. Patton is already leading in 
number of advance sales of window 
fans for the coming season, it was 
announced by T. L. Brown, vice-presi- 
dent of International 

* 

Appointment of two new factory 
representatives of the Holland-Reiger 
Division of Apex Rotarex Corp., 
Cleveland, Ohio, was announced re- 
cently by A. C. Scott, 
in charge of sales 

Direct factory representative in 
Oklahoma and Arkansas will be Hoyle 
H. Smith, 2616 N.W. 16th St., Okla- 
homa City 

Kansas and Nebraska will be han- 
dled by Don A. Bingham. 


Parade 


award for 


ce-president 





High gain antenna 

A NEW HIGH GAIN antenna, 
the “Big Jack,” has _ recently 
added to the line of antenna mo 
now being manufactured by the Kay- 
Townes Antenna Co., of Rome, Ga. 


The “Big Jack” 
a unique stacking 


vides additional 


was developed with 
ystem which pro- 
narrows the 
response lobes, 
to permit a neat, 
safe installation. It has been success- 
fully tested by 


horizontal and vertical 
yet is not too large 
technicians in several 

“BRB eighth 
model in the Kay-Townes line which 
includes: 


ig Jack” becomes he 
] 


conicals, broad band, broad 
band fan, twin driven V’s, twin driven 
conicals, and a broad band antenna 
for metropolitan use. Kay-Townes also 
manufacture a line of mounting acces- 
sories 
* 
Christmas lighting 


ACCORDING TO Miller Electric Co., of 
Pawtucket, R. I., creators and manu- 
facturers of Strip-o-lights, no skill is 
required to shape these ready-to-as- 
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semble flexible inter-locking strips 
into attractive star, tree, candle, or 
other designs or to frame any desired 
outline for Christmas decorations. 
Strip-o-lights may be  re-shaped 
from one design to another, and may 
be re-used and added to from year to 
year. Packed complete with bulbs, 
they are approved by the Under- 
writers Laboratories for outdoor use. 


* 
Crosley “Dynamic” radio 


THE NEW Crosley “Dynamic” radio, 
model E-10 is now in production and 
ready for retail delivery to Crosley 
dealers. This new Dynamic series 
will be available in four colors: white, 
blue, maroon and chartreuse. The set 
is somewhat larger than the original 
“Dynamic” and is attractively de- 
signed, highly styled in keeping with 
Crosley’s policy. 

The new Crosley “Dynamic” has 
four tubes plus one rectifier and two 
iron core I. F. transformers. It is 
6-°, inches high, 10-% inches wide, 
6-% inches in depth, and weighs five 
pounds. The “Dynamic” incorporates 
several outstanding features, such as 
drift free tuning, clear tone speaker, 
automatic volume control, built-in 
antenna, and is built for operation on 
ac or de current 








* 
Mitchell “Dyna-Heat™ 

THE ADDITION OF HEAT to room air 
conditioning has been announced by 
the Mitchell Manufacturing Co., of 
Chicago. 

According to the manufacturer, the 
new unit, a window type packaged 
room air conditioner, is designed not 
merely to serve as a cooling agent, but a 
to condition air no matter what the in 
outside temperature may be. The man- 
ufacturer views the air conditioner 
that both heats and cools as the solu- e 
tion to the problem of seasonal de- times when an uncommonly hot 
mand for air conditioners. summer season has depleted 

The new heating element, termed 


“Dyna-Heat,” is designed to give in y k retail stocks to an uncommon 
yna-Heat,’ is s a 2 - pas . 

stant heat, and is not affected by out- } e low... it's more than ever im- 
side temperatures. It provides supple- portant to select FASE O—the 
mentary heat, for taking the chill out 


leading line—the complete 
of a room before the heat has come up th ese eee line—the quality line—the 
pi rived tn spring and fall days when line that customers know is 
re een guaranteed for FIVE full years! 
e 
Portable refrigerator 


~y 
A NEW-TYPE smartly styled “port- See the NEW line in Chicago next month. Sa 
able” refrigerator, called the Servel . 


Electric Wonderbar, has been intro- 


duced to the market by Servel, Inc., Z ¢ , 
Evansville 20, Ind. 3) 
Designed as a modern-looking piece tee 

{ te P 


of furniture, the Wonderbar is offered 
in three standard finishes—mahogany, 
blonde, and white. It can also be sup- 


— FASCO \ndustries, Inc. 


The cabinet is constructed of plas- 
i y sed with or without- -_ — —EEE . . 
post Ah s tean oath cubic feet 203 AUGUSTA STREET, ROCHESTER 2, NEW YORK 
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of storage space, containing two ice 
cube trays, a shelf for food, and a 
removable plastic tray for snacks. The 
door opens down from the top and 
forms a shelf area. 

Wonderbar is designed to retail for 
$149.50, 


Hoover tank cleaner 


TO OVERCOME the difficulty of vac- 
uuming carpets with the long-cut pile 
or of long-looped cotton, the Hoover 
Company, North Canton, Ohio, is now 
introducing to dealers a new tank 
cleaner equipped with a suction regu 
lator. 

The suction regulator is a sliding 
valve, located in the “handle” end of 


the Veriflex hose. The regulator is 
also helpful in cleaning draperies. It 
is also being incorporated in the 
Hoover Deluxe Tank type cleaner, 
Mode! 51. 

An improved method of holding the 
disposable paper bag has been de- 
vised, and the cleaner is considerably 
larger than older models. 

The manufacturers expect an in- 
crease of 30 per cent in suction power 
and 25 per cent in cleaning effective- 
ness from the new cleaner. 


Auxiliary bathroom heating 


A FOLDER on automatic ard manual 
wall radiant Heetaires specially engi- 
neered for auxiliary bathroom heating 
has been published by and may be ob- 
tained from Markel Electric Products, 
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Inc., and LaSalle Products. Inc., Buf- 
falo, N. Y. 

Included in this bulletin are pic- 
tures and specifications of the 230 
series Built-in Wall Fan-Glo Heet- 
aires (infra-red rays plus fan-forced 
heated air) and the 240 series Built- 
In Wall Radiant Heetaires (infra-red 
radiant heat available). Both series 
are with either built-in thermostats 
or manual control; 230 series in watt- 
ages from 1250 to 1500—the 240 series 
in wattages from 1000 to 1500. 

The colorful folder contains, in ad- 
dition, a guide on choosing the cor- 
rect Heetaire for every purpose. 


a 
Apex cleaner 
THE EASY-TO-REMOVE canister lid is 
one of the features of the Apex Strato- 
Cleaner, introduced by the Apex Elec- 


trical Manufacturing Co., Cleveland, 
Ohio. Removal of the top with the 


right hand leaves the left hand free 
to take out the disposable dust bag. 

The Strato-Cleaner glides on a 
coaster with rubber wheels. Rubber 
bumpers on this optional accessory 
protect furniture. The coaster makes 
for easier round-the-room operation. 


Vacuum cleaner sales 
(Continued from page 141) 


it is a wonderful source of leads 
and sales. He keeps in continuous 
contact with all purchasing cus- 
tomers by doing all follow-up re- 
pair work on the bought machines, 
including the one-year free service 
guarantee. 

The Pates pursue their promo- 
tional and sales work night and 
day. Mr. Pate says that 60 per 
cent of his sales are made after 
5:30 in the afternoon when both 
husband and wife are at home and 
can give the sign-up deal their 
unanimous blessing. This means 
that many after-supper calls are 
made but it is by this readiness 
to meet the prospect at his own 


convenient time that he has been 
able to crack so much of Nash- 
ville’s buying power. 

Mrs. Pate keeps in contact with 
every hopeful lead by giving pros- 
pects her home phone number as 
well as store number. She uses a 
neat plan in getting each in- 
quirer’s home address. “At first, 
many people who inquired about 
our cleaners as a result of our 
promotion were slow about giving 
up their home ad- 
dresses for fear they would be 
hounded by a lot of worrisome 
high pressure salesmanship,” she 
explained. ‘Now I merely ask the 
prospect for her mailing address 
with no intimation that we will 
use it for anything but to send 
our literature. Then, if we find it 
advisable, a call will be made and 
she soon learns that we are not 
the kind of salesmen she thought 


names and 


we were.” 


The Pates are specialists 

Cain-Sloan’s sixth floor appli- 
ance shop is a spacious area with 
every variety of major and minor 
appliances. But every drop-in cus- 
tomer who is interested in any- 
thing besides a cleaner or sewing 
machine is sent to another sales- 
man. Mrs. Pate’s own display 
forms a little island right in the 
center of the shop. Sewing ma- 
chines and cleaners form the sides 
and a demonstration rug is in the 
center. 

She and Mr. Pate have shown 
that any national brand, reliable 
appliance that is needed by so 
many homes can be promoted into 
a profitable seller if enough steam 
is put behind it 

“Before we came here,” ex- 
plained Mrs. Pate, “Cain-Sloan 
had some hustling salesmen who 
turned over a lot of appliances 
them insisted that 
afford to waste 
time selling a 
priced cleaner when 


but most of 
they could not 
much of 
moderately 


their 


they could use the same time and 
effort selling a $300 refrigerator 

they could 
Consequently 


which 
make more money. 


or range on 
cleaner buyers stayed away in 
droves. We took a different view 
and believed we could make them 
move.” 

In this spirit the husband-and- 
wife team has proved its faith by 
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its works and the volume of 
cleaner sales is mounting with 
each year. 


Electric water systems 
(Continued from page 151) 


and they are free to our customers. 
But in addition to the good will 
secured by our very real interest 
in the farmers, 80 to 100 per cent 
of them are sold as a result of these 
meetings.” 


Repairs and servicing 

“We are one of the few desig- 
nated factory repair stations for 
one of our major brands of pumps,” 
Mr. Edmonds pointed out. “We re- 
pair for retail customers and whole- 
sale firms. And, of course, we guar- 
antee service for the full period 
recommended by the factory on all 
pumps that we sell. 

“In fact,” he added, “service is 
one of the mainstays of our busi- 
ness. We service everything that 
we sell. Our service manager, P. R. 
Stevens, is a very good man, com- 
petent and well-trained, and we take 
factory training every year. 

“To sell and service, I believe 
you must have a plan and then work 
it. Our: plan is to satisfy through 
good service and honest dealings 
and we work it that way. It seems 
to me that service is a must if any 
dealer is to survive.” 

When asked to summarize his 
market for pumps, Mr. Edmonds 
replied: “I can give you some un- 
usual ones in addition to those sold 
for regular usage on farms. We 
sell to many hunting and fishing 
camps which operate on a year- 
round basis in this section. Men 
look for comfort on their trips 
these days, demanding 
health and sanitation safeguards. 
All good camps have automatic 
water systems and we've sold our 
share. 


besides 


“Then we've sold lots of pumps 
to be rigged up on gas motors to 
pump water for cattle in remote 
pastures where no electricity is 
available. Last year I even sold one 
to be used on tractor take off power 
to pump water from the river into 
a barrel so that a negro landowner 
could irrigate his garden. He 
would drive the tractor down to the 
river, fill the barrel and then drive 
over the garden and sprinkle it. 
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t-Yarateel | 
wholesaler 


ay 


is 


You can't lose. Simply 
report unsold fan 
inventory to murray 
after season—for 
FULL CASH CREDIT. 
No inventory carry- 
over, no tie-up of 
capital. Report inventory 

and get your check G write tor free cotologve 


, 7 fan file ond prices 
by return mail. . 


“only murray * 
guarantees wholesaler | 
profits 


MuULlLaY 


wrany OF TERAS 


Ventilating & 
Window Fans 


H. C. BIGLIN COMPANY, INC. 
177 HARRIS ST., N.W. ATLANTA, GA. 





Those are just a few of the adap- 
tions we’ve made to fit customer 
needs. And we also sell pumps for 
air conditioning units.” 

To service adequately and meet 
all sales requirements, they keep a 
large stock of parts on hand, 
enough to rebuild 15 pumps and 
completely build two new ones. This 
large inventory paid off one time 
when both factory and distributor 
were completely sold out of pumps. 

“We had some commitments,” 
Mr. Edmonds said, “so we just took 
parts from stock, assembled the 
pumps and sold them under factory 
guarantee. That gave us pumps 
when no one else had them. It just 
confirmed my belief that with ex- 
perience, a little bit of imagination 
and plenty of know-how you ean 
service a customer quickly and cut 
his cost.” 


Pump sales add to volume 

When asked what per cent of 
store sales volume is credited to 
pump sales, he answered thought- 
fully, “Well, I'd say approximately 
10 to 15 per cent as direct sales, 
with an additional 15 to 20 per cent 
as the result of those sales, such 
as, bathroom and kitchen equip- 
ment, hot water heaters, water soft- 
eners, automatic washers and the 
like. Of course that doesn’t take 
into account the equipment sales to 
our dairy farm customers.” 

Appliance Sales, Inc., was opened 
in April, 1946, with W. M. Max- 
well, owner and operator. The 
building was small, 13 by 50 feet 
in area and stocked with refriger- 
ators, pumps and washing ma- 
chines. Mr. Edmonds, fresh out of 
the Air Force, joined the firm at 
that time as a salesman. The busi- 
ness was incorporated three years 
ago when he purchased a half in- 
terest. He acts as secretary-trea- 
surer and general manager. The 
present main workshop is 25 by 100 
feet in area, with two large well- 
stocked warehouses. Plans call for 
a modernizing program which in- 
cludes a new store front and air 
conditioning. 


Mr. Edmonds credits the steady 
growth of the ' 
Maxwell's 
leadership. 


business to Mr. 
patience, insight and 

“We are a young organization,” 
he sums up. “We have much to 
learn, and yet we have a great deal 


158 


to be thankful for. 
was built on faith. 
These traits distinguish a 
dealer. The community benefits, and 
believe me, the people are with you 
all the way.” 


This business 
honesty and 
soon 


Co-op TV advertising 


(Continued from page 149 


on each weekly program, but one, 
the winner, holds over for the 
finals. 

The program is televised every 
Thursday at nine o’clock p.m. If 
there are five Thursdays in a 
month, the run-off is televised on 
the fifth one, but if there are only 
four Thursdays, the first winne) 
is selected at an “off the air” con- 
test held in the studio. 


Inexpensive advertising 

“Cinderella Week-End’’ had 
achieved considerable popularity 
on radio before it was adapted for 
television. The TV version has 
been running in Jacksonville since 
the first of the year. It was first 
produced with the Crabtree Lum- 
ber Company, of Jacksonville, as 
sole sponsor, but later expanded 
in the 


As one sponsoring dealer puts it, 


group co-operative plan 
“It is not always easy to deter- 
mine specific results as with news- 
paper advertising, but the over-all 
advertising value, considering its 
low cost per store, is unquestion- 
ably, of great 


general publicity 


value. A_ retailer couldn’t buy 
much of any kind of printed ad- 
vertising for the small 
that this 
sponsor.” 

Directors of Station WMBR-TV 
for example, estimate that 


program has a minimum of 150,- 


amount 


program costs each 


each 


000 viewers, there being close to 
80,000 sets in the immediate Jack- 
sonville area alone. Thus the num- 
ber of potential customers reached 
is greater than the coverage of 
the largest newspaper in the area 

Sponsoring dealers have ni 
work to do in connection with the 
program, this all being done by 
staff. The 


when he 


the television station 


dealer’s job is done 
selects his contestants. In front 
of each contestant is a placard 
giving the name of the retailer 
whom the contestant 
this is kept in view of the 


represents, 
tele- 


vision audience while the quiz is 
going on. There are two commer- 
cials during the program, totaling 
three and a half minutes. During 
one of these a piece of household 
equipment is shown and explained 
and in another the names of all 
of the participating dealers are 
announced, and these names are 
also shown on the TV screen. 


Every contestant is a winner 


Each month’s final winner not 
only receives the free trip to New 
York, but a number of other valu- 
able prizes which are donated by 
national advertisers or local mer- 
other 


chants than the sponsors 


These priz vary, but have in- 


cluded such things as wrist 


watches, strings of pearls, per- 
sonalized stationary, clothing and 
other items. The TV 


value of the 


station esti 
mates that total 
including the 


ins to about 500 


awards, 
New York trip, r 
Weekly 


losers, 


monthly 


contestants, even the 


receive from $50 to $200 
in prizes. 

Neither the TV stations nor the 
sponsoring dealers have anything 
to do with the New York arrange- 
ments, Which are handled by an 
organization known as VIP, which 
It sells 
a “package deal” 


specializes in such things 
the T\ 
which includes questions and an- 


station 


swers for the program, New York 
hotel reservations, meals at well- 
known restaurants, a trip to the 
top of the Empire State Building, 
a sightseeing bus tour, and a 
dancing lesson at a famous studio. 
Even though all of the contestants 
cannot possibly win the trip, no- 
body really loses. In addition to 
the smaller prizes which go to 


each winner, each woman con- 
testant wears an orchid donated 
by a Jacksonville 

Sponsoring dealers are generally 
results of this 


TV program, which now has run 


florist. 
pleased with the 
long enough to cause a lot of talk 


One of the 
important advertising by-products 


in their communities 


successful con- 
back home after 
Said a dealer in 
“When 


one of the winners and her husband 


oecurs when a 


estant comes 
winning a trip 


one of the smaller towns: 


came back to town, they were so 
pleased with the whole affair that 
they talked about it to all of their 
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friends and neighbors and became 
our best advertisers. And they 
were interviewed by the local 
newspaper—free advertising that 
really helped a lot.” 


Rosy conditions 

(Continued from page 145) 

“Your business can’t have a posi- 
tive attitude unless you define such 
an attitude. You might want to 
grow and keep on growing; you 
may merely want to continually in- 
crease the calibre of the service to 
your customer; you May want to 
make your company the best to work 
for in your community; you may 
want to share your experience with 
others through civic endeavor; you 
may want to do all, but really try- 
ing te do one or more will broaden 
your stature and add impetus to 
your success susinesses with 
healthy philosophy very seldom go " * 
ne | Quality and Reputation 

Price said that three good busi- e 
ness practices that should be fol- 
lowed by all dealers who don’t want > 1] > « t nie t 
to go broke are planning, program- se S a Nn en n as oo! 
ming, and following through. On 


follow-through, he advised : Many motor cars look the same, but there's a 


difference and there's a difference in TV 
antennas too! Be sure of sales . . 
tenna folks know for quality they use in 
| out of every 6 installations . the Radion 
Metropolitan! It’s the original indoor antenna 
and still the best seller. 


“Get pepped up, generate en- 
thusiasm. That’s why you are get- 
‘ ; ey sae . use the an- 
ting paid, whether you know it or 
not. I am short on brains, but 
never let it be said that I am not in 
there driving! 

A concluding feature of the pro- 


gram was a discussion of NARDA 
and its accomplishments by A. W. 
Bernsohn, national director, with 
headquarters in Chicago. 


Because Radion is built better, easiest to install, 
simplest for customer to operate, Radion saves 
your profits. Deliveryman or customer installs 
it... service calls are minimized. Customers are 


pleased because Radion does the job . . . and 


Sectiee contnals keeps TV set price low. 


Sell quality and you sell satisfaction . . . specify 
Radion, best selling because it’s best! 


(Continued from page 148) 
harder to make in the afternoon. 
Get him to make his first interview 
at 9:15, and he will get ten calls in 
that morning. But this is the time 
when he is on the ball, when he is 
right, when he is at his best. If 





Radion’s New Lightning Arrester Fits 
All Twin Leads, Mounts Anywhere 


Now, one arrester is all you need carry! _. 
Phenolic model at $1 list; deluxe Por- 
celain is $1.50 list. Counter-packaged 
low-priced to give you volume sales! 


vou have had a good sales meeting, 
that is when he is most effective. 
Next, and a lot of people think 
this is superfluous, “Report in at 
five o’clock each day.” I find that 
the closer we are to our salesmen, 
the more effective they are. We 





SEND TODAY 
cannot lose contact with a man, and FOR RABION PROFIT PLANS 
know he is in tune with us if he 
phones in at five p. m. and says, “I 
have an appointment. Is it all 
right if I don’t come in?” We say, 


Represented in the South by: Floyd Fausett & Son, Atlanta, Ga 


THE RADION CORPORATION 
1130 W. Wisconsin Ave. * Chicago 14 
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SELL 


HEALTH and COMFORT 





NEW 


Wesix-Ionix Wiredheat means 
better profits for you this 
heating season. 


Wesix-lonix Wiredheat destroys air- 
borne bacteria, incinerates dust and 
pollen particles...actually freshens stale 
air by absorbing the positive charges 
common in urban air. Wesix-Ionix 
brings to the home balanced “Ion 
Rectified ‘air like that found in famous 
resorts, better health for the whole 
family. 


Available built-in to both Wesix Wall 
Furnaces and automatic portable heat 
ers, the new, patented Ionix feature 
costs nothing extra to operate, needs 


no Maintenance or adjustment 


Write your nearest 
Wesix office for 
complete information 
and promotional 
material. 


WESIX ELECTRIC HEATER CO. 
celer. a A! 
390 FIRST ST + SAN FRANCISCO, CALIF 


LOS ANGELES + PORTLAND 
SEATTLE *« HUNTSVILLE, ALA 





“Don’t make appointments. We 
want to see you, see what you look 
like and how you feel. Do you want 
tocry? We are ready to listen. If 
you want to sing, we will dance 
with you.” Whatever the situation 
is, do it, and make him come in. 
You can’t find things out unless you 
have contact with the man. 

The next thing is “Keener atten- 
tion to floor traffic.” That means, 
be up at the front door; don’t make 
anybody say “front” to you. If you 
are on the floor, see that there isn’t 
a speck of dust on the refrigerator. 

Ten, “Stop calling on washed-up 
prospects.” Old-timers have that 
definite fault. For instance, you 
will have a man that has been in 
the business for a long time, and he 
has gotten to the point where it is 
difficult to inspire him. He will find, 
every day, reasons for calling back 
on prospects three or four times. 
Statistically, if on your first call, 
you are rated one hundred per cent, 
the second call is fifty per cent, and 
the third is only ten, and from then 
on, give it to your competitors. 

I have found men in slumps and 
have proven, without a doubt, that 
they are in the slump because they 
are calling on washed-up prospects. 

Have you ever been asked by a 
salesman, “Who gets the prospects 
around here?” You know what we 
say? “The man who follows up on 
them promptly. We have no equal 
distribution. A man earns his right 
in the prospect line. If we give you 
a prospect and we check back the 
next morning and find you didn’t 
make the call, you won’t get an- 
other one for a week.” 

That is the way we have to im- 
press on them the necessity for 
prompt follow-ups. I don’t know 
about your neck of the woods, but I 
know they won’t wait for us. 
want to buy right then. They have 
been waiting for months and years, 
but all of a sudden they make up 
their minds. 
a tip. 


They 


Somebody gives you 
They don’t want you tomor- 
row; they want you right then 
This is a thing that I think is one 
of the greatest sins we tolerate in 
the business. 

Twelve on the list is getting co- 
operation on information on credit 
reports. We call it, “Co-operation 

give the girls a break.” We in- 
sist that they do their part. When 
a guy keeps showing up in the of- 


five who can’t add, we tell his sales 
manager, “Check behind him.” 

The last one, and I feel about as 
ashamed to tell this part of it as 
anything I know of, is “When you 
can’t get it any other way and you 
are determined to make your quota, 
canvass.” I don’t have it on our 
salesman’s report form, and I found 
out I didn’t set the pace. I found 
out that my boys are canvassing, 
canvassing without any pressure 
from me. They want to make their 
They 
have gone back to digging up busi- 
ness the hard way. 

I couldn’t make them canvass, 
but I could make them want to can- 


Vass. 


quotas, and so they canvass. 


So that has become a part 
of our job. It is part of our sales 
control of salesmen. 

These are some of the controls 
that we have found to be helpful. 
They have helped us grow, and 
have made money for us. I urge 
every dealer to chart the future of 
your business, because if you don’t 
know 
doesn’t 


where you are going, it 


matter much where you 
have been. 


Getting your customers 
Continued from page 143) 
showing their dishwashers to pros 
pects we brought to their humes.” 

Even though the salesman some- 
times brings a complete strange) 
to the customer, the customer is 
given her glassware award if the 
prospect buys 

Muse said that individually writ- 
ten letters to their list of dish- 
washer customers are better than 
a sales letter produced by mechani 
cal means, such as the multigraph 
The letters are dictated and typed 
and made as personal as possible 

‘The time may come when we'll 
use multigraphed letters. In fact, 
we are so enthusiastic about the 
electric dishwasher as a potential 
volume item that we expect, even- 
tually, to have so many names in 
our customer list that we shall 
have to use multigraphed letters.” 

Muse advises any dealer who 
wants to sell dishwashers to set up 
a good service department. 

“We can’t make the dishwasher 
popular without the best service 
Adjustments have to be perfect for 
efficient operation. The dishwashe1 
must be installed properly, and 
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then it must be serviced efficienly 
and fast when the need arises. 


Servicing is vital 

“In our store we give calls for 
dishwasher service priority over 
all others. Usually, the service is 
simple. The main service adjust- 
ments are on switches and controls. 
When this adjustment is needed, 
we want the customer to have it 
without delay. 

“Women expect a lot from their 
dishwashers—an abundance of lux- 
ury and smooth operation. We feel 
that, for the sake of future large 
volume which we anticipate, we 
must keep our users enthusiastic 
about our service as well as the 
dishwasher they bought from us. 
They tell their friends about our 
fast service calls.” 

The mechanic who services dish- 
washers is O. M. Stevenson, highly 
skilled in his trade. He has been 
in the dealer’s repair shop for six 
years. He installs the dishwashers, 
and makes call-backs until the cus- 
tomer thoroughly understands the 
operation. 

Customers for dishwashers are 
people who have bought homes in 
the average price range, or above. 
But Muse feels that the time is not 
too far distant when the smaller 
home owner will be in the market. 

“The dishwasher still needs pro- 
motion.”” Muse pointed to the two 
in his store—one at the front, the 
other a part of an _ attractive 
kitchen display. “‘We feel that our 
customers need a little educating 
about this useful appliance, and 
we're trying to give them the in- 
formation that will eventually lead 
to sales.” 

When the ELECTRICAL SouTu 
correspondent was in the store, 
Muse was preparing to ready the 
store for Christmas sales. He said 
he would display the glassware to 
be given to customers for tips, in 
the window as well as in the store. 


Personal contact is important 

“We're working on some unfin- 
ished plans to include glassware 
with dishwasher sales, or to get 
women into the store for their first 
look at a dishwasher. Personal con- 
tact counts heavily in the sale of 
dishwashers. The dishwasher is 
seldom an _ over-the-counter sale. 
We have to awaken interest and 
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Remington's new models — with new 
beauty, new mechanical improvements, 
new operating advantages — will be 


presented soon. 


1952 


Founded 1872 


Reprinted from 
Electrical Merchandising 
August, 1952 


to get ready for the biggest year ever in 
room air conditioning... to get set right 
with Remington, the most complete, most 


dependable line you can handle 


ows the time 


to find out about Remington's new pro- 
motion programs, both national and local 
...to hear the benefits of the Remingtor 
Franchise, with new merchandising help 


and new tools to make profitable sales easy 


ws the time 


to make sure you will have the beautiful 
new Remington Room Air Conditioners 
to sell. See your local Remington dis- 


tributor, or write us today. 


AIR CONDITIONING DIVISION 
95-1 Willey Street, Auburn, N. Y. 








This ad is one of a series telling indus- 
trial and commercial Management the 
story of Coolair Breeze Conditioning 


——_—_—_—_» 


etween 
These Two 


is the solution to your plant 


and office cooling problems! 


If your ideas of adequate plant and 
office cooling are spending a lot of money 
on equipment and installation—forget 
them! With Coolair Breeze Condition 
ing, you can have comfortable working 
areas—no matter where you are—no 
matter how hot the weather! First cost 
is low Installation at a minimum 
Operation and upkeep negligible. No 
water required! 


The Coolair Line is Complete — from 
window fans to the 9 
above Spring-mounted units for mouse 
quiet operation where required. Your 
Coolair representative will be glad to 
plan the installation with the capacity 


giant shown 


to provide you with cooling breezes 
where and when you want them 


Low-Cost Cooling? You'll be surprised 
how little Coolair Breeze Conditioning 
costs' Write TODAY for complete in 
formation and the name of your local 
Coolair representative. American Cool 


Jacksonville 3, Fla 


air Corporation, 


The complete line of Coolair 
Breeze Conditioning Fans includes 
mouse- quiet, spring- mounted mod 
els for cooling apartments, homes, 
offices, schools, churches, etc 
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then let the prospect see the ma- 
chine in action.” 

The store maintains two attrac- 
tive trucks, a black one for sales, a 
white one for service, both lettered 
neatly and kept in good condition. 

A neat service truck is good psy- 
chology, Mr. Muse believes. 

“A customer having her dish- 
washer serviced would rather have 
an attractive truck in front of her 
house than a shabby one. The 
neighbors see the truck, 
are the same neighbors who have 
seen the 


too. They 


owner demonstrate her 
dishwasher in her kitchen 

“It all adds up to turning 
customers into salesmen for us.” 


Clothes dryer sales 


(Continued from page 142) 


much importance. You must bear 
in mind that these percentages rep- 
resent one of the world’s largest 
manufacturers of home laundry 
equipment. Should plans go through 
as they are now scheduled, and 
there is no reason to believe that 
they will not do so, the automatic 
clothes dryer in 1953 will represent 
18.9 per cent of our anticipated 
sales volume. 

There are many dealers who have 
been delaying any promotion, any 
activity, because they feel “We can 
get on the bandwagon later on.” 
The fact is that the bandwagon 
right now is going down the street 
and it is a good parade. Your prob- 
lem will be—are you too late right 
now? 

There are some factors which the 
dealer must know in order to sell 
clothes dryers intelligently. There 
are certain strong trends develop- 
ing that should be recognized. 

The dryer should not be con- 
sidered a luxury item. To prove 
that, we have a survey which defi- 
nitely shows the type of home, or 

which the 
This survey 


the economic level, in 
dryer is being sold. 

was made and completed last year. 
In discussing the value of these 
homes we are not discussing pre- 
war prices but market values at un- 
doubtedly the highest value, market- 
1.4: per- 
cent of the dryers were installed in 
homes valued under $4,000. 10.7 


wise, ever placed on homes 


per cent were installed in homes 
valued between $4,000 and $6,000. 


Combining these two markets, you 


have 12.1 per cent of the dryers 
actually sold to homes that were 
valued under $6,000. Any time you 
have 12.1 per cent of a market at 
that low an economic level you can- 
not say that the product is a luxury 
product. 23.7 per cent of the dryers 
were installed in homes valued at 
$10,000. Taking that group in with 
the first and second groups, you 
have 35.8 per cent of the dryers 
sold to homes valued under $10,000. 

There has been a lot of conversa- 








“WRIST ACTION’ CORD SET 


Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, 95% 
of all cord 
troubles. Exclu- 
sive, patented de- 
sign. A_ proven 
seller. Attractive 
display card free. 


RANGE CONNECTORS 


Finest quality cord and recepte- 
cles, including new flush 
receptacle. Underwriter's 
proved. 220 volt, 

Eliminates costly electricai work 
in connecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 


PLANO |, ILLINOIS 


Southeast Rep Southwest Rep 
H. K. Dewees Co M. C. Huie Co 
Walton Bidg.,Atlanta,Ga Thomas Bidg., Dallas, Tex 








WANTED 
Kitchen Ventilators 
Manufacturers Representatives 


t of our new type 
entilators for 
old estab! 
kitcher 
representa 

territories 
rent will be made 
with a following, 
yughly acquainted with 

il Distributor 

full details in first letter. All 
nfidential. Box 682 lectrical 
» Peachtree St. N.E., Atlanta 
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“BIG JACK 


THE WORLD'S MOST 
POWERFUL ALL CHAN- 
NEL 2-13 ANTENNA. The 
"Big Jack" was designed to 
perform in the deep fringe 
area and is finding its home 


on roof tops where station 


cut Yagis previously had to be used. 


Only one lead-in wire is required and no 


complicated 


are needed. 


switching arrangements 








Box 586 


* Oak dowel pins and crimp- 
ed ends relieve metal fa- 
tigue due to vibration. 


* Partially assembled for 
easy installation. 


* Cast aluminum Mast 
Clamp. 


% Aluminum Cross Arm. 


% Our UHF attachment pro- 
vides all channel reception 
on channels 2 to 83. 


KAY-TOWNES ANTENNA CO. 


Rome 1, Ga. 





tion about the low economic level 
type of homes in which television 
sets were installed. I think that we 
have set a better record than tele- 
vision, because what type of home 
ean you buy for $4,000 or $6,000 
today? A $10,000 home is. still 
very definitely a_ so-called low- 
priced home today. 29.1 per cent of 
the dryers were sold in homes 
valued between $10,000 and $15,000, 
17.1 per cent in homes valued be- 
tween $15,000 and $25,000, and the 
balance in higher priced houses. 

There is another very important 
trend which the dealer should know. 
Before I mention this trend I want 
to emphasize one point. This is not 
a sales pitch for the manufacturers 
who make the combination washer 
and dryer. Nor is it meant as a 
slam against those dryer manufac- 
turers who only manufacture the 
single unit. There are many dryers 
sold to people who already have an 
automatic washer with which the 
dryer cannot be matched. There 
are also many dryers sold to people 
who have wringer washers, and so 
far as I know there is no dryer on 
the market today that matches a 
wringer washer However, the trend 
towards the purchase of matching 
washers and dryers is very impor- 
tant and represents a large percent- 
age of dryer sales. 

Because of the invention and 
general acceptance of the non-bolt- 
down automatic washer, the base- 
ment laundry room is disappearing. 


Last year 52 per cent of all laundry 
equipment was installed either on 
the first or second floor. This in- 
cluded many of the slab-type houses 
for which there are no basements 
The important item is that 18 per 
cent of the people did have base- 
ments and stil) preferred to install 
laundry equipment on either the 
first or second floor. Over two per 
cent actually did go on the second 
floor. If you will think about it for 
a minute you will realize the advis 
ability of having laundry 
ment installed on the second floor 


equip 
In our opinion, you must hi: 

or display, or have access 
automatic washer. Should 

care to go into the actual selling of 
it yourself, it would be easy for 
you to make an arrangement with 
some appliance dealer to borrow the 
matching automatic so that 
The Ameri- 
can Gas Association very definitely 


you can 


display the twin units 


and strongly recommend that in dis- 
playing the dryer, the counterpart, 
the matching automatic washer, be 
displayed. 

We made a survey to see how 
effective advertising was on twin 
units, and we made a find which we 
believe will shock the gas appliance 
dealer as much as it did us. We 
used the American Family Panel 
and we used four panels in order 
to include a considerable number 
of women. 8&4 per cent of the 
women thought that you could only 
buy a matching washer and dryer 
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They did not 
know it was possible to do so with 


in electric models! 


a gas dryer 

Selling the dryer will help sel 
other appliances. Women like the 
dryer, first of all, because it is a 
labor-saving appliance. If you sell 
an automatic range, don’t you sell 
a labor-saving device? 

Another reason for the drver is 
Don't 


you sell time saving when you sell 


the fact that it saves time 
other appliances? Another sales 
reason for the dryer is economy 
economy in clothing budgets, and 
the fact that clothes last longer and 
look brighter. You definitely talk 
economy when vou sell other major 
appliances such as home freezers, 
etc. Consequently, when you sell 
your prospect on the wisdom of 
buying a dryer for labor-saving, 
time-saving, and economy reasons 


you are only a step away from sell- 


ing some other major appliance that 
will do the same for them 

By the end of this year there 
will be approximately 32 
facturers in the business 


manu 
thirty 
two manufacturers who will do 
national advertising, 32 manufac 
turers who wil] have local, either 
key city or co-operative, advertis- 
ing on the dryer. 
52 manufacturers spending hun- 
dreds of thousands of dollars to 


In other words, 


pre-sell your customers on the value 
of the automatic clothes dryer. You 
can’t afford not to come up on the 
bandwagon. 
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* 
NOW...one model for bath horizontal 
| N D | > >, 4 and vertical discharge installations 


THE NEW 1953 


Perfect Line Mfg. Co Strong, Carll 
Perfectlite Company, The 2 Sullivan, W. E., Jr 
Perry, J. J., Jr 3 Sundre & Wood, Inc 
Peterson & Lowe 116 Superior Insulating Tape C« 
Picker, F. C. .. 8, 3 Sylvania Electric Prod., Inc 
Plastic Wire & Cable Corp 
Plymouth Rubber Company, 

Inc 
Pollock, R. H i See 
Prag, Elmer l T 
Pressteel Company 
Progress Mfg. Co 
Pryne-Rittenhouse 


Tennessee Coal & Iron 
U. S. Steel Company.14 and 1 


Thepitt Mfg. C¢ 1s 
Thomas & Betts Co., In 
Thompson, Walter 
Thor Corp 38 3 
1°) Thorsell ps 
Tindal o 
Quaker City Electric Mfg Titeflex 
Ce 113 and 117 
Tola Sales Co 
Tomic Sales and Engineer 
Co 
R Trade-Wind Motorfans, In 
Trask, D. L. . 
Radion Corp., The , li Triangle Conduit & Cable 
Raley, Lee : Co., Inc. . 8 and § 
Ramond Co., Chas. K Trimble Co., Inc., C. R 5 
Ranson, Wallace & Ci 133 Trumbull Division, General 
Rattan Mfg. Co 23 Electric Ce 
Reed Unit ns, In ; Turner, Will 


Remingtor ir Cc oO Tuttle and Kift, Inc 


Paul V 13: The Reed RVU Attic Fan installed in its vertical 
Sener > ll lemeal ee air discharge position. Fan simply rests on sup 
0, J.R g 7 portiny lips uttached to rafters 


J 
e & Co 
»bbins & Myers, Inc 
tobertson, Elgin B 
tobinson, W. A 
sison, C, 1 
ves & Co., 
lowers. C 
Van Cleef Bros., lr 
Victor Insulators, Inc 
Viking Air Conditior 
Corp 
Vila Royal L 


Itussell & § 
tutherford & Per WwW The Reed RVU Attic Fan installed in its hori 


otal ule a pa : : 
Wakefield : ; a zontal air discharge position. Fan is enclosed in 





F. W cond Cove pre-fabricated Attic Suction Chamber, entire as 
S Walker Ek ; 1 sh] - nf ' talled ft 
Walter, F. P. .. Seco ‘over sembly rests on platiorm instalied over ratters 

Sanford, J. S 131 Ward Co., Chas. L 
Schisler, D. A Second Cover Ward, L. R ia 1 
Schneeloch, Ralph H Ware Fuse Corp one 95 
Schneider, David D 5 Watts, Sam A 
Scholle, G, A Vellbacher, Av J SPECIFICATIONS 
Schoola a Ss. T 0 Cc Wells, Gordon ; l jn 
Seidenglanz & C 30 Wesix Electric Heater Co. .. for new 1953 Reed RVU Attic Fan 
Sharley, E ; Westinghouse Electric Cor 
ean tiares Co ‘ Sor ogee “ che 5 ASHVE Frame Dimens Fon 
one arc Oo estingnh 1S¢ eiectrik or 
Sheehan & Assoc., J. D = (Lamp Division) Cat. No CFM Motor Width Length Height 
Sherrill, Paul . ‘ 105 Westinghouse Electric Co RVU-24 5,000 \4 HP 32” 32” 18%" 
Signal Electric Mfg. Co ° (Transformers ) swawe a 2 “we 
Simmer, F. H. .. ° coe kk® Wheeler Reflector Co RVU-30 6,900 4 HP 36 36 18% 
Simplex Wire & Cable Co 42 Whelan Company, L. E RVU-36 9,750 ‘sy HP 42” 42” 18\ 
Smith, Robt. P. .. * 99 White Products Co . . 
Smitheraft Lighting Division * White, C. O 1 RVU-42 11,700 2 HP 48 48 18' 
Snoots, Wayne 44, 100, 109 Whitman, Marshall L RVU-42X 14,250 > HP 48 48 20” 
Sommerlath & Assoc., E. G., Second Cover, 76C, ; 

Jr os — Wiecand Co., Edwin L 133 RVU-48 18,600 % HP 54 54 21 
Southern Agencies na Winkler, B. L 38, 39, 
Southern Electrical Corp Wiremold Company, The 
Southland Sales Agents 45 Wood & Anderson 
Southwest Sales & Service 5 odyard, Charles L ° 
Southwire, Inc sweeeses 
Sperti Faraday, Inc 1 FOR FURTHER 
Square D Co... Third Cover 
Sta-Brite Fluorescent Mfg Y DETAILED 

CA. . ° . 
Stadnvk, Ste 
er ne Ww ws ‘ Youngstown Sheet & Tube 75 INFORMATION 
Stanlev Electric Mfg. Co 2 : UNIT-FANS INC. 
State Stove and Manufactur- WRITE: , 


ine Co 


Steel City Elec. Co 28 Z 1001 St. Charles Ave., New Orleans, U.S.A. 


Stockdale Co., S.C 
Stone, Carson 23 Zenith Radio Corp 
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Another State Stove Exclusive! 
TWO YEAR GUARANTEE ON ELEMENTS AND THERMOSTATS 


When you offer your customers 
a 5 year warranty plus an 
optional 10-year Protection 
Policy with every State Electric 
Water Heater... When you 
add the exceptional 2-year 
guarantee on elements and 
thermostats... When you bring 
out the eleven other features 
that make State the fastest 
and most profitable water 
heater you can sell... . Mister, when you can offer all 


that, you've sold another water heater. 


For the full story of State’s twelve 
points for profits and a complete 


, catalog, write or wire — 
ee” STATE STOVE & MANUFACTURING COMPANY 


509 25th Avenue, North, Nashville, Tennessee 

















CONTINENTAL 
The symbol of 


QUALITY ona PERFORMANCE | | Seem GLASSHEAT 


PANELS— 
for home, office, 
or motel 


For contractor or deal- 
. er information § write: 


Dixie Radiant 
Glassheat Co. 


Surface Panel 72 — 11 St., N.E. 
(Simply screwed to wall) Atlanta, Ga. 











in convenient lengths, on smart metal spools 
for fast and profitable “footage” business r a a . ° e 
...well known to your trade as the choice of WANVTED-For Publication 
leading manufacturers...also U-L approved ; 
Cord Sets that put an end to CORDelirium. Interesting accounts of successful promotions con- 
ducted by electrical appliance retailers for publica- 
tion in Electrical South. Sales managers are invited 
For exacting uses requiring special re- to submit articles and photos of successful events. 
sistance to oll, heat and light, ovr SO No special form necessary: just give complete details 
and SJO cords are supplied with Neo- in a letter and our editorial staff will put material 
prene jackets... both 40% and 60% into shape for publication. Payment made for all 
material published. Address all items and inquiries 
to the Editor. 


CORNISH WIRE CO., inc. ELECTRICAL SOUTH 


50 Church Street, New York 2 N. Y. 806 Peachtree St... NE Atlanta 5. Ga. 
L. MORRIS LANDERS CO., 624 Spring St., N.W., Atlanta, Ga. 
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DISPLAYS HELP SELL MERCHANDISE— Here is the attractive, modern sales room of th 
McClain Distributing Company. Dealers, too, can set up hard-selling displays with the aid of 


the complete CommMerctaL CRepIt Pian, which offers both wholesale and retail financing on 
all types of appliances . . . enabling dealers to carry on high volume operations without tying 
up needed working capital. 


GET FULL INFORMATION 


tributor, or contact your nearest 
Crevir other . ask for a free cop 
and Sell with Sound Finaneit 

ing pamphlet that gives detail 
CommerciaL Creprr PLAN can help 


your sales and profit Phere i 





More appliance 
dealers use 


Commercial Credit 
financing 
than any other 


with Mr. George Ray. Jr.. Secretarv-Treasurer, savs “ComwerciaL Crepit’s advice to the national plan 


tailer on financing and management helps the dealer 


likes Commerciat Crepit’s collection service, and the resultant low credit loss 


ADVICE FROM COMMERCIAL CREDIT HELPS DEALERS — Mr. Enloe MeClain, le 
President of MeClain Distributing Co., Charlotte, N.C. ig a 


. shown here cheeks 


. and indirectly helps our s 





COMMERCIAL CREDIT CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore . . . Capital and Surplus 


over $125,000,000 ... offices in principal cities of the United States and Canada. 














Soon it can be told... the big news 
Westinghouse retailers have been wait- 
ing for. 

All ready to be unwrapped is an ap- 
pliance program that’s going to rock 
competition on its heels. If that sounds 
like a tall promise just recall how 
Westinghouse scooped the field with 
its “Blessed Event’? promotion, its 
“Political Telecasts”, its “Bing Bong” 


Hold Everything... 
Including Your Plans! 


THE WESTINGHOUSE 
1953 SALES TRUNK 
IS ALL PACKED AND 
ON ITS WAY! 


and other hot ideas. 

We're not even going to hint at 
what’s in store next year. That would 
spoil the surprise. 

All we ask is that every Westing- 
house retailer and his sales people be 
on hand when our cross-country sales 
troupe stops off at the nearest city on 
accompanying itinerary. First meetings 
start the middle of January. 


Westinghouse Electric Corporation ¢ Electric Appliance Division ¢ Mansfield, Ohio 


you CAN BE SURE..1F ws Westinghouse 


a> - 
2 ¢. Yi | e3 
ee” —— 


Here’s the Itinerary! 


CLEVELAND 
DETROIT 
CHICAGO 
MILWAUKEE 
ST. PAUL 
KANSAS CITY 
ST. LOUIS 
INDIANAPOLIS 
CINCINNATI 
LOUISVILLE 
CHARLOTTE 
DAYTONA BEACH 
ATLANTA 
BIRMINGHAM 
NEW ORLEANS 
HOUSTON 
DALLAS 

TULSA 


MEMPHIS 

NEW YORK 
BOSTON 
SYRACUSE 
BUFFALO 
PITTSBURGH 
PHILADELPHIA 
HERSHEY 
WASHINGTON 
SPOKANE 
RICHMOND 
ROANOKE 

DES MOINES 
DENVER 

SALT LAKE CITY 
SEATTLE 
PORTLAND 

SAN FRANCISCO 


LOS ANGELES 


se) (2) 
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X10 


AS 


1 to 32 Circuits 


Only six devices form the basic 


AO \ine in general purpose enclosures 


Main Breakers 

For the first time! Load centers 
with main breakers for 1 phase, 3 wire 
or 3 phase, 4 wire devices 


1 Phase, 3 Wire 3 Phase, 4 Wire 


To meet modern trends in distribution 
Both raintight and general purpose. 


Raintight 

All enclosures are Underwriters 
approved. Available with or without 
provision for the popular interchange- 


able hubs. 


“Plus” Applications 


The XO solves spec 
switched neutral an 
problems—i= many cas 
ard components. 


Plug-in Units have 
ALL the Features... 


) Quick-Make, Quvick-Break op- 
eration at no extra cost. 
2. Ambient Compensation ends 
nuisance tripping. No extra cost. 
3. Thermal-Magnetic— co , 
two-way PT ; 
moderate an Off-the-Shelf Delivery 
4. Non-Interch Just 3 components simplify selling and 
v t , 0 stocking Box with interior cover, ana plug- 
, ) 2s sacked in cat 
stituted for 15 4 highest quality, 
breakers. Discourages tam delivery 


K YOUR ELECTRICAL pisTRIBUTOR FOR SQUARE D provucts 


SQUARE [) COMPANY 








NOW 480Y /277-Volt Lighting 


Approved for Schools, Stores, Office Buildings 
teases al 


Save dollars and copper with higher voltage. 
Have safety and convenience with G-E 
remote control switching. 


A new amendment to the National Electrical Code extends 
the use of 480Y/277-volt distribution to include supplying 
ballasts of fluorescent fixtures in large schools. office build 
ings, stores. This means that the economies of higher voltage 


for lighting are no longer limited to industrial uses. 


For example 


In many larger buildings. power at 480 volts. 3-phase. is 
already used to operate heating and air conditioning systems 
and other heavy-duty electrical equipment. In a “Y™ con 
nected system, the phase to neutral voltage is 277 volts which 
ean be used efficiently with standard fluorescent lighting fix 
tures. Original installation costs for a 480Y/277-volt lighting 
system can be as much as 40°; Jess than a comparable 120 


volt system—-copper needs can be cut up to 50°. 


G-E Remote Control for Switching 


The G-E remote-control, low-voltage wiring system elimi 
nates the higher voltage at the wall switch. The remote 
control switch requires only 24 volts. The switch actuates a 
relay which can be installed in any convenient location. The 


relay does the actual ON-OFF switching of the higher voltage 


Investigate 480Y/277-volt distribution 


Higher-voltage fluorescent lighting can mean big savings for 


many of your clients. For a copy of General Electric’s Remote 


An Extra Feature of G-F remote-control 
wiring is that you can have master selector 
switches to control nine circuits from one 


switch, 


switches to relays 


move. 


copper and switches 


You COR ful fo CON 


e 


GENERAL G2 ELECTRIC 
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Control Manual. write Section D56A-1224. Construction Ma 


terials Division 


Connecticut. 


Small, Lightweight Control Wire conne:ts 


The small wire saves 


are less costly to 


General Electric 


Company. Bridgeport 


Remote-Control Relay operates on 24 
volts——does the actual switching of the 
higher voltage. Rated 10 amps at 277 
volts. U. L. approved 


hilence 272 — 





